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THREADWELL TAP & DIE CO. 
GREENFIELD, MASSACHUSETTS 


TURBO-CUT 


the tap that’s changing 


the meaning of 
“high production’ 


’ 


The reports we're getting from our 
field men on Turbo-Cut Tap perform- 
rola -Mold-1-1het-5 del lolalohiola 7 


alle MoM Tolule](-MiceluMelsl-Meloh A Mulell 


“This tap was run on an aluminum 
told oitla-tic) mim ole] amMelaic ME Sic] ai-te MR fo Miata) 
VWalel-\e3p4-Mohal-1 gach 4m helO Mi lell-+ 3 


“We currently have a “6-24 Turbo- 
Cut that is still going after 18 shifts 
relate Mo) Z-1ae- a0 01010 Mato) (-s 3m 


“A #10-24 Turbo-Cut plug tap ran 
18,200 holes on a zinc die cast job." 


Threadwell's Turbo-Cut is piling up 
records like these daily. Every plant 
Tali-ie-tt 1-1 ME aM alol d-Tol t-te Ml ol gelelUlallols 
should take a look at the tap that 
really mefins “high production’. See 
your Thréadwell Distributor now for 
details. 


Only Threadwell makes the genuine 
Turbo-Cut. 


Stocking Warehouses: New York — Cleveland 
Detroit — Los Angeles — Greenfield, Mass. 





pleyeles> 
=. Mishawaka, Ind. 


NEWS 


1960 Plan Book Explains 


Big Sales Promotion Program 


for Dodge Products 


Month in and month out, consistently through the years, 
Dodge provides strong support for the Distributor’s sales 
effort. Again in 1960 the Dodge Plan Book carries the de- 
tails of a campaign which reaches all major markets 
with impressive space units in the leading publications. 
The schedule includes double spreads in color and full 
page units which provide opportunity for impressive dis- 
play of Dodge products and their features. 

As usual, attention is attracted to Dodge Distributors 
in the advertisements as the source of information about 


the latest developments in mechanical power transmission. 











AOVERTI Sing 
PUBLICITy 


SALES Alos 


The Plan Book also presents detailed information about 
direct-by-mail, sound slidefilms, technical literature, local 
promotion pieces, display aids, demonstrations—and 
more. This comprehensive volume outlines the general 
Dodge promotion campaign for 1960 and shows how Dis- 
tributors can tie in locally to their advantage. 


NEW SERIES OF MAILERS 


PROMOTES DODGE PRODUCTS 
TO DISTRIBUTOR PROSPECTS 


This new series of colorful broadsides may be used as a 
direct-by-mail campaign or by salesmen in their personal 
contacts. They emphasize the features of Dodge products 
and show actual installations that quickly remind pros- 
pects how they can use this equipment to advantage. 

The entire Dodge line of power transmission equipment 
is the subject of one mailer. The others dramatically tell 
about Dyna-V Drives, Torque-Arm Speed Reducers and 
Flexidyne Dry Fluid Drives and Couplings. 








TRANSMISSIONEERING SCHOOL 


Enrollments are already being received for the Spring term of this school for Dodge Distributors’ 
representatives. There are two one-week sessions, beginning April 25th and May 2nd, 1960. 
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A Time-Saving Guide to the Contents of This Issue 


Advanced Penetration: First Word in Sales 


Getting through to buying influences is 
daily preoccupation with distributors and 
salesmen. A Canton distributor's salesmen 


achieve penetration by being informative, 
improvising, making sure buyers under- 
stand what's discussed. 


Trailers Are Their Trademark 


Newest sales ideas at Memphis Bearing & 
Supply is to equip the outside salesmen with 
mobile stocks in trailers. They demonstrate, 


sell and deliver—all on one call—and 
trailers have proved to be effective door 
openers for getting into plants. 


Stop! Don't File That Form! 


At Reichele Supply, a program to make the 
entire office staff aware of the expense and 
bother of cluttered files has reduced the 


cost of purchasing expensive filing equip- 
ment, released valuable office space, speeded 
reference service from the files. 


A Salesman’s Report with “Built-In” Incentive 


Cleveland distributor issues monthly report tively. Scanning it, a salesman notes where 
to salesmen showing gross profit on each gross profit is down, signalling those lines 


product line for each month and cumula- needing his attention. 


The 60's: Decade for Decision 


The U. S. is entering an era when mar- drastic changes in the way substantials 


keting will finally be accepted as a primary 
economic force, not merely an adjunct to 
production. Distribution, being in the 
brightest spotlight in its history, will be 
subjected to intensive pressure to reset its 
sights on bigger goals. This will call for 


numbers of distributors and manufacturing 
suppliers have been operating in the semi- 
sellers’ markets of the 50's. Potential will 
be far greater, and competition more inten- 
sive. The choice will be to modernize or 
fall behind. 
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Pressures of the 60’s 


Changing technology, the need for wider 
coverage and new demands for service (at 


a price) from larger industries are pres- 


Changes and Reactions 


Specialization, selective selling, branch 
operations and better depth of inventory 


are the means alert distributors are using 


Patterns for the 60’s 


Some innovations being tried in distribu- 
tion create more problems than they solve. 
But the key line selling is a logical trend, 


Price of Opportunity 


Substantial investments of skill and capi- 
tal are needed to re-train salesman for a 


new approach to selling, and revamp dis- 


sures that distributors must cope with. 
They can also expect a severe squeeze on 
capital and continued cost pressures. 


The 
industry still has a long road to travel to 
modernize its methods. 


to attempt to solve their problems. 


and specialists are sure to multiply. There 
will be more “agency-distributors,” but 


still few captive chains. 


tribution methods. 
the 
affecting businesses of every size. 


Status-quo ideas will 


not survive management revolution 





You Said it 


The Editor’s Page 
Supply Sales Trend 


ID’S 14TH ANNUAL SURVEY OF DISTRIBUTORS 
You 
can find out next month by checking your com- 
pany's performance ID's 14th annual 
survey of operations. Right now 
questionnaires are being returned by distributors 


Where are you and where are you going? 


against 


distributor 


in all corners of the country, detailing their per- 
centage increase or decrease in 1959 sales, the 
productivity of their salesmen and employees, their 
turnover their 
When the figures on 
these questionnaires are tabulated, they will etch a 
profile of the average distributor both nationally 


their 
accounts receivable, etc. 


ratios, inventory levels, 


The Outlook for Business. .114 


Price Index 


New Products 


and regionally. This authoritative survey 


exclusive with ID—nowhere else can you obtain 


this vital, reliable information. 


an explanation of factors influencing sales varia- 


And underlying 
the statistics on distributors’ performance will be 


tions, and a roundup (gathered through McGraw- 
Hill’s extensive news bureau network) of dis- 
tributors’ outlook for 1960. If you want to find out 
how you are doing and what the prognosis is for 
your continuing business health in the coming 
year . . . turn to the March issue’s 14th Annual 
Survey. It'll pay off in “decision-making” in- 
formation. 
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a MORE complete line 
a MORE complete range 


PRECISION 
REAMERS 
AND BLANKS 











LAYALLEE & iDE. INC 





——— — —k 


L&I’s broader range of styles and sizes 


enables you to handle all of your cus- 
tomers’ reamer requirements quickly and 
profitably. Selling L&I reamers gives you 
a constant and ready source of reamers 
and blanks, plus a price and delivery 
schedule second to none. Write today 
for the L&I sales policy — you'll be glad 
you did. 


“the reamer specialists”’ 


LAVALLEE & IDE, INC. 
Chicopee, Mass. 
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Pilea 


WHATEVER YOUR NEEDS... 


OURKEE |\@@@e 
we 


Hawes Dndlustryys 
MOST COMPLETE 








DA 358 V-BELTS 
For highly compact, 
plus-power drives. 
First major design 


change in Multiple 
V-Belts in the last 
30 years. 


DA POSITIVE DRIVE BELTS 


Combines the advantages of the chain and 
gear with all of the advantages of the 


belt. No stretch, no metal to metal contact, 
no constant lubrication. 








STURDY-LINK 


Pre-stretched link 
belting available 
in regular, 
oil-resistant 

and static- 
conductive 

types. 


STEEL CABLE V-BELTS 


Steel cable permits 
no-stretch 
installation. All 
belts are 
fluoroscoped to 
assure extra 

high quality. 


GENERAL DUTY V-BELTS 


Power-balanced 
construction 

for flexibility, 
durability and 
strength. 











OPEN END V-BELTING 


Used on drives 
where endless 
V-Belts are 
not practical. 
High fastener 
tear-out 
resistance. 


RAILROAD BELTING 


High tensile 
strength, low 
stretch belting 
features high 
fastener tear-out 
resistance. 


DOUBLE V-BELTS 


Relieved cross section 
assures maximum 

flex resistance. New 
control methods 
provide uniform 

cord section. 








RED SHIELD 


Red Shield Belts now offer MULTIPLE V-BELTS VARIABLE SPEED BELTS 
40 per cent extra 
capacity. Iso Dynamic 
matching and cord 
stability assure precise 


balance and long 


belt life. Also available 
in oil and heat 

resistant and static 
dissipating constructions. 


Aw 

Abrasion resistant cover assures maximum 
life. Crowned cross section 

maintains stability under extreme loads. 














...- Compare... You'll Select 


DURKEE -ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY «¢ MINNEAPOLIS 13, MINNESOTA 
Look for the DA on your V- Belts 
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NEW BOOKLE 


~HELPS YOU GET NE! 


EW 
BLADE CUSTOMERS AND KEEP THEM 


NICHOLSON FILE COMPANY 


PROVIDENCE 1, 8.1, U.S.A, 


Here’s a handy sales aid . . . Sawology . . . a 34-page 


handbook on metal-cutting saws . . . designed to help 
build a more powerful preference for Nicholson and 


Black Diamond blades. 


This textbook manual contains complete and use- 
ful information for shop superintendent, production 
foreman, mechanic, machinist, maintenance man, pur- 
chasing agent, mechanical trainee . . . everyone con- 
nected with the management and operation of a shop, 
plant or industry. 


Sawology deals with the manufacture, proper selec- 
tion, effective use of saws for cutting ferrous and non- 
ferrous metals, hard plastics and rubber, wood . . . other 
dense materials. 


It was written especially for Nicholson and draws 
upon all our facilities, skills and experience with metal- 
separating jobs and appropriate tools. 

Following is a partial listing of topics discussed: 
“How to get the most out of hand hacksaw blades,” 
“Power hacksaw tooth selector,” “Hints on the use 





Teeth Strokes 
oe 


Material 


FERROUS 
Drill Rod 


Forgin - 
Fors to 
ir t 


This chart has been 


lror 
Ra 


developed asa 
helpful guide in 
selecting the best 
blade tooth and 
stroke speed for 
various ferrous and 
nonferrous materials. 
2 
50-90 
0 


120 
60-90 


This picture shows the use of a power blade holder ex- 
tension, which for certain cutting jobs permits the use 


of a shorter blade in the machine . . . thus reducing cost. 


“Band saw blade 
Friction sawing.” 


and care of power hacksaw blades,” 
and tooth selector,” “ 


Pages are illustrated with numerous photographs, 
drawings and diagrams. Text is in easy-to-understand 
terms for everyone who deals with metal sawing. 

Sawology has just been published and is now avail- 
able. It was written to help your customers and pros- 
pects make the most efficient and economical use of all 
metal-cutting blades. You can use this book to better 
inform customers . . . eliminate sales problems before 
they arise. 

Write for a sample copy. We'll tell you how to 
order additional copies to distribute to customers. 


NICHOLSON <> 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 


So 
* <0, 
uv. Ook a” 


Oe 
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® Sorting through the mail is time well spent. 


* Distribution & Manufacturing shouldn’t be mixed. 


¢ High hopes for the 1960's. 


| Sort The Mail 


Dayton, Ouro 

Several weeks ago I attended 
George D. Wilkinson’s program in 
Cincinnati on sales paperwork flow. 
This was a very educational program, 
and I believe that all present learned 
many interesting new methods for 
doing business. 

As in your November editorial, 
Mr. Wilkinson declared the 
evils of the executives of Industrial 
Distributor organizations opening 
or sorting the mail. Frankly, I have 
read and heard so much on this 
subject that it disturbs me that no 
one has come out in defense of the 
executive who continues to perform 
this function. A great many of the 
executives that perform this service 
just happen to be very successful 
business men. Many efficiency ex- 
perts and other outsiders continually 
are telling others how to run their 
business. Frankly it is my belief 
that the success of any business is 
judged by the profit that the com- 
pany makes, regardless of the meth- 
ods used, as long as they are legiti 
mate. 


also 


In the industrial supply business, 
you can only make a profit by hard 
work and keeping your overhead to 
a minimum. Many wholesalers as 
they get larger tend to forget these 
basic principals, and become arm 
chair executives who believe the 
work day begins at 10:00 A.M. and 
ends at 3:00 P.M. In our company 
we have a girl open the mail, but 
I personally sort through it. Regard- 
less of what you or Mr. Wilkinson 
say, I feel this is one of the best 
methods to get pulse of the business. 


INDUSTRIAL DISTRIBUTION e¢ FEBRUARY, 1960 


Not only do I see all orders, com- 
plaints, bounced checks, invoices, 
but Union notices and other per- 
sonnel correspondence. I spend 
about thirty minutes each day doing 
the above, and I learn more about 
our business in this thirty minutes 
than the remainder of the day. 

If this is a crime against modern 
day techniques, then I belong to the 
older generation. 

W. H. Kieraser, Jr. 
Vice President & Gen. Mgr. 
The W. H. Kiefaber Co. 


* Editor's Note: What you have 
to say about top management 
opening or sorting mail makes 
good sense from one angle and 
possibly the editorial did not 
make clear our point that too 
many executives perform this 
function with little or no dis- 
crimination. Too frequently they 
end up with only vague impres- 
sions of the exceptional items 
that have appeared in the mail. 
Thus, where you perform this 
function with the definite objec- 
tive of feeling the pulse of the 
business, many executives per- 
form it merely as a matter of 
habit. On this basis, the job 
could be done equally well by 
a clerk who would be using 
much less costly time. 


| are welcome from all readers. Write 
| on any topic you like; we'll publish 
| it and, if you do not want to be 
{ identified, you can rest assured that 
| we know how to keep a secret 

| Just send vour letter to the 
| You Saw Ir Eprror, Inpustriat 
| Distrrisution, 330 West 42nd St., 
| New York 36, N. Y. 

The Editors 


Industrial Distribution 


You Said It 


lf | Were A Distributor 
Frencu Lick, INp. 


First of all, let me say that I 
wouldn’t be a distributor! Why? 
Well, the reason is that I am a 
manufacturer and I don’t think the 
two functions mix. Aside from my 
personal convictions on the matter, 
our company policy states this very 
plainly. We are manufacturers. I 
think that the idea of manufacturers 
competing with their wholesalers is 
an error. 

I am very serious in saying that 
my main purpose here is to convince 
you that it is our policy at National 
Electric not to sell direct, but 
through our distributors. We feel 
very strongly that this should be 
the policy of all manufacturers in 
this industry. 

As an evidence of overall policy, 
let me quote from an interview 
which T. M. Evans, chairman of 
H. K. Porter Company, Inc., and 
chairman and chief executive officer 
of Crane Co., gave the Supply 
House Times. Mr. Evans was asked: 
“In general, have you found the 
independent distributor _ satisfac- 
tory?” He answered, “Yes, the local 
man knows his local market. How 
to get the 
finance it. He is often a leading 
citizen in his community. That's 
the way it ought to be handled, I 
think.” 

If I were wearing the distribu- 
tor’s hat, I would concentrate on 
sales management. This would pay 
great rewards, since it is, in my 
opinion, the most difficult area of 
management. I would build up a 


business and how to 


(Continued on page 8) 





send your 


SOS. 


to our 


65 AD Socket Screw Products 


*“Specialists On Sockets...” 
are all Blue Devil distributors 


All Blue Devil advertising directed to socket screw users is 
designed to bring them and their problems to the distrib- 
utor. It’s long standing Blue Devil policy to give our dis- 
tributors every possible sales help . . . and that’s one big 
reason more and more are joining the team. 


i 
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You Said It 
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team of live-wire men in the field 
who know the products they are 
handling and who know the cus- 
tomers and the customers’ prob- 
lems. Let me emphasize this: The 
two main functions of a salesman 
are one, to know his customers, and 
two, to know his products. Know- 
ing the products requires training. 
As a distributor I would make full 
use of my manufacturer’s product 
specialists and salesmen, whose job 
it is to help train my people. 

Price Selling Is Dangerous 

Let’s talk about price selling. Any 
dummy with the lowest price can 
take orders; as a matter of fact, you 
don’t even need a dummy, you can 
do it on the telephone, but this has 
no relation to real salesmanship. A 
real salesman can move equipment 
at a price that will let you make a 
good profit and without a good 
profit you won’t be long in business. 

There is the need for distributors’ 
salesmen to stay alert for new prod- 
ucts that offer new sales opportuni- 
ties and to watch for new ideas that 
can be passed back to the manu- 
facturer. 

If I were a distributor I would 
have more than one source for a 
particular item, but I would give 
the bulk of my business to the man- 
ufacturer with whom I have estab- 
lished mutual respect and trust. 

J. A. Draw 
Vice President 
H. K. Porter Company, Inc. 


* From a speech by Mr. Drain 
before the Central Regional Con- 
vention of the National Associa- 
tion of Electrical Distributors. 


High Hopes For The Sixties 


JENKINTOWN, Pa. 

We expect 1960 to be a very good 

year, better than 1959, for us, for 

the metalworking industries and the 
ecenomy in general. 


(Continued on page 14) 





New, bright pattern 
for packaging... 


Butterfield’s 
colorful 


sales-getting 
look! 


This distinctive new package design is 
easy to identify — simplifies inventory 
control too. The colorful blue and white 
pattern on all packaging reminds your 
customers of superior quality Butterfield 
tools with the complete line of drills, 
reamers, taps, dies, counterbores, cutters, 
end mills, hobs and carbide tools. 

The Butterfield shield conspicuously 
displayed on all tools means dependable, 
precision-made products — your 
guarantee of greater profits. Full stocks 
are maintained in Butterfield warehouses 
in Chicago, Detroit, Fort Worth, New York, 
Los Angeles and San Francisco. 


BUTTERFIELD 


elolm 
iE) Bb) od 2 OnE 8 BD) 


BUTTERFIELD 


DIVISION, Union Twist Drill Company, Derby Line, Vt. 
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Look for this... JENKINS. DISTRIBUTO 


on SOLDER END Valves; too 


... make sure of long, reliable service 


RAR vintT 


Solder Ends . . . Socket Ends . . . Screwed Ends P. 

. .. Flanged Ends. Whatever the lines call for, YR 
you can have the known assurance of quality a, 
and economy for which the Jenkins Diamond 
trade-mark stands. ASK your Jenkins Distrib- 

utor, or write us for Folder 198-A about 
Jenkins Solder End Valves — Globes, Gates 

and Checks — that cover all your needs. 
Jenkins Bros., 100 Park Ave., New York 17. 


JENKINS VALVES @ 4, 


AY: 





FROm OTHER 
RISERS 


” 


ait. 


MAKE UP 


Prom OTHER 
RISERS 





m } y y” 
Shor warer 
GENERATOR 


” ih ‘ 
i< WATER CIRCULATING PUMPS 
EXPANSION 

TANK ANT 


Copy of this layout No. 13 will be sent on request 
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ACCURACY? 


BLADE COST? 


Payoff End of a Prod action Marvel 


A cut-off saw’s value is proven at the discharge 
end of the machine. How quickly the trough is 
filled with accurately cut-off pieces can mean the 
difference between profit and loss on many jobs. 

The R. J. Sudrick Co., Des Plaines, Illinois, 
manufacturers of precision aircraft components 
had to cut-off 4600 blanks from 314” round, 303 
Stainless Steel Bars. 

They bought our MARvEL No. 6A4 High Speed 
Heavy Duty Automatic bar Feed Hack Saw 
Machine; used MARVEL High-Speed-Edge Hack 
Saw Blades, and got the high production, ac- 
curacy and economy they desired. 


PRODUCTION? Constant at 20 pieces per hour floor to 


floor 


Held well within the permissible toler- 
ance of +.010 —.000 


Just 14%4¢ per cut. Only twenty-three 
MARVEL blades were needed to make the 
4600 cuts, and not a single blade failure 
due to blade breakage. MARVEL High- 
Speed-Edge Blades are unbreakable. 


The point is this: MAarvet Metal Cutting 
Hack Saws equipped with MARVEL High-Speed- 
Edge Hack Saw Blades are an unbeatable 
combination for economical, accurate and safe 
cutting-off. 

If your hack saws are not producing the 
economy you need to meet today’s competition, 
try MARVEL High-Speed-Edge Blades. They 
will give you the competitive edge every time. 
Write for Catalog C-85 which has the complete 
story on MARVEL Hack Saws and Band Saws, 
Hack Saw Blades and Band Saw Blades. 


ARMSTRONG-BLUM MFG. CO. 


5700 W. BLOOMINGDALE AVE., CHICAGO 339, ILL. 


Better Machines-Better Blades 
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How high performance 


opened an important door 


It’s not easy to impress a man like Glenn Carr of Boeing 
Airplane Company’s Wichita Division. After fifteen years 
of working to the kind of tolerances required by the 
world’s leading builder of super-bombers, Carr isnot only a 
perfectionist but tends also to be skeptical about sales talk. 

Knowing this, Ralph Hockett of Bay State distributor 
Wichita Pump & Supply Co., made no claims at all for 
Bay State’s new diamond wheels. He simply analyzed the 
particular grinding problems involved, submitted wheels 
of the correct specification for test and let the wheels do 
his talking for him. 

The result was an eye-opener. Against an average of 
125 hours useful life for previous wheels, the new Bay 
State wheels averaged 215 hours per wheel! 


One important factor contributing to this bonus in 
wheel life was the use of Bay State’s unique BA Resinoid 
Bond. In addition to longer life, however, the Bay State 
diamond wheels were cooler cutting, gave a far superior 
finish and were more versatile, too. They are now a regu- 
lar inventory item at Boeing, Wichita, where B-52 missile 
bombers are in production for the Air Force. 

This is no isolated example of the kind of support Bay 
State distributors get ...bovh in quality of product and 
in technical help from top-flight abrasive specialists when 
it’s needed. For these and many other reasons, Bay State 
distributorships are widely regarded as the most desirable 
in the industry. Why not write for full details? 


ce This new catalog, which includes pricing data, gladly sent on your request. Ask for Form 217. 
ori 


ee 


of 


Operator Harvey Johnson checks the finish on carbide-inserted tooth of 
a milling cutter after grinding with Bay State’s 215-hour (average life) 
diamond cup wheel. Glenn Carr, General Foreman, checks Johnson’s 
reading against blueprint. 
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diamond wheels 
to distributor Ralph Hockett 


You don’t get to know the aircraft 
business overnight and Ralph Hockett is 
the first to admit that he has never 
stopped learning. 27 years as an 
abrasive specialist, with 19 of them 
servicing Boeing on everything from the 
early B-17s on up, have given him what 
you might call a substantial back- 
ground in the industry. 


ABRASIVES 


Bay State Abrasive Products Co., Westboro, Massachusetts. 
In Canada: Bay State Abrasive Products Co., (Canada) Ltd., Brantford, Ontario. 
Branch Offices : Chicago, Cleveland, Detroit, Pittsburgh, Los Angeles. Distributors: All principal cities. 
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One Sale Triggers Another with 
Versatile OTC Pulling Tools 


q 


@ THIS HIGH-PROFIT OTC LINE 
1S AVAILABLE TO AGGRESSIVE 
TOP-NOTCH DISTRIBUTORS 


@ SELL YOUR PRESENT 
CUSTOMERS FAST-MOVING 
OTC MAINTENANCE TOOLS 


The complete line of interchange- 
able OTC hydraulic maintenance 
and production units will keep your 
customers coming back. Once they 
have used a versatile, dependable 
OTC tool, it’s a natural to buy an- 
other — customers find new acces- 
sories added to basic units handle 
hundreds of tough, complicated jobs. 


Mechanical 
Pullers 


Hydraulic 
Pullers 


Hydraulic 
Rams 


Hydraulic 
Pumps 


Hydraulic 
Shop 
Presses 


Write for free 
OTC Industrial 
Maintenance 
Equipment Cat- 
alog, No. P-9. 
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You Said It 
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There’s been a lot of holding back 
to date, as a result of the last steel 
strike, but few lost sales. ‘The main 
effect has been to shift production 
from 1959 to 1960. Lost produc- 
tion due to steel in the first quarter 
of 1960 will undoubtedly be made 
up later in the year. 

The settlement will bring higher 
wages, which will most likely be 
followed by some increase in steel 
prices. The wage increases will tend 
to be inflationary, since they will 
probably outspace gains in the em- 
ployee productivity. This has al- 
ready happened in both the can and 
aluminum industries. 

Competition will be quite keen 
in metalworking; but the upward 
thrust of wages will more than 
counterbalance the downward force 
of competition. Thus prices gen- 
erally in the metalworking industries 
can be expected to rise slightly 
throughout the year. 

In retrospect, one aspect of the 
steel strike will probably prove bene- 
ficial. It topped off the 1959 boom 
by storing up a good head of steam 
for the start of the Sixties. 

With steel settled, the economy 
will reflect mainly the record level 
of employment with total wages at 
an all time peak. With money in 
the buyer’s pocket, there will be a 
solid market for automobiles, appli- 
ances, and other consumer durables. 

A number of underlying factors 
will be powering new gains for the 
capital goods industries. These in- 
clude the pressure for mechaniza- 
tion, the competitive urge for new 
products, the wage-cost squeeze, and 
deferred maintenance. 

The tool and die industries 
should be up sharply, sparked largely 
by a great increase in tooling for 
1961 models, not just automobiles, 
but most other metal products too. 
This is partly the result of success- 
ful research into new products for 
the “fabulous 1960's,” but a large 


(Continued on page 18) 





The square head is dead! 


\ONc LIVE HEX AMD HEX! 


, 


> Hex and Hex (hex screw plus finished hex nut) replaces: 


1. Square and Square (rolled thread) 
2. Square and Square (cut thread) 
3. Bright Cap Screw 


MORE PROFIT FOR YOU! 


@ Down goes your capital outlay on slow movers. 


@ Down goes your total inventory — fewer pieces, fewer 
containers. 


@ Down go handling costs and paperwork. 
@ Down go shipping charges — Hex and Hex weigh less. 
@ Up goes turnover. 


COST REDUCTION FOR YOUR CUSTOMERS! 
@ Now just one type to order and stock. 
@ Improved quality—hex screws are stronger than square heads. 


@ Improved appearance — Hex and Hex make a more attrac- 
tive product. 


@ Hex and Hex costs no more than Square and Square, Bright 
Cap Screw with nut bought separately. 


FULL RANGE OF SIZES—CHOICE OF PACKAGES! 
@ Hex and Hex are available in standard packages 4” x 8” 
smaller and shorter. 


@ Hex screws without nuts are available in standard packages 
1” x 6” smaller and shorter. 


ee. 
— 


a: 


POST MoRTEy. 


While we Strongly recom. 
s 


s 


( SQUARE HEAD 
MACHINE BOLT, 


SQUARE NUT 
(killed by mfrs.) 





ROLLED THREAD, 





SQUARE HEAD 
MACHINE BOLT, 
CUT THREAD, 
SQUARE NUT 
(killed by mfrs.) 


BRicHTt' mend that you 
CAP SCREW rh 
NC 
(killed by smart } 
distributors) 





5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
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MORE TO SELL...IN 


GATE VALVES 


No. 432—125-Pound 


No. 410—100-Pound No. 438—125-Pound No. 424—200-Pound No. 426—200-Pound No. 636E—300-Pound No. 634E—300-Pound 
Quick-Opening 


GLOBE VALVES 


oon — me crm i. : 
a Be 
Jt ih G&G 


No. 7—150-Pound No. 362E—300-Pound No. 235H—2500-Pound 
" — 100- . 1—125- N YyP— N har 
No. 1240—100-Pound No. 1—125-Pound ancien tities jo. 14'2P—150-Pound jo. 212P —200-Pound Reorindi Hydraulic 


ANGLE VALVES 


ml 


No. 89—200-Pound No. 19—150-Pound 


He. 1251-—160-Pound Needle Point Composition Disc 


No. 1644P—150-Pound No. 214P—200-Pound No. 4199—150-Pound 


CHECK VALVES 


No. 1246— No. 20—125-Pound Lift No. 27—150-Pound Lift No. 36—200-Pound Swing No. 218— No. 76E—300-Pound No. 237H—2500-Pound 
100-Pound Lift P Composition Disc Regrinding 200-Pound Lift Swing—Y-Pattern Lift—Hydraulic 


COCKS & RELIEF VALVES 


No. 252—125-Pound No. 80E—250-Pound No. 298—"Gas Stove” 


No. 814—Brine athead Square Head Stop 


No. 2606—Safety Relief No. 2601—Sto No. 1130—Hydraulic 
Up to 250 psi 300 psi Steam Relief—Up to 8000 psi 
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BRONZE VALVES -.... 


Your CRANE LINE gives you widest 
coverage of BRONZE VALVE needs 


If you want more valve sales—more 
profitable sales—get better acquainted 
with your Crane Bronze Line! You’ll 
be surprised at its length and breadth 
of coverage. 

99% of the plants you call on use one 
or more bronze valve patterns. You 
can fill just about 99° of these needs 
with Crane bronze numbers. 

At left is a representative, but only 
partial showing of the Crane bronze 
line—in gate, globe, and angle pat- 
terns... lift checks and swing checks 

. quick-opening types... cocks... 
relief and safety valves, and more. 


CRANE NATIONAL 
ADVERTISING 
HELPS YOU SELL 


Going into every plant on your 
list—‘‘hard sell’? Crane advertis- 
ing like this is regularly helping 
you create a preference for Crane 
valves...and is keeping your 
customers sold on Crane quality. 
The leading business magazines 
in industry —the ones your” pros- 
pects and customers read most- 
carry Crane advertising regularly 
into every field: power, petroleum, 
chemical, food, paper, marine, 
mining, municipal, public works, 
paints and all the process indus- 
tries, just to name a few. 
Reprints of Crane ads are avail- 
able for your local use. Address 
your inquiry to the Crane Whole- 


Rising and non-rising stem patterns 

. screwed and bolted bonnets... 
screwed, flanged and solder-joint ends. 

You can fill orders for any steam- 
rated bronze valves up to 300 psi, and 
cold-rated up to 2500 psi—and in sizes 
from % to 6 in. And you can deliver 
the goods fast because the Crane dis- 
tributor plan backs up your inventory 
with direct access to Crane factory 
stocks. 

Above all, you can deliver premium 
quality at popular price in Crane bronze 
valves—as in Crane iron, steel, and 
stainless steel valves. 


rt 
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New design for tough service...easy maintenance 


300-Pound Wedge Disc Bronze Gate Vaives 


Crug Stem ond Nan Brung Stem Patterns 


2c: 


‘CRANE VALVES & FITTINGS. 


#5 ane Wrolession Serwng Ail Aree 
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saler Sales Office in your area. 
VALVES & FITTINGS 


Since 1855—Crane Co., General Offices: Chicago 5, Illinois— Branches and Wholesalers Serving All Areas 
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HI-SPEED 
Cable 


prices 
start at 


$29.50 


Superior to anything on the market. Simplified design 

with fewer parts. Detachable high-speed cable wind-up 

handle. Highest quality flexible aircraft cable. Safety handles 

design tested for overload to protect operator. Guaranteed one 

year against defective parts. Also especially corrosion-proofed 
models for use in chemical plants, mines, etc. 


Stock And Sell The Most Asked For Cable-Rachet Hoist 
Lightweight @ Versatile @ Compact 


THE LUG-ALL COMPANY 


HAVERFORD 11, PENNSYLVANIA 
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share of the retooling will be for the 
sake of economy. 

The machine tool and machinery 
segments of the economy will have 
a good year, with inuch of the new 
business coming from an upswing 
in the mechanization of the coun 
try’s productive plant. 

This year American industry will 
take care of a lot of deferred main 
tenance left over from the recession 
of 1958; this in turn will be a strong 
s~ulant to the capital goods 
people. ‘The railroads and many 
other industries put off most pur 
hases of new and replacement 
equipment in 1958 and 1959. 

Rockets and missiles, as well as 
the conventional jet aircraft, should 
continue to be a good customer. 
Though the trend is to fewer opera 
tional units, there will probably be 
more dollar volume for the reliable 
suppliers capable of working to their 
exacting standards. The heat that 
is on for higher reliability will bring 
about an upgrading of components 
and subassemblies. 

Ihe factor of reliability will be 
a shaping force in the development 
and new complexion of the metal 
working industry of the Sixties. 

Most of the publicized failures 
have been mechanical, not electrical 
or electronic as earlier anticipated. 
With an anticipated mild economy 
program in defense and space ex 
ploration, it seems certain that the 
industry will spend more on reliabil 
ity to cut down costly failures. 

The reliability factor is even 
carrying over into the consumer 
hard goods field. A number of the 
manufacturers are taking steps to 
unsnarl their customer service and 
complaint problems. Here, too, 
with the possible exception of the 
electronics area, far and away most 
of the troubles are mechanical. 

H. THomas HaLLowe t, JR. 
President 
Standard Pressed Steel Co. 





NOTE TO DISTRIBUTORS 
This can be your 


starting point, too, for 
S sales and re t sales. 

Ask Cogsdill for their 

Distributor story now. 


Today's ° 
product 

deliver with all on quotas demand that your é 

your drilling machin speed and precision built hr pipe tools 

operate with maxi es with the drills that will ° them. Equip 

ximum efficiency and econom permit them to 

y..- COGSDIL 

L 


Stocking Warehouses . the name t 
, oO reme 
mber for quality to watch 
i watch for 
. progress 


0 i ’ los Lf 
etroit ° Angeles, Greenfield ee 
, , 
, s 
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U.S. SECURITY RUBBER TAPE 


The ideal commercial quality of unvulcanized 
rubber tape for all general electrical work. 

U.S. Security rubber splicing compound 
possesses all the necessary physical properties: 
tensile elongation, tackiness and dielectric 
strength required for good, durable splices. 

It is easy to handle and will fuse into a solid 
mass without the application of heat or undue 


pressure, 


INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 


These famous brand names featured are 
the widely selling tapes required for 
the innume rable npteing x and ome sg in 


power eas aul mines, 
+ industries. These are 


every need. Get the line from one 
of the “U.S.” branches, or 


Ww si address below. 


1960 





U. S. HOLDTITE® FRICTION TAPE 


€ontains no free sulphur or other ingredients 
ott urious to metals or fabrics. Exceeds all the 
fxysical requirements of the A.S.T.M. 
Secification. Handles cleanly without raveling 
Per waste — has no pinholes — has high dielectric 
?strength for high voltage jobs. 
‘& It has unusually high tensile strength and 
‘. strong adhesion and makes splices that are 
durable and lasting. 





U.S. HOLDTITE SPLICING COMPOUND 


A high-grade rubber splicing compound 
exceeding A.S.T.M. requirements. 
U.S. Holdtite rubber 


Mechanical Goods Division 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


Rockefeller Center, New York 20, N.Y. 


In Canada: Dominion Rubber Company, Ltd. 
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In the decade ahead, look for more and 
more plastic pipe to be used in commercial 
and residential ait conditioning systems- 
Reason: 20 other material performs as 
well... saves a5 much. 

A good example is 4 just-completed 
installation at @ ajor Clev eland hotel. 
There, 2”, 1%": and 1” Republic SRK 
Plastic Pipe was selected for condensate 
return lines installed in conjunction with 
6$2 American Blower Fan Coil units. 

According © Becker-Seidel-Clark, Inc., 
plumbing contractors, plastic pipe was 
specified because it could be installed 






One of the 60’s sharpest trends... 


= 
he 
€ yy 
cf { . 
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ey 


piastic PIPE 


several times faster in a job of this type: 
In addition, the material resists corrosio® 
...- prevents build-up of scale. ..and costs 
very litcle more than the Jeast expenstv® 
alternate material. 

The quality semi-rigid plastic pipe, 
Republic SRK is available in a wide range 
of pressure ratings and sizes from 2" 
through 8”. Get complete information 
from a man who will do his best to serve 
you better — your Republic distributor 
Call him today of write Republic Steel 
Corporation, Department DE-8783, 1441 
Republic Building, Cleveland 1, Ohio. 


PLASTIC PIPE fexit 
Rk Beis ble (FE 
Ss with 


THEY WILL READ 
ALL ABOUT IT... 


Republic advertising highlights 


Your Republic distributor maintains 
a complete steel pipe inventory 


the quality of your products and services 


Ck poe beat drrtbutes ter few setevery of 


‘LD. REPUBLIC Steel Pipe > 


STEEL PIPE 9 fy 
relate fiitelallale 


Market by market, month by month, Republic 
advertisements like these will be seen by your ae 
key customers and prospects. Whether the 
product be plastic pipe, steel pipe, sheets, or bars, 
emphasis is on the quality of your products 

and services. Result: increased sales and profits 


for you, the Republic distributor. 


WHEN IT S A QUESTION OF SHAPES AND SIZES 
a// your Stee! Service Center 


Reprints of Republic's distributor-support advertisements are 

available at no cost, imprinted with your company name. 

Call your nearest Republic office for details on the advantages 

of stocking Republic Steel products. Mail coupon for 

product information. By ot nc 


COLD FINISHED BARS 


squores, hexes, flats 


REPUBLIC STEEL 
= == NN World Usidese Renge of 
aso Kh Stiudlard, Sttols and, Steal Proclusti 


Leth al Rae Aaoatlnnt A 


REPUBLIC STEEL CORPORATION 

DEPT. ID-8946 

1441 REPUBLIC BUILDING - CLEVELAND 1, OHIO 

I would like more information on: 
0D Plastic Pipe 0D Cold Finished Bars 
DC Steel Pipe DC Steel Sheets 


Name Title 





Company 
Address 
City 














AMERICAN PULLEY 


is bending over backwards . 


. to give distributors 100% cooperation in inventory, 
sales and promotion programs. American’s new “‘Bill of 
Rights” declaration points out the salient points of this 
policy. For instance, ‘‘Franchise Distributors shall not be 
plagued by slow-moving items’’. There are 10 such points 
in all. Each one is a guarantee of greater opportunicy .. . 
bigger sales and profits for you. If you are an American 
Distributor, you’ve seen how it works. If not, we’ll be 
happy to show you in detail as it appeared in INDUS- 
TRIAL DISTRIBUTION in August and September. 


s 4 MATERIALS # POWER 


-HANDLING 7 TRANSMISSION 
EQUIPMENT # EQUIPMENT 


THE mf AMERICAN PULLEY COMPANY 


4200 WISSAHICKON AVENUE + PHILADELPHIA 29, PA 





% 





: Want to pep up your sales meetings? Put more punch in your 
selling and advertising? Streamline order processing? Pin- 
; point market potential? Determine profit contribution by 


lines? Do a better all-around management job? Here’s a list 
of reprints of key ID articles over the past 4 years, writ- 


ten for you and designed to brighten your profit pic- 


7 
n 1 U Sie ( é ture. Theyre yours for the ordering. Just address your 


requests to: Reprint Editor, Industrial Distribution, 


preciated. If you prefer, 


ba aa ya 330 West 42nd St., New York 36, N. Y. 
from | S rl iH | 0 n Advance payment will be ap- 


Distribution In The 60’s—(January 
February 1960) 32-page analysis 
of factors such as expanding popu 
lation and technology, which will 
influence potential for industrial 
equipment and supplies in the 
60’s. Details nature and im 
plications of impending tech 
nological “evolution”, including 
discussions of automation, high 
precision, miniaturization, mod 
ular construction, materials. Shows 
how such trends as _ materials 
management, scheduled ordering, 
punched-card purchasing and 
value analysis will affect procure 
ment patterns. Discusses in de 
tail how above trends and prob 
lems will affect distributors in the 
60’s, and what decisions will have 
to be made. $.75 each 


Distribution Cost Accounting 
For Net Profits—(July 1957 
Provides detailed analysis of 
Norton Company's product 
profitability studies made in 
three industrial supply and 
equipment firms ranging from 
$800,000 to $6,000,000 sales 
volume; Outlines procedure by 
which any distributor can de 
termine and allocate functional 
costs to product categories for 
more exact computation of costs 
and profits. $.75 each 

The Cards in Your Future—(June 
1957) Study of punched cards sys 
tems set up by three distributors 
to process data. Includes glossary 
of terms, a general discussion of 
the principles behind integrated 


we will bill you for 
orders over $3. 


data processing, a step-by-step an- lines standard cost accounting pro- 
alysis of how equipment was in- cedure developed by Gates Rub- 
stalled and a discussion of how ber Co. for determining profit- 
the systems works. $.75 each ability of all or a segment of 
A Big Answer to the Small Order customers. Includes a sample Cus- 
Problem—(October 1959) De. tomer analysis and a “short cut 


tails how “local order” purchas- method for calculating net profit 


ing procedure at Argus Cam- perger _ pect T 
eras, Ann Arbor, Mich. re- cusses role of customer 


duces small order costs by elim- statement. $.75 each 


inating some of the more costly Simplified Operating Statement 
functions associated with them; Method for Sales Profitability An- 
Discusses distributor reaction alysis—(July 1959) Presents a sim- 
to procedure. $.15 each plified method for determining 
what it costs to handle any seg- 
ment of sales—from a line of bill- 
ing to an entire sales territory— 
based on the allocation of all op- 
erating expenses to a single line 
of billing. Includes step-by-step 
profitability analysis. $.25 each 
terial and other outside sources to Patticom Pitches For Growth With 
locate potential customers, and Ramac 305 , (August 1959) Dis- 
how to develop conversion factors —— planning and preparation 
relating product line potential to involved oe distributor's installa- 
number of employees in various tion of IBM Ramac 305” data 
aieiielen ¢ 30 cuih processing winit. Illustrates com- 
ponents of unit and explains how 
unit works to speed order process- 
ing and provide vital decision 
making data. $.25 each 
Motivation: What Makes Salesmen 
S.ll? (September 1959) Probes 
reasons why some salesmen don’t 
produce to the full extent of their 
potential; discusses meaning of 
motivation, defines the problems 
faced by management in motivat- 
ing salesmen and analyzes such 
Cost Accounting For Customer selling incentives as contests and 
Profitability—(June 1959) Out- various compensation plans. $.50 


You Can Determine Your Market 
Potential—(Nov. 1957) Outlines 
step-by-step procedure for devel 
oping and using market poten 
tials. Shows how to organize fac 
tual material on customers and 
prospects, how to use census ma 


More Sales Through Better Train- 
ing—(Sept. 1958) Discusses three 
major sales training techniques- 
the conference method, role play 
ing, and the case method—for pro 
ducing more sales, making learn 
ing more palatable to salesmen 
and the training job more inter 
esting for management. Explores 
use of modern sales training tools 
in sales training process. $.50 each 
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NEW DAYTON 








HORIZONTAL MACHINE-BUILT HAND-BUILT WOVEN MOLDED 
BRAIDED WRAPPED FABRIC WRAPPED FABRIC JACKET 


li 





INDUSTRIAL HOSE 


—~Ready made market... 
—Ready made reputation... 
—Ready made profits for you... 


COMPLETE LINE 


Here is a complete line of industrial hose 
that can put you on top of an ever-growing 
market. Industrial Hose usage is increasing 
today as never before, so this is your chance 
to team-up with Dayton for complete market 
coverage and fast-moving sales. The Dayton 
Industrial Hose Distributor Program is de- 
signed to produce volume hose sales in your 
area and give you a healthy profit margin 
on them. 


EXCLUSIVE FRANCHISE 


When you handle the Dayton line you are 
assured of a fair share of your potential market 
because, all Distribution is on a selective basis. 
No over-distribution to cut into your sales, 
no competition from the manufacturer. In- 
dustrial Hose is the perfect companion line to 
increase your sales volume without increasing 
sales expense. The Dayton industrial distribu- 


tor policy has been a model in the industry 
for many years. Now is your opportunity to 
secure Dayton quality in a brand new line... 


SUPERIOR QUALITY 

With over fifty years in the industry, Dayton 
has been a leader in the research and develop- 
ment of V-Belts and special engineered hose 
applications. Now, Dayton is building indus- 
trial hose leadership by devoting the same 
skill and engineering ability to hose manu- 
facturing that made Dayton Cog-Belts® and 
V-Belts an industrial standard. Industrial 
buyers know they can depend on Dayton. 


DAYTON HELPS YOU SELL 


To help you build volume sales fast, Dayton 
guides their hose distributors to the volume 
market. In addition, Dayton provides mer- 
chandising aids, and training programs for 
distributor salesmen. 


STOCKS ARE AVAILABLE NOW AT THESE WAREHOUSES — NO WAITING 


HILLSIDE, N.J. ATLANTA, GA CHICAGO, ILL. 


For more information write today to: — — — — — — — — — — — — — — — — — —. 


Industrial Department 


Dayton Industrial Products Co. 


DAYTON, OHIO 


DALLAS, TEXAS LOS ANGELES, CALIF. 


© O.R. 1960 


A Division of The Dayton Rubber Co., Dayton 1, Ohio 


Please send me more details 
on your new product line of 
Dayton Industrial Hose: Firm__ 


r— Send additional 


L_} information Address 


[-— Have Representative Hose 
J Specialist call City_ 


Name_______ 


Do 














IThis man leadsadoublelife... 


he opens new 


arranges sales building promotions for you... 
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..- but draws his paycheck from us. 


another reason 


it pays to sell STANSCREW 


The Stanscrew fastener specialist is a good man to have 

on your team. Whether he’s working alone, or with 

your salesman, his principal assignment is to help increase 

your festener sales. STANSCREW MEANS... 
Wide experience, plus the backing of an outstanding staff 

of factory engineers, enables him to solve difficult experts se 


fastener problems for st He ofte suggest wer , 
‘ problems for your cust omers. He o n can uge an $< Industry’ b } patesttinae 
ways to save money by replacing costly “‘specials’’ with all sales in your territory. 


Stanscrew’s broad line of 4,000 standard fasteners. w~ A strong, consistent advertising 
reo : ~" and promotional program that 
And the mailings and other promotions he can develop for pre-sells your customers. 


: : a ees i a : Fast service. Orders shipped 
you, using Stanscrew sales aids, boost your fastener business. csltiohe 08 ihbeam PP 


Direct help like this . . . the industry’s broadest A complete fastener line . . . over 


tecti i iialion f seat t 4,000 catalogued items, 
pro ec ion on a sa es in your terri ory — rong, Superior fintner aniline ss 
consistent advertising program . . . a wide selection of Stanscrew’s exclusive 


‘li ‘7 d ts d oth ti lit to ation process, for example. 
mailing pieces, ad mats, and other promotional i ems... ase Preferred and specified by 
these are just a few of the many reasons more and manufucturers in all types of 


a toca ee industries. 
more distributors are learning it pays to sell Stanscrew. 


- <> Dee sales help... fastener 


ling with you and for 


Learn all the profit-making advantages of being a full-line 
Stanscrew distributor. Our new booklet, The Stanscrew 
Story, provides the facts. Write today for your copy. 


Airll 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 


INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1960 





Easy does it! 


H & A Rope is 
Easy to Stock 
Easy to Dispense 
Easy to Use 


H & A “Blue Heart” Manila is measure-marked for convenience 
and packaged for easy storage and dispensing. 
But that’s not enough. 


H & A takes another step to make sure the rope made for you 
exceeds industrial requirements by manufacturing under a 
process that guarantees these two important characteristics. 
1. Great tensile strength — assurance of an extra margin 
of safety and life. 
2. “Live Action” that gives H & A rope a feel of quality, 
flexibility, freedom from kinking and ease of handling. 


In the production of “Blue Heart,” accurate, electronic con- 
trols assure maximum uniformity. Amazing strength and flexi- 
bility result from the use of an exclusive H & A research proved 
lubricant which also protects the rope against moisture and 
weather. The result—a rope that has been labeled as the rope 
which is easy to stock, dispense and use. 

Specify H & A rope on your next order. It’s available in sizes 
and put-ups to fit your requirements. 


Full Line Cordage Service 

For cordage requirements make Hooven & Allison your one- 
stop source of supply. H & A Jute, Sisal and Hemp Twines, 
Polyethylene and Nylon Rope, and Oakum and Jute Packings, 
packaged for easy handling, are available in sizes and put- 
ups to fit all requirements. Buy these H & A products, and 
you Buy the Finest! 


XENIA OHIO) 
BRANCHES — OMAHA, MINNEAPOLIS 


Se 
ee 


FREE! write tor 


your free copy of this 
big new book, H & A 
“Ropelore."’ Full of in- 
formation on knots, 
splicing, manufacture, 
use and care of rope. 
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Spinners of 
Fine Cordage 
Since 1869 





There’s profit in this picture for BCA Bearing 


Specialists... and engineering help to build it! 


Prospects are unlimited for 
the Bearing Specialist with a skilled BCA 
sales engineer to help you 


Expand your sales field with BCA Ball Bearings. Strengthen 
your hold in the big industrial application market with a 
BCA sales engineer to back you up. He has the product 
application knowledge. He can help you survey plant require- 
ments . . . recommend workable stocks for plants . . . work 
with machinists and foremen or in the “front office’, 
wherever he is needed. 


The BCA Ball Bearing line is second to none. . . single or 
double row . . . light to heavy duty. The quality line, once 
established — always repeated. Get the full information on how 
to build more business with BCA. Contact Federal-Mogul 
Service now. 





BCA BALL BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. « DETROIT 13, MICHIGAN 
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tacts you should 


know about 
PANG slotted angle 


a a ee 


is the most advanced product line available for 
quick, easy, economical building of useful structures 
and equipment. 


is the only framing metal that gives Lock-Joints 
and Friction-Joints, uses %”" structural bolts. This 
means greater structural strength and rigidity. 


comes in two types that cover all framing appli- 
cations: Standard 225-80 (2\%4" x 14%” x .080") and 
Heavy-duty 300-104 (3” x 1%" x .104") for extra 
load-carrying capacity. 


is made of cold-rolled galvanized steel with ex- 
clusive new bolting pattern for fast assembly . . . 
greater structural strength and rigidity. 


is completely tested—both in laboratory and in 
actual in-service installation. You can rely on AIM 
Brand Slotted Angle. 


includes complete line of framing accessories— 
slotted angle cutter, steel panels, channels, casters, 
speed framing fixtures, nuts and bolts. 


is produced by Acme Steel Company, U. S. pio- 
neers and developers of slotted angle framing material. 


is advertised nationally in leading publications read 
by your customers. 


is distributed nationally through a nation-wide dis- 
tribution system. 


Get full information and distributorship details right away. Write 
Dept. lID-20, Fabricated Materials Division, Acme Steel Company, 
Chicago 27, Illinois. 


AIM Brand Slotted Angle PUAN 


INDUSTRIAL DISTRIBUTION e FEBRUARY, 1960 


o-+e ore ee en 








How To Cure Cutting Problems With 
STARRETT Production-Proved HACKSAWS 


Use the Starrett color code to 
solve hacksaw cutting problems 
to help your customers get quicker, 
straighter, cleaner cutting with 
longer blade life. When blades wear 
out fast, shatter or bog down on 
hard-to-cut materials, follow this 
simple formula: 

Recommend Starrett REDSTRIPE 
SM“ special alloy high speed steel 
blades for general purpo e shop cut- 
ting or for production cutting on a 
wide range of shapes and materials. 

Recommend Starrett GREEN- 
STRIPE SAFE-FLEx" high speed 
welded edge blades for heavy feeds 


gang sawing and interrupted cuts 
safe, shatterproof, unbreakable. 

Recommend Starrett BLUE- 
STRIPE" high speed steel blades for 
high speed production cutting and 
hard-to-cut materials. 

In Starrett production-proved 
hacksaws you have a complete range 
of hand and power sizes named, 
color-identified and production 
proved to help you sell more saw 
customers and keep them sold... and 
Starrett band saws, hole saws and 
band knives to give you a truly 
complete line. The L. S. Starrett 
Company, Athol, Mass., U.S. A. 


Starrett Precision Makes Good Products Better 


PRECISION TOOLS * DIALINDICATORS + STEEL TAPES « GROUND FLAT STOCK « HACKSAWS + HOLE SAWS + BAND SAWS « BAND KNIVES 


Sr — 
| @& ~) ) a aa i 
x t 4 ib ae g rt 
« ) 5 Ch > C . 

) » fT [ \ < | y) 
QT Perr Pw FP 


World's Greatest Toolmakers 


HACKSAWS 





Last year, traffic accidents killed 37,000, injured 1,400,000 


.--and they wasted Five Billion Dollars! 
Traffic accidents’ human toll is so tragic we sometimes overlook their 
staggering economic waste. Five Billion Dollars in lost wages, medical 
expenses, insurance costs and property damage! Your business—every 
business—shares in this loss. So you have a double interest in helping 
reduce traffic accidents. And you can help! Drive safely and obey the law 
yourself... certainly. But go further. Use your influence to promote safe 
driving and urge strict law enforcement. To make your efforts more effec- 


tive, join with others working actively to reduce traffic hazards in your 
community. Support your local Safety Council! 


@@ 


Where traffic laws are strictly enforced, deaths go DOWN! 


Published in an effort to save lives, in cooperation with the National Safety Council and The Advertising Council. 
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LOCKING 
THREADS 
in center 

of nut 


CHAMFER - 
for hand or 


a 
DOUBLE . 
_ 
om 


hopper feed 


THE MARK 
OF QUALITY 
... on all MF 

Lock Nuts 


The Maclean-Fogg Two-Way Lock Nut has the 
features designers and production men want. 
Check them off: (1) It is double chamfered—goes 
on from either side—is ideal for either hand or 
hopper feeds. (2) The lock is in the center of the 
nut—permits fastest starts—allows bolt end to 
be below or flush with top of nut. (3) Two-Ways 


are economical; reusable; better looking on your Circle number on reply 


card for catalog and 
technical data. 


finished product. 


MAC LEAN-FOGG 
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Distributor 
Opportunity! 


EASY-TO-HANDLE 
LOCK NUTS 
BRING BIG PROFITS 


See the MacLean-Fogg advertise- 
ment at the left of this column. It 
is placed there to catch your eye— 
to ask you to stop for a minute and 
give some thought to selling lock 
nuts— MacLean- Fogg Lock Nuts. 


This same strong ad appears in 
a number of magazines that your 
customers read. MacLean-Fogg’s 
experience with such advertising is 
always the same. It will produce 
hundreds of letters requesting cata- 
logs, samples, more information. 
Many of these requests will be 
turned into orders for lock nuts— 
some of them very large orders. 


The demand for lock nuts grows 
faster than for anything in the fas- 
tener field. Why? Because every day 
more and more designers specify 
them to make their products better. 


Lock Nuts can be a wonderful line for 
distributors to handle. Here's why: 

1. The demand is big—getting bigger 
2. Users want a local source of supply 
3. Inventory requirements are simple 
4 


. The profit margin is excellent 
Why not request full information 
on MacLean-Fogg’s complete line. 
Wherever you are located there’s 


an MF man nearby who can give 
you all the facts. 


acLean-Fogg Lock Nut Company 
5535 N. Wolcott Avenue 
Chicago 40, Illinois 









A Proven Success! Your FAIRBANKS 
SALES -LEADER - OF - THE - MONT 
PROGRAM 










BUILDING Fig. 0832 
















Series “23” 


DARTS 





























FAIRBANKS “LOCKWELD” CASTERS Greatest Name in Unions — 
Without A King-Pin Build Sales And Profits For You 

Give You An Exclusive Door Opener Backed by a firm guarantee —“If 

Y will ri - , BUSINESS one should leak through, we will 
we Bagh wing-Oe stency yepent give you two”— Dart Unions have 

eer De meet — io — — been building steady repeat business 

K as s your sales : 
leader this month. Two patented AND from satisfied customers for over 60 


years. Rig, extra value features: 

PR 0 aaBS Two bronze to bronze seats ground 
to a true ball and socket joint — 

Practically indestructible malle- 


able iron bodies — 
Drip tight joints made time and 


AFTER YEAR again without jamming — 


construction features provide an 
exclusive sales presentation for you: 
Unique “LOCKWELD” construc- 
tion has eliminated the king-pin, 

the major cause of caster failures; YEAR 
spherical leg design disperses shocks 
and overloads over a greater portion 
of ball race. Combined, these two 
features, available in both single 
and double ball race swivel casters, 
give you an outstanding, proven, 
sales leader and your customers 
stronger, easier swiveling, longer 
lasting casters. 


The “LOCKWELD” Casters are but 
part of Fairbanks line of industrial 
casters and wheels made to give 
your customers easier and more eco- 
nomical materials handling and 
satisfaction that will bring them 
back to you. 























Darts may be used over and over 

again — 

make Darts easy to sell and their 
very fair margin of profit makes 
them good to sell. 
Remember — Darts, like all Fair- 
banks products, are needed in every 
industrial plant and commercial 
enterprise in your area. Build up 
your business on a solid foundation 
by making Dart Unions your Sales 
Leader this month. 








































plus 
THE BRANCH OFFICES 
ey b k 
COMPANY 
EXECUTIVE OFFICE 
393 Latayette st New York 3, N.Y : 

Waives [ 1 e Casters @ Trucks e Whee FACTORIE 
IT PAYS YOU -TO SELL FAIRBANKS PRODUCTS, NEEDED (N EVERY INDUSTRIAL PLANT AND COMMERCIAL ENTERPRISE IN YOUR TERRITORY 
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MORE YPOUNDS” TO THE OUNCE. . 


: BLOW FOR BLOW, THERE'S NO SAFER, STRONGER MACHINIST'S 
- when you stondasdize Gn HAMMER THAN A HELLER . . . in head weights 
ranging from 2 ounces to 3 pounds. 


FIRST IN SAFETY! Every head has a crowned face with 


: } a safety rolled edge for built-in protection to both 
the worker and his work. Every hickory handle 
is shaped to give a non-slip grip. Every pein 
... ball, cross or straight .. . is precision 
ground to a uniform shape. 
FIRST IN STRENGTH! Heller has combined the latest 


metallurgical developments with their unique 
tempering techniques to create"Job-Tempered” 
SAFETY-PROVED heads. For strenuous use, heads are forged from 
‘ special analysis alloy steel. For routine work, 
heads are forged from high carbon tool steel. 
r; | mn mn e r Ss INSIST ON JOB-TEMPERED HAMMERS! . . . identified 
by the hickory handle with the exclusive 
with Heller Spot-Burned finish. 
HELLER HAMMERS ARE EASIER TO SELL because their 


Job- Tempered Heads exclusive features give you more to tell. Catalog 


No. T-56 tells the whole story. Show it on every call. 


Halls <A tr Halla 


r America's Oldest File Manufacturer 
HELLER TOOL CO. NEWCOMERSTOWN, OHIO 
V Subsidiary of Simonds Saw and Stee! Co. 


Branch Offices and Warehouses: Newark, N. J. @ Detroit @ Chicago @ Shreveport @ Los Angeles @ Portland, Oregon 
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Do you have the answers... 
These men do! 


Students all! D. E. Rupp, Lakeland Engineering Equipment Co., Minneapolis, Minn.; James 
Davis and Richard Lynch, J. M. Cranz Company, Buffalo, N. Y.; John E. Jones, Baker- 
Bohnert Rubber Company, Louisville, Ky.; Blaine Ingram, Pratt-Gilbert, Phoenix, Arizona; 
Paul Prunch, Mechanical Rubber & Supply, Peoria, Ill.; T. J. McNamara, J. Hiland, and 
Tom Koors, Columbus Belting & Supply Co., Columbus and Dayton, Ohio; R. Alexander, 
Bornell Supply Company, Piqua, Ohio; Albert L. Genter II, Lambert-Jones Rubber Co., Pitts- 
burgh, Pa.; Richard E. Seidel, Sheesley Supply Co., Johnstown, Pa.; R. L. Gates, Bigelow-Gibson 
Company, Toledo, Ohio; Clyde Fist, Wayne Rubber & Hydraulics, Inc., Fort Wayne, Indiana; 
Robert Sturtz, M. E. Avery Company, Massena, New York; Ernest Atkisson, Monarch Corpora- 
tion, Santa Clara, California; George Lewis and Cliff Riebe, Acme-Machell Company, Milwaukee, 
Wisconsin; M. B. Peebles, C. E. Thurston Company, Norfolk, Va.; Don Walsh, Pittsfield Supply 
Company, Pittsfield, Mass.; Dexter Bumpas, Corinth Machinery Company, Corinth, Miss.; 
Benton H. Rosen, Franklin Supply Company, Providence, Rhode Island. 
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These men have just learned the secret words that 
make people buy $200,000 conveyor systems, indus- 
trial hose, and similar rubber products. 

The words are secret simply because so few people 
know them. What are they? Answers. 

Answers when somebody in a chemical company 
asks you which is the best hose for sulphuric acid. 

Answers when a coa! mine operator wants to know 
the best combination of reinforcing fabric and num- 
ber of plies for his main haulage belt. 

Answers to the kind of questions that industrial 
sales hang by. y 

We give a course in answers like these in our 
Hewitt-Robins Distributors’ School. 

The men you see here were drilled first in the basic 
lore that lies behind such answers: the raw materials 
that go into the manufacture of rubber products, 


Furnace door cooling hose: why carcass, ply construction, and 
material assure long life. Left to right: P. Prunch of Mechanical 
Rubber & Supply, J. E. Jones of Baker-Bohnert Rubber, “‘Pro- 
fessor’’ Grundtisch of Hewitt-Robins, and C. Riebe of Acme- 
Machell. 


Why Maltese Cross fiberglass hot materials belt resists heat, 
stands up longer. Left to right: M. B. Peebles of C. E. Thurston, 
Gerry Rivette, G. Lewis of Acme-Machell, and B. Ingram of 
Pratt-Gilbert. 


their advantages, their limitations. 

Next came application: how to analyze a customer’s 
needs to give him the product thau does the job best. 

Next: competition. Other companies make sturdy 
products, too. Knowing their strengths and weak- 
nesses is knowing how to sell. 

Finally came marketing, distributor problems, and 
the effect that quality control at the factory has on 
product life in the field. 

This particular session of our school was held last 
October at our Buffalo plant. From it came 22 men 
with something of a sales edge on their competition 
for the coming year. 

If you would like to know more about this or any 
other kind of help that Hewitt-Robins gives distribu- 
tors, call the H-R man in your area. He’d be happy 
to tell you. Hewitt-Robins, Stamford, Conn. 


What goes into a belt? The answer man is Gerry Rivette, H-R 
Belt Product Engineer, conducting a plant tour. Points covered 
include belt construction from the processing of raw materials 
to assembly of the fabric and rubber covers, vulcanization, and 
final inspection. 


Primer for profits: exams give H-R guests a double-check on 
technical lore, help point up sales strengths they will put to 
work in the field. The high marks you get in this course turn 
up in your bank account. 


QHEW!TT-ROBINS 
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7-POINT PROFIT PLAN 


ror GRIPPER “c! SLING pistrieutors 


Here’s how you can realize quick sales and high profits from Gripper metal-mesh 


Slings . . . the first true, fast-moving, mass market item of its kind in the 
materials handling field. 


‘ ONLY GRIPPER SLINGS 
J OFFER YOU: 


4. More Profit Per Sale—discount equal to or 
greater than that on any other similar 
product. 


2. Bulk Sales Potential—one of the few true 
bulk sales items in this field. 


3. A Unique Product—the only sling of its 
type on the market today. 


4, Selective Distribution—for increased sales 
and profit potential. 


S. Sales Leads—from national advertising 
G. No Excessive Stock Requirements 
7. Immediate Factory Shipments 


ONLY GRIPPER SLINGS GIVE USERS 
THESE 7 BIG HANDLING ADVANTAGES 
1. Safety—Gripper Slings are all-metal fabric 
slings—made of thousands of woven wire spirals 
in a transverse loop construction. No thin strands, 
weak links or soft core . . . nothing to rip or tear 
suddenly. Every part is visible for fast, thorough 
safety inspection. 

2. Load Stability—broad bearing surface easily 
handles long loads. Bundles of tubing are balanced 
in a tight grip that locks in center members. 

3. Flexibility—Gripper Slings wrap snugly around 
small or irregularly shaped loads . . . hug sharp 
edges without cutting or scarring, allows fast, 
easy rigging, unhitching of load. 

4. Longer Life—can’t be damaged by loads with 
sharp edges. 

5. Greater Strength-—load tensions are evenly dis- 
tributed throughout the sling to give maximum 
load capacity at all time. 

6. Gentle Load Handling—load weights are dis- 
tributed over the entire width of the sling. There’s 
no crushing action . . . no damage to soft materials 
or thin-walled tubing. 


7. Versatility—Currently, Gripper Slings are be- 
ing used to handle aluminum extrusions, arma- 
tures, bar stock, boats, calender rolls, caustic bars, 
coiled strip, concrete beams, firebrick, foundry 
molds, gas tanks, heat exchangers, jigs and dies, 
lumber, machined stock, missiles, motors, paper 
stock, pickled tubing, pipe, pre-fab houses, retorts, 
sheet steel, tin plate, tombstones and tube bundles. 


For complete information write directly to The Cam- 
bridge Wire Cloth Company, Gripper Sling Dept. AD, 
Cambridge 2, Maryland. 
METAL MESH 
CONVEYOR 
BELTS 
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NOW AVAILABLE! 


New C/R : 
Mill Supply 
Catalog 


Fully illustrated, completely authoritative. 
Covers descriptions, specifications and ap- 
plications of C,/R cups, packings, ham- 
mers, mallets, way wipers and the full 
line of C/R products handled through 
your industrial supplier. Send for free 
copy today: ask for Catalog MS-2. 


C/R MOLDED CUPS 


Molded Sirvis-Conpor leather cups, pre-formed with 
sharp rather than rounded edges for much greater 
service life. 


— 


C/R RAWHIDE HAMMERS 


Deliver greater striking power, speed work output, save 
replacement costs. Now available with Nylon faces. 


C/R RAWHIDE AND OTHER NON-METALLIC GEARS 
AND PINIONS 


C/R Rawhide and non-metallic gears and pinions soak 
up shock loads, cut noise and vibration, save large metal 
mating gears. 


ee Wh. Liittibuler: Thousands 


C/R SIRVENE WAY WIPERS 


Protect precision machine tool ways, reduce downtime, 
save costly hours of master mechanic maintenance. 


of these catalogs are now in the 
hands of your customers. Better check 


into the Chicago Rawhide line! 


Pe ~-. 


\ 


VHIDE MANUFACTURING CG 


veh yt ee 


1217 ELSTON AVENUE — CHICAGO 22, ILLINOIS 
Offices in 55 principal cities. See your telephone book 
in Canada: Chicago Rawhide Mfg. Co. of Canada, ltd., Brantford, Ontario 
Export Sales: Geon International Corp., Great Neck, New York 
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For you in ’60, 


UNBRAKO pHa" Hi-Life— 
the only all-new socket screw 
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It’s not often that a product gives 
you as clear cut a selling advantage 
as the new UNBRAKO pHd Hi-Life. 
Here is the one socket head cap 
screw that is redesigned through- 
out. It is the only standard screw 
combining both the new, larger 
pHd head (1960 Series) and the 
new UNBRAKO Hi-Life thread form 
—at no extra cost. Furthermore, 
these new UNBRAKOs are on your 
shelves now, assuring immediate 
availability to the trade. 


Only pHd Hi-Life offers your cus- 
tomers two major benefits. First, 
because of its increased bearing 
area under the head, it can be 
tightened tighter without indent- 
ing bolted material. This provides 
up to 24% times as much holding 
power, safeguards vital preload, 
protects against loosening under 
vibration. Second, the new Hi-Life 
thread form drastically reduces 
stress concentrations at the root— 
the point where most screw failures 
occur. Result: up to 100% increase 
in fatigue life. Of all the new socket 
screws, UNBRAKO alone provides 
both these performance advantages. 


Ads such as the one reproduced 
here are already carrying the news 
about pHd Hi-Life to design engi- 
neers, production men and PAs. 
To help you capitalize on this 
campaign, we have available a 
complete selection of free sales 
aids, including promotion kit, di- 
rect mailers, technical bulletins, 
demonstration folders, etc. If you 
need additional quantities, write 
A. W. Scott, SPS Adv. Dept. 


*pHd stands for “proper head design’ 
a factor in higher product reliability 


where reliability replaces probability 





ID‘s bonus to new subscribers: the 500-page 
1960 Marketing & Products Directory. This 
year-round workbook provides fingertip re- 
ference to: non-stocked items, additional 
sources of supply, new lines, new products 
and who makes them. This is the only prod- 
ucts reference book of its kind! 


. and suggest mailing the subscription Trends (p. 116, 117) reports the latest 
order form (below) to INDUSTRIAL in supplier management trends and 
DISTRIBUTION right away. sales aids. New Products (p. 128) is a 


. ‘ complete round-up of new and im- 
By ordering now, new subscribers re- 


ceive a bonus: ID’s 1960 Marketing and 
Products Number. More important, new 
subscribers are assured of receiving ID 


proved products with sales possibilities. 
That’s just the beginning! There are 
many more expertly-written articles and 
; regular features designed for fast, prac- 
regularly, at a time when the challenge °s . oh isen Sih : 
. : tical reading, such as “Decade for Deci- 
of the next decade requires the utmost in 
awareness and practice of modern man- 
agement and sales methods. Sum it up this way: ID is fresh, useful, 
, sa : up-to-date, vitally important to every- 
Here’s how INDUSTRIAL DISTRIBU- oa : style. : 
TION fte ; ce ae Ms one interested in cutting costs and build- 
ON fits in: ery oa es “Tends ing sales and profits. A year’s subscrip- 
(pages 110, 112 in this issue) show 


sion” in this issue. 


tion is just $4. Two years: $7. One idea, 
regional and national performance jy, one issue. will repay this small fee a 


against which distributors can measure —_ hundredfold! If you know someone (in- 


their own sales efforts. The Price Index side or outside your own organization) 
(p. 126) helps distributors evaluate in- who can also cash in on ID’s profitable 
ventory and determine profits on 19 reading each month, pass along this 
major product categories. Marketing issue now. 


OFFER GOOD FOR INDUSTRIAL DISTRIBUTORS ONLY 
INDUSTRIAL DISTRIBUTION I want my own copy of every one of Tansy 


330 W. 42nd Street, TRIAL DISTRIBUTION’s helpful monthly 


issues. Enter subscription: (] Two years, $7 
New York 36, N. Y. C One Year, $4. 


Here's the money Send bill 


~ Home 


Send to | 5 Business —__ 


SINCE 1911 . . . THE ONLY NATIONAL MAGAZINE 
EDITED EXCLUSIVELY FOR INDUSTRIAL DISTRIBUTORS 


i ~~ 7 8 (P.0. ZONE) 








COMPANY NAME 


NATURE OF BUSINESS 
* Above rates are for U.S. (Foreign: 1 year, $20—Two years, $30. U.8. Dollars) 


—-—---~----------Ff 
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mighty important word 


in any business' vocabulary. And it's a mighty 
important key in Black & Decker'‘s Key Line 
story! 


Black & Decker tools are profitable to sell in 
many ways. They're good ticket items, 

offer substantial profits in themselves. They 
lead to the sale of numerous accessories, 
attachments and supplies. They're good turnover 
items because every plant is a prospect. And, 
with our broad line and brand preference, you 
can sell a variety of tools to each customer. 


Selling Black & Decker tools as a Key Line is 
selling with a built-in profit! 


J. Harly Hardesty 


Vice President -— Treasurer 


Black& Decker: 


—a key line to profit growth. 


@ BROAD 9 QCOMPLETE QacGressive Qauarity EXPERT FIELD @ GOOD PROFIT @ PRooucT 
MARKETS LINE PROMOTION PRODUCTS ASSISTANCE MARGINS SERVICE 


The Seven Keys to More Profits 
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VICTOR 


Yellow Plang, 
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METAL CUTTING PRODUCTS 
Middietown, N. Y- 


quality files... 


Latest Addition to the big VICTOR Line 


What do your customers look for in a new product? Pre- 
cision workmanship? Improved performance? Guaranteed 
dependability? An established brand name? They'll find 
all four in new VICTOR “‘YELLOW TANG” Files. 


What do you look for in a new product? An established 
brand market? Good profit margin? Outstanding repeat 
sales potential? Prompt and courteous service from the 
manufacturer? You'll find all four in this fast moving 
addition to the fast growing VICTOR line. 


Write today for detailed information on how the big, new 
VICTOR line can simplify your purchasing, cut paper 
work, lower delivery costs. It really pays to make VICTOR 
your one source for metal cutting products. 


POWER HACK SAW BLADES 
HAND HACK SAW BLADES 
HACK SAW FRAMES 

BAND SAW BLADES 

HOLE SAW BLADES 

FILES 
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To meet the challenge of the 60s 


UF KIN 


new leader in precision too/s/ 


LF KIN 


Ne 701 


Why Lufkin is the new leader in precision tools 


How was this leadership attained? 


Ihrough intensive research, new standards in 
craftsmanship ind ingenious tool designs, with many 
exclusive features, that make tools easier to handle 

easier to read provide greater accuracy, longer! 

lake Lufkin’s No. 701 Caliper, for example. It has 
a vernier that adjusts for jaw wear for a lifetime of 
service. Or take that Lufkin Micrometer. It has 5 to 7 


fewer parts to get out of adjustment. And it has an 
exclusive cam lock that prevents costly reading errors. 

Lufkin’s complete line of precision tools is loaded 
with exclusive features that make them easier to sell 
Your best customers prefer Lufkin . . . because they 
want the tools that help them most. Don’t 
disappoint them. Write today for a complete [* 
rundown. Lurkin, Saginaw, Michigan. 
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Distributors! Here’s what we te// your customers about you 


How much service 
can you get from a 


Distributor of (iss) National Pipe ? 


The answer: complete pipe service! Your National Pipe Distributor 
wants in on the ground floor when you're confronted with 

a serious problem—either material or production. He’s got expert 
engineering and technical assistance right at his finger tips. 

Take advantage of it. Talk your problem out. If he hasn't got the 
answer, he'll get it for you. 


In addition, a National Pipe Distributor gives you prompt, efficient 
delivery, he is a single, complete source of National Pipe, 
and he regularly gives you new product information. 


When you buy USS National Steel Pipe from one of our distributors, 
you're getting a product that is the consistent choice of architects, 
engineers and contractors for all-round use in every type of 

building and industrial application. And, it has been for over 60 years. 
That's why National Pipe is the largest selling pipe in the world. 


So, why not combine the fast, dependable service and technical 

assistance of a USS National Pipe Distributor with USS National Steel Pipe. 
Remember, you're getting the best pipe and the best pipe service 

money can buy. See your National Pipe Distributor... NOW! 


USS and National are registered trademarks 


The world's largest and most experienced manufacturer of tubular products 


National Tube 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors 
United States Steel Export Company, New York 
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3 ways 
you can 
boost profits 
with 
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“Light-Heavyweight"’ 
Drill Presses* 


Increased sales and bigger profits are 
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easier to come by when you offer your 


customers famous Walker-Turner drill . “, 





presses. They’re built for fast, accurate, 
heavy-duty operation and need little or 
no service. Their versatility, adaptability 
and big capacity make them a natural 
for use in automated set-ups in place of 





bulky, expensive automatic machines. 
And like all W-T “Light-Heavyweight” 
metalworking tools, Walker-Turner drill 
presses are profitable to sell because 
customers find they’re economical to use. 


H 
ivavel ‘ 


Pilldie PproadH 


i plus De neu i’ Hi Speed line 


For information on the complete Walker- 
Turner line, write: Rockwell Manufactur- 
ing Company, Walker-Turner Division, 
Dept. WB-91, 400 N. Lexington Ave., 
Pittsburgh 8, Pa. 


WALKER-TURNER 
EAVYWEIGHT 





MACHINE T 


another fine product by 


ROCKWELL 
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2. Sell them as multiple drilling lines! 


* Be. 






Sell them as low-cost automated machines 
@ (with W-T components)! 
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here’s why 
0-B distributors 
sell more valves 


Ws 
| 
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0-B valves are pre-sold 


O-B advertises in national trade magazines read contractors and others with buying influence 

by the men who order, specify and approve in the distributor’s locality. 

valve purchases... the distributor’s customers If you are not now an O-B distributor but 

and prospects . .. making the selling job easier. would like to know more about the company’s 
Advertising ... plus other O-B sales promo- products and policies, write to 

tion... builds recognition and acceptance for 

O-B bronze valves with purchasing agents, Ouro Brass Company, 380 North Main Street 

plant operating men, maintenance personnel, MANSFIELD, OHIO 
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largest line of 
industrial tapes 


sold only 
through jobbers 


broad assortability, 
best stock price 


high as 70% 


all the sales 
help you need 


TAPES FOR EVERY 
PURPOSE... 


PERMACEL 


Permacet NEW BRUNSWICK, NEW JERSEY 


TAPES + ELECTRICAL INSULATING MATERIALS+« ADHESIVES 
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If you have a TWX (Teletype) machine, you 
can now get fast action from Brown & Sharpe 
easier than ever before! 

You just “TWX” your inquiry or order to 
the same B&S office that you used to write or 
phone — get an immediate, typewritten reply. 
We’re tied-in with the whole system. 

Every Brown & Sharpe number will be 
listed in the next TWX directory, but of course 
you don’t have to wait until then. You can get 


Now... Brown & Sharpe is as close as your Teletype 


our numbers today, by: (1) Asking your local 
TWX operator, or (2) consulting our tempo- 
rary Brown & Sharpe TWX directory. If you 
have not yet received the special B&S direct- 
ory sheet, please let us know. We’ll see that 
you get it. 

Here’s just one more way the fast-moving 
new Brown & Sharpe puts you ahead in sales! 
Brown & Sharpe Mfg. Company, Providence 
1, Rhode Island. 


Brown & Sharpeds (i:01S)00) CENTER 
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«= « WORLDS 
= > LARGEST 
= SPECIALISTS 


FOR INDUSTRIAL RUBBER PRODUCTS 


... BOSTON 


The company that SUPPORTS 
distributors with both a permanent 
sales staff in the field as well as 

a staff of roving specialists! 


..- BOSTON 


The company that HELPS 
distributors with a year ’round 
planned program of sales aids and 
direct mail campaigns! 





... BOSTON 


The company whose outstanding 








research department consistently 
DEVELOPS new and 
superior products. 


CONTACT YOUR BOSTON MAN TO LEARN 
HOW BOSTON CAN SERVE YOU BEST! 


BOSTON WOVEN HOSE & RUBBER COMPANY 


i={eh> T re), | DIV. OF AMERICAN BILTRITE RUBBER CO., INC. 


BOSTON 3, MASS. 
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FOR PROFIT STANDARDIZE 


It's a safe bet this man is enjoying a profitable operation because he uses Southern 100% 
Screws. Southern fasteners are profit-partners in companies who use them because 

Southern quality, service and packaging combine to help keep your production lines ON SOUTHERN 
operating at top speed without costly downtime, materials loss, injury, or rejects due to FASTENERS 

faulty fasteners. Southern are specialists in fasteners — make nothing else! 


Standardize on Southern Screws for profit! Send your next fastener order to Sou- 
thern Screw Company, P. O. Box 1360, Statesville, North Carolina. 


Manufacturing and Main Stock in Statesville, North Carolina. Warehouses: New oS 
York « Chicago + Dallas - Los Angeles. ee ot en 


STATESYELLE «0* ORTH CAROLINA 


Machine Screws & Nuts « Tapping Screws +« Wood Screws « Stove Bolts « Drive Screws + Hanger Bolts « Carriage Bolts *« Dowel Screws 
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Tough installation! To provide ample clearance of 20 ft. Spang Pipe was installed at 
ceiling level, had to be ‘‘woven"”’ through girders. Sizes ranged from 4" to 10’. 


“SPANG steel pipe is as near to perfect pipe as you can get” 


says Mr. Ray Hilton, President and General Manager, Higham-Hilton Plumbing Co., Sa/t Lake City, Utah 


Wagner Bag Company Building heating, | For new construction, renovation 
: : : or routine maintenance, you can’t 
cooling and plumbing systems serviced beat Spang Steel Pipe! 


by 2 miles of Spang Steel Pipe It’s quality-controlled in manufacturing to 


provide uniformity throughout . . . tested 
and inspected to assure top-quality per- 
formance at the job site and in service . . . 
proven by thousands of installations. Your 
Spang Distributor can provide fast service 
on your order. Give him a call. Make it 
Steel Pipe . . . Make it Spang! 


“Spang Steel Pipe is a good, uniform pipe, 
easy to thread and bend, and has a smooth 
interior finish free of any obstructions,” says 
Mr. Hilton. “About 90% of the pipe installed 
on the Wagner Bag Company job is exposed; 
it makes a good, clean appearance. 
“We used Spang Pipe on this job because of 
our past experience with it, and because we 
i could get good delivery when we needed it. It Architect: Carpenter & Stringham, Salt Lake City 
Easy threading! Characteristic gave us a smooth, trouble-free installation. We General Contractor: Tolboe & Harlin, Salt Lake City 
uniformity of Spang Pipe provided = expect it to provide good service for the life of Plumbing Contractor: Higham-Hilton Plumbing & 
fast, accurate threading on the — the building. I think it’s one of the best prod- inna dnemdemanbepemaghessin 


Wagner Bag job. All connections co a Spang Distributor: Wasatch Plumbing Supply Co., 
were either welded or coupled. ucts on the market. Salt Lake City 


THE NATIONAL SUPPLY COMPANY 


STEEL PIPE Two Gateway Center, Pittsburgh 22, Pennsylvania 


Subsidiary of Armco Steel Corporation We 





They All Agree... 
You Can't Beat a Simonds 
High Speed Steel 
Metal Cutting Band Saw 





and Harry— 
i the 

oe purchasing 

production § sey 

manager, r on 

puts it We’ve been 


using Simond 
this way: bande for some time now. T 
: ; e the easy availability 
“Since we've been using We a our local distributor. 
Simonds we lose lots less bee on’t have to wait ~~ 
downtime for blade changes. ivery or for serview ” 
Simonds blades seem = 
stand up better under hig 
speeds and heavy feeds. Our 
cut-off production results 
are better.” 








A ee Sc ee a a 
. > 
SAW AND STEEL CO, 
« Seenmee’ Your customers will get \ 
gore, better performance, cut their ; abinie igs \ 
sett / costs with Simonds High gS . 
at coin tnd tw Speed Steel Metal Cutting “Ham : 
————————— Bands. . . you'll get bigger SIMONDS 
sales, more profits . . . a < industrial Supply 
with this better saw. ee DISTRIGUTOR 


Factory Branches in Boston, Chicago, Shreveport, la., Son Francisco and Portland, Oregon 
Canedian Factory in Montreal, Que., Simonds Divisions: Simonds Steel Mill, Lockport, N. Y. 
Heller Tool Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phila., Pa., and Arvida, Que., Canada 
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8 part sling 


6 part sling 


Now Tuffy Covers 
All the Bases 


...With addition of 
new line of 
hand-braided slings 


Now Tuffy brings you a top quality line of 6-part and 
8-part braided slings specially designed by Union Wire 
Rope engineers for extra strength and flexibility. Free 
end braiding keeps component ropes equal in length so 
that each rope carries its full share of the load. 


The hand braided 6-part sling provides: Wide bearing 
area, greatest single plane flexibility; least strength loss 
under severe bending; high cutting and twisting re- 
sistance. 


The hand braided 8-part sling gives extra flexibility in 


all planes, low strength loss in bending, highest re- 
sistance to kinking and spinning, plus extra wide bear- 
ing area. 


Whether your customer needs the special characteristics 
of these hand-braided slings or Tuffy’s famous machine- 
braided wire fabric slings, he has assurances he will get 
from you the best slings money can buy. Advertising in 
leading industrial magazines urges the reader to get in 
touch with his Tuffy distributor for the best perform- 
ance, longest service life and greatest safety in every 
type sling. 


Tuffy throws you the leads from FREE SLING BOOK offer 


Every Tuffy ad carries this offer. Readers go for it. More than 100,000 
copies have been distributed. And every lead from the free-book offer 
is passed on to the Tuffy distributor in the area from which the re- 
quest comes. For your own free copy, write Union Wire Rope Corp., 
2236 Manchester Ave., Kansas City 26, Missouri. 


To complete national distribution, we have openings for more distributors. Let us 
send you full information on Tuffy products and the Tuffy distributor plan. 





Subsidiary of ARMCO STEEL CORPORATION 


OTHER SUBSIDIARIES AND DIVISIONS: Armco Division « Sheffield Division + The National Supply Company 


Armco Drainage & Metal Products, Inc. « The Armco International Corporation 


* Southwest Steel Products 
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OUTSTANDING DIAMOND DRILLS... 


Longyear introduces its new line 
for a booming market 


Once in a great while a new product 
appears that presents a faster, cheaper 
way of handling a difficult and wide- 
spread problem. Soon many manufac- 
turers are offering their variations, some 
good, some bad. But cne firm takes 
leadership because it has the specialized 
experience and the ability to design and 
produce a better product. 


The industrial diamond drill is that 
kind of product. Holes in reinforced 
concrete, brick, stone, tile, cast iron, 


asphalt, and other hard materials, which 
once took hours to cut, now are com- 
pleted in minutes. 


The E. J. Longyear Company has 
been recognized for 70 years as an out- 
standing manufacturer of diamond core 
drills and diamond bits for mineral ex- 
ploration. Several years ago Longyear 
realized the tremendous potential in the 
application of diamond drilling equip- 
ment for drilling holes required by me- 
chanical contractors, builders and main- 
tenance men. Since then it has spent 
thousands of dollars in designing, build- 
ing and testing industrial drilling equip- 
ment to be used with diamond bits. 


What does Longyear now offer? 
The Longyear Company manufactures 
a complete line of quality diamond drill- 
ing equipment. Two new drills of unique 
design have wider application and 
superior performance. Both are engi- 
neered to use air as well as electric drives, 
opening up new markets. Diamond bits 
produced by Longyear, backed up by 
70 years of experience, are available in 
a complete range of sizes. 


Where is the market? 


The tremendous market for diamond 
drills includes mechanical contractors— 
plumbing, electrical, heating, air condi- 
tioning, flooring, etc., who often drill 
hundreds or thousands of holes in a single 
project. In manufacturing plants, chemi- 
cal plants, refineries, mills, breweries, 
and bakeries, maintenance crews drill 
many holes for new piping, new machin- 
ery, and routine alterations. Gas and 
electric companies offer great potential. 
So do municipal street, water and sew- 
age departments. As new applications 
are developed, the market will grow 
even larger. 


How did it start, and where is 
it going? 

Until recently few persons outside of the 
mining industry knew about diamond 
drilling. Cautiously, some contractors 
who had holes to drill through reinforced 
concrete or masonry turned to diamond 
bits as the only practical solution. As 
the word about fast, cost-saving drilling 
jobs spread, more and more users turned 
to diamond drilling. 

It is estimated that this market is 
growing four to five times as fast as the 
market for most new industrial products. 
Forecasts for the future indicate fast, 
steady growth for many years to come. 
Most important of all, new applications 
of diamond drills will bring about im- 
portant changes in building methods. 


Users report outstanding results 
A workman given two days to drill 120 
%{ -inch holes through 2% inches of ter- 
razzo completed the job in four hours 
with a Longyear diamond drill. The 
diamond bit, which was in good condi- 


tion at the end, paid for itself twice on 
this first job. 

A firm taking 6-inch diameter test 
cores from a new reinforced concrete 
highway drilled at a rate of 3 inches per 
minute, and each diamond bit cut 150 
to 215 cores 10 inches long. 

A contractor who drilled 94 holes in 
reinforced concrete 4 inches thick saved 
$300 by using Longyear diamond drilling 
equipment. Another contractor in Am- 
sterdam, Holland, drilled 12,000 holes 
2 inches in diameter and 8 inches deep 
in stone at a cost of only $1.60 each. 

A highway department crew, using dia- 
mond drilling equipment drilled many 
holes from 18 to 41 inches deep and 2 
inches in diameter through reinforced 
concrete at low cost. Drillers estimated 
that 10° of the material cut was rein- 
forcing steel. 

These are only a few of the hundreds 
of reported resuits showing substantial 
savings in time and money. 


Distributor opportunities 


Distributors who are now handling 
Longyear diamond drilling equipment 
are developing profitable, rapid turnover 
business. In many areas there are still 
excellent opportunities for distributors 
with well developed sales organizations 
who are willing to make the small in- 
vestment required. Their staffs are given 
training by Longyear field representa- 
tives who demonstrate the equipment 
and applications and assist in introduc- 
ing the advantages of diamond drilling 
equipment. Longyear prices and dis- 
counts have been established to provide 
distributors fair margins. Selling efforts 
will be given solid support through ad- 
vertising and sales promotion aids. 


Why Longyear? 
The principal business of the Longyear 
Company has been diamond drilling 
equipment and bits. 

Longyear has the manufacturing 
facilities, the technical know-how and 
the creative engineering necessary to 
stay ahead in the tough race for new and 
better products. 

If youare interested in adding products 
for a profitable, rapidly expanding field, 
then please contact us. 


E. J. Longyear Company 


76 South Eighth Street, Minneapolis 2, Minnesota 
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CONVEYOR and ELEVATOR BELTING 


...-with 


Home Rubber Company fills orders for as little as 5’ of a 
narrow conveyor or elevator belt... quickly and efficiently 

. and we’re equally at ‘‘Home’’ with these smaller-sized 
jobs as with standard orders of one or more rolls. 


Home is a job house geared for production of standard and 





non-standard constructions in all widths up to 66 inches. 





Standard belts can be shipped from stock the same day. In 
an emergency, a ‘‘special’’, non-standard belt can be ordered, 
manufactured and shipped within several working days. 


Write Home for descriptive literature. 


RUBBER COMPANY 


Plant and Main Office: TRENTON 5, NEW JERSEY 


EXport 4-1176 
New York... WOrth 2-4460 Chicago... CEntral 6-0601 
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Newest addition to the 
fast growing CLEMSON STAR line! 


Pick up a ‘Copper Tang” File and examine it closely. One look will tell 
now you that this is a product of precision workmanship. Test it in a difficult 


- application. You'll discover how scientific heat treatment has toughened 
available! the edges to make cutting easier and faster. Scrutinize it for defects. 

- You won't find any. We inspect and test each file individually before 

releasing it from the factory. Check CLEMSON’s complete line of files 

CLE MM = On to discover for yourself how they're better built for better performance. 


And check the plentiful profit potentials of ‘‘Copper Tang” Files. Repeat 
sales insure rapid turnover... quick cash... steady business from 


satisfied customers. Outstanding performance is the best salesman ever 
to contact any market. . . and these quality files live up to all the high 
standards of performance set by other cutting tools in the fast growing, 
fast moving CLEMSON STAR quality line. 

Write today for detailed information on how the big, new CLEMSON 


STAR line can simplify your purchasing, cut paper work, lower delivery 


QUALITY FILES costs. It really pays to make CLEMSON your one source for metal cut- 
CLEMSON STAR 


ting products. 
CLEMSON BROS., INC. + Middietown, N. Y. 
METAL CUTTING PRODUCTS 


POWER HACK SAW BLADES « HAND HACK SAW BLADES « HACK SAW FRAMES 
BAND SAW BLADES « HOLE SAW BLADES « FILES « CLEMSON HAND MOWERS 


STAR files are a Clemson product. 
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In quality bolts, depend on Cleveland 
for complete selection and fast delivery 


Cleveland offers you quality bolts and companion nuts in a 

full range of standard types and sizes. Included are square 

and hex head machine bolts, carriage bolts, lag bolts and 

plow bolts. And because of our mass-production facilities 

and extensive stocks, we can give you immediate delivery 
in keg, full truck, or carload quantities. 

Having the widest range of Boltmaker sizes in the world, 
we can supply many bolts cold forged. This method of 
manufacture assures uninterrupted grain flow in heads, fine 
finish, high tensile strength, and longer fatigue life. Our 
unique 1% in. Boltmaker, the largest machine of its kind, 
enables us to completely cold forge machine bolts in diam- 
eters of %4, %, 1, 1% and 1% in. through 10 in. long. 

Cleveland standard bolts are made of low-carbon steel, 
but can be furnished in high-carbon and alloy steels to 
order. Bolts of nonstandard types or dimensions can also 
be supplied on request. In addition, Cleveland manufactures 
complete lines of cap screws, set screws, socket screw 
products, and self-locking screws, as well as special headed 
and threaded products (3/16 through 22 in. diam.). Thus 


An SPS Company 


we offer you and your customers the advantage of a single 
source of supply for all major threaded fastener require- 
ments. Write for further information, samples and prices. 


Write today for complete information, samples and prices 





BOLT PRODUCTS | 
Square and Hex Head 
Machine Bolts 
Full size body, cut thread Y% in. dia. x % in. long through 1% in. dia. x 30 in. long 
Undersize body, roll thread | 4 in. dia. x % in. long through % in. dia. x 6 in. long 


RANGE OF SIZES 





Carriage Bolts 

Full size body, cut thread 

Undersize body, roll thread 

Lag Bolts 4 — 

Square head, gimiet point | \% in. dia. x Lin long through % in. dia. x 16 in. long 
| 

fe —————— 

#3 head, regular and repair | “in. dia. x % in. long through 1 in. dia. x 3% in. long 





#10-24 dia. x % in. long through % in. dia. x 20 in. long 
#10-24 dia. x % in. long through % in. dia. x 6 in. long 











Note: Larger diameters and longer lengths made to order 
Can also be furnished in high carbon and alloy steels 


We maintain complete stocks of regular square nuts and finished 
and semifinished hexagon nuts in sizes %¢ through 2/2 in. diameters. 


THE CLEVELAND CAP SCREW COMPANY 4444-15 Lee Road, Cleveland 28, Ohio 


WAREHOUSES: Chicago « Philadelphia « New York « Los Angeles « San Francisco « Atlanta 
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MAINTENANCE NEWS is a quarterly publication of 
the Du Pont Elastomer Chemicals Department. It’s 
packed with selling information on maintenance rubber 
goods made from Du Pont neoprene and HypaLon®. 


MAINTENANCE NEWS features important case his- 
tories, information on new products, new ideas, new 
uses. Also included are significant developments with 
Du Pont’s newer special-purpose synthetic rubbers, 
Viton® and Adiprene® L. Your salesmen will find such 
information helpful when calling on purchasing agents 
and plant engineers who buy and specify rubber main- 
tenance goods. 


MAINTENANCE NEWS shows graphically how belts, 
gasketing, hose and other maintenance items made with 
neoprene and HypaLon® are increasing service life, 
lowering maintenance costs, and outperforming products 
made of other materials. 


MAINTENANCE NEWS has been designed for your 
salesmen. You can start your free subscription now by 
filling in the coupon. 


NEW SALES AID 

FOR THE MEN 

WHO SELL 
RUBBER PRODUCTS 
TO INDUSTRY 


JOIAIS 40 YVIA ASL SHAW 
1138 INJUdOIN J008d“T10 
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N SYNTHETIC RUBBER 
NEOPRENE HYPALON® VITON® ADIPRENE® 





M66. uv. 5. pat OFF 


Better Things for Better Living . . . through Chemistry 


eee ee 


E. |. du Pont de Nemours & Co. (Inc.) 
Elastomer Chemicals Department N-2420 
Wilmington 98, Delaware 


Please put us on the MAINTENANCE NEWS subscription list. 
We would like 


copies of every issue. 
Name 
Position 


Company 


Street 
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FREE FROM CARBON RESIDUE AFTER 72 HOURS AT 300° F. To determine carbon residue 
under heat, researchers poured No. 49 Light and a typical competing oil into watchglasses 
and subjected them to 300°F for 72 hours in a thermostatically controlled oven. Keystone 
No. 49 Light (at right) emerged without a trace of carbon residue. The competing oil (left) 


was almost completely carbonized. 


Facts to help you sell Keystone high temperature lubricants 





Keystone 49 Light outlaws oil carbon deposits . . . 
saves 66% of maintenance— 60% of oil consumed 


Here’s another report on a Keystone Specialized 
Lubricant that will increase production and 
lower costs for your customers. Use it in your 
selling, for such lubricant performance will help 
you win new customers and keep them sold. 


On machines operating at high temperatures, 
carbon deposits are practically eliminated when 
Keystone 49 Light lubricant goes to work. 


Reason is that 49 Light resists oxidation, sludg- 
ing and breakdown—prime causes of carbon, 
friction and scoring, and costly mechanical in- 
efficiency. Severe laboratory and in-service tests 
prove that 49 Light saves up to 66% of mainte- 
nance costs and 60% in lubricant consumption. 


Keystone 49 Light was developed primarily 
for air compressor use. But its low carbon 
content and anti-gumming features make it a 
superior lubricant for such applications as: (1) 
ring bearings in electric motors, (2) multiple 
plate friction clutches, (3) plastic molding heat 
transfer systems, (4) drying oven conveyor 
chains, and (5) textile tenter frames. In such 
service, 49 Light has demonstrated up to 500% 
longer usability. 


Technical Bulletin No. 51 contains complete 
information and specifications on 
Keystone 49 Light. It will pay Kerston 
you to review your copy now and 
be ready to answer inquiries 


developed by Keystone trade 
journal advertising. 


TRADE MARKS 
AT. OFF 


SPECIALIZED 
LUBRICANTS 


KEYSTONE LUBRICATING COMPANY ~ 21st and Lippincott Streets * Philadelphia 32, Penna. * Established 1884 
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EMBOSSED LABELS 


MADE ON-THE-SPOT...IN SECONDS 
ON PLASTICs": METAL FOR PENNIES 


SS 


ALL NEW MODEL M-3 


DELUXE DYMO-MITE 


In sparkling chrome with custom 
hole punch and corner rounding device. 


vily chrome plated 


lightweight 


Va Body 
NE we z 

SY ae ‘ 

as ull 


v 


. | ; = List $51 95 
@NEW MACHINE ROUNDS CORNERS! 
eNEW MACHINE PUNCHES HOLES! 


Black Tape Now Available! 


Free sample labels will convince you of the practicality 
of this remarkable tool. Whatever you have to label—a 
storage bin or a missile guidance control—the “M-3” 
will do it for you right ‘“‘on-the-spot’’. Emboss finished 
labels yourself on a wide variety of pressure-sensitive 
colored plastic and metal tapes. Exclusively DYMO 
engineered . . . accept no substitute. Sold only through 
authorized DYMO distributors. ae , 


, SAMPLE TAPES 
AND BRO R 
DYMO tl (te 


2725 TENTH STREET BERKELEY 10, CALIFORNIA 
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“I’ve warned you not to play 
with NIXDORFF chain... 


now see what you've done!” 








there’s STRENGTH in a name 


NIXDORFF—the chain of fame—a vital 
link in America's progress for 106 years. 


Packaged for profits 


NIXDORFF-KREIN MFG. CO. 


ST. LOUIS 6, MO. 


WELDED AND WELDLESS CHAINS CHAIN ASSEMBLIES / CHAIN SPECIALTIES / WAGON AND TRUCK HARDWARE 
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performance that makes a world of difference 


BRONZE—Ancient symbol of greatness and strength— 
is still one of the basic materials used by Powell in the 
manufacture of quality valves for modern industry. 
Also—Powell offers a complete line of iron, steel and 
corrosion-resistant valves—all types—in all popular 


sizes—to satisfactorily take care of every one of your 
flow control requirements. 

For the full details, on Powell bronze and other 
valves, check your Powell valve distributor—or write 
directly to us for illustrated literature. 


Powell... world’s largest family of valves 
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THE WM. POWELL COMPANY ¢ DEPENDABLE VALVES SINCE 1846 ¢ CINCINNATI 22, OHIO 
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HEADLINE NEWS for you and your customers! 


AN EXCEPTIONAL DEVELOPMENT 
IN THE COMPOUNDING OF 
RUBBER CUSHIONED ABRASIVES 


Brightboy GB > 


To dealers and their salesmen, the addition of the new 
Semi-Firm GB Binder to the Brightboy line introduces 
new, time-saving rubber cushioned abrasive compounds 
of inimitable formulation and unusual versatility. NEW 
SALES AND PROFIT OPPORTUNITIES! 

GB rounds out the Brightboy line—the only complete, 
comprehensive STOCK LINE of multi-use rubber-bonded 
abrasives. Wheels, sticks, rods and blocks for machine 
and manual operations bring a wide, revolutionary con- 
cept to finishing—work saving applications not previously 
ssociated with abrasive uses. 

With the introduction of the new Semi-Firm GB 
Binder, the Brightboy line now consists of FOUR BASIC 
RUBBER-CUSHIONED BINDER GROUPS: ST, Soft; 
GB, Semi-Firm; BL, Firm; TT, Tough. New GB com- 
bines the advantages of the Soft ST Binder with the dura- 
bility of the Firm BL. Each of these four basic groups 
is made in an extensive range of Aluminum Oxide and 
Silicon Carbide abrasive grains. An additional binder, 
Fine-Tex, is compounded with pumice abrasive. All are 
available from STOCK. 


Your customers may have employed other methods and 
products in an endeavor to obtain the results which now 
can be achieved by new Semi-Firm GB Binder or other 
Brightboy Abrasives. NOW metal working industries 
can benefit immeasurably from the new GB Binder—or 
other Brightboy Binders. All are JOB-MATCHED in 
speeds and strengths to your customers’ production. 

Fill customers’ orders from your stock or from our 
complete factory stock. FAST DELIVERIES! 


WRITE NOW FOR: 
@ PROFIT-PLUS SALES PLAN 


@ CATALOG LISTING APPLICATION VERSATILITY, JOB-MATCHED 
GRAINS & TEXTURES, MACHINE SPEEDS 


@ SAMPLE BRIGHTBOY HAND TABLET, SURE-FIRE “DOOR OPENER” 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 


B : . 6 h t boy 95 North 13th Street Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber Bonded Abrasives 





NATIONALLY KNOWN NATIONALLY DEMANDED ° NATIONALLY ADVERTISED 
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FImME TOOLS SimCcE i848 


RILLS ano REAMERS 





® 


which drill really costs less? 


Based on results, drills ““A’’ and “‘B” COMPARATIVE DRILLING PERFORMANCE 
(center and right, above) should cost 


* No. of holes per drill size 
43% and 39% less than W & B drills alatete | a | oe 
(left, above)—instead, they can be q i a Res 
purchased at only about 20% less. Your “A” Dri 
customers will want to watch those initial “2 Drill Tis| 252 | 
i = 
costs—they may be costly! Retest 


Thickness of %" Material: Heat treated 
plate chrome nickel steel 


*In each drill size, five drills of each brand were tested 
and each drill was reshar pened three times as required. 


Many drill performance tests similar to this one have been 
made. However, W & B will gladly conduct comparative drill 


tests at your customers’ plants and under their conditions. No 
PARTNERS IN PRODUCTION PROGRESS obligation, of course. 


WHITMAN & BARNES 


40000 PLYMOUTH ROAD @ PLYMOUTH, MICHIGAN 
DRILLS ¢ REAMERS « END MILLS * COUNTERBORES + Sauer erent se 


Form No. A-932 





UNIVERSAL models for super 


1960 accuracy to .0001, high load 
ses capacity, perfect for grinding 
and other high-precision work 


ANOTHER BIG YEAR 


for 


GOLD BAND 


MULTI-DUTY models for general use, 


perfect for light work, interchangeable 
parts provide quick changeover for 
multi-purpose operations 


Here's why... 


25 years of customer preference — gained 
through reliable performance, broad tool 
choice, and competitive pricing. 


Latest manufacturer forecasts indicate TESST models for 
, extra rugged work, give 
even bigger machine tool sales — with close tolerance results 
lathes a strong leader. ee 
is required, accurate 


Another big promotion push by Ideal — a 
attention-getting advertising in 11 leading 

national metalworking magazines and 

directories, action-urging direct mail cam- 

paigns, hard-sell literature, and new quick- 

reference catalogs — all designed to help you 

close orders faster. 


You can cash in big in 1960 by making sure 
you have sufficient stocks on hand to give 
every buyer what he wants most today — 
fast delivery and service — that’s what builds 
the extremely profitable repeat business 

you want! 


PIPE POINT models for cylindrical 
turning of pipe, axles and 
SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS other hollow shapes, six sizes 
from 314” to 74” dia. 


OVER 40 DIFFERENT SIZES ASSURE 
EXACT MATCHING OF CUSTOMER NEEDS 


IDEAL INDUSTRIES, IMmC., 1000 Park Avenue « 


Sycamore, Illinois 
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CAPITOL 


F.S. Screwed and Socket Weld 


Ells & Tees 


STRONGER 


where needed most — at the threads 


Get Capitol EXTRAS 


at no additional cost 


WIDER BANDS vive greater strength where strength 
is needed—at the threads . .. plus added wrenching 
surface. 

UNIFORM TOP QUALITY equals or exceeds require- 
ments of MSS-Sp-49 and ASTM-A-105, Grades I and IL. 
Thread gauging better than industry standards .. . 
distinctive protective coating. 


CLEAR MARKINGS on each fitting identify CAP 


brand, size and pressure . .. prevent costly errors. 
For maximum protection against damage to life and 
property, specify Capitol Forged Steel Fittings .. . 
your best assurance of trouble-free installations. 





MFG. & SUPPLY CO. 
COLUMBUS, OHIO 











@lal-meolacl-lamelal-m-leltlger— 
MULLER CL Le 


and 


THERE ARE BOLTS 


You'll find a big difference between “just any 
bolt”” and the readily and repeatedly accepted 
products made by Screw and Bolt Corporation. 
The difference lies in your customer’s knowledge 
that he’s getting big extras for his money when 
he buys our fasteners. 

He knows these screws and bolts are backed 
by a wealth of design experience and engineered 
to quality specifications from pre-selected high- 
strength metals. Latest sampling plans and care- 
ful inspection throughout the entire manufactur- 


SCREW AND BOLT CORPORATION 


Formerly Pittsburgh Screw and Bolt Corporation 


DIVISIONS: Pittsburgh 


AMERICA'S MOST COMPLETE LINE OF INDUSTRIAL FASTENERS 


e Gary Screw and Bolt 


ing cycle . . . rigid standards—assure lot-to-lot 
uniformity in all types and sizes of these durable 
American made fasteners. 

This attention to every detail does not end 
with a complete conformafice to standards .. . it 
goes into our technical customer assistance pro- 
gram and personal attention to customer orders, 
handling and on-time delivery. 

You can depend on getting our products— 
standard or special—when you and your custom- 
ers need them. You'll be satisfied . . . others are. 


vMA 6793 


OF AMERICA 


P. O. Box 1708 Pittsburgh 30, Pennsyivania 


Southington Hardware « American Equipment 





Take me to your buyer 
---['m the leader / 








; 
i 
es hs thtsthtiem 


® Pittsburgh’s complete line. of power-driven and hand brushes 
for any job, in any industry . . 
and profits for you. 


ie 


PiT'TS @2 26 a me -* | COMPANY 


a 


. will lead the way to greater volume 
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Disine the next 60 days, 2,235,719 copies of leading 
industrial and metal working publications will carry 
this advertisement pointing out the superior features of 
ARMSTRONG Set-Up and Hold Down Tools. 


Continuous and widespread ARMSTRONG advertising 
builds sales and profits for ARMSTRONG Distributors. 








« 


ARMSTRONG BROS. TOOL CO. °7°2,). ARMSTRONG 


a 
nay 
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A skilled Bower sales engineer is always available 


to help Bearing Specialists boost profits! 


A Bower sales engineer will gladly assist 
salesmen in closing special deals and boosting volume 
on regular accounts 


The Bearing Specialist with the Bower line has a distinct 
advantage by having capable support of the sales engineer 
assigned to his marketing area. This man is equipped with a 
wealth of product information and application skill to handle 
any sales problem. And, he’s available to make calls for the 
Bearing Specialist or with his salesmen, whenever needed. 


The Bower line is an unusually complete line with two most 
productive types of quality bearings . . . Spher-O-Honed 
tapered and straight roller bearings in types and sizes 
which let the Specialist build big volume profits. For the 
complete story, contact Federal-Mogul Service . . . today. 


et ARING 


BOWER ROLLER BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. » DETROIT 13, MICHIGAN 
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5 advantages in making ACCO 


your source of supply for chain 


There are definite advantages when you make ACCO—American Chain— 
your one dependable source of supply for your customers’ chain needs. 


1. You reduce your investment in inventory by eliminating duplicate 
lines. 

2, You can call on ACCO warehouse stocks for chain items you would 
not normally carry in stock. 


3. You avoid the unnecessary paperwork that goes with invoicing and 
stocking more than one chain line. 

4. You can call on our experienced representatives for advice as to 
which chain is best for any special applications. 


5. You can serve your customers from the most complete line of 
welded and weldless chain—a range of over 400 different types, 
sizes, metals and finishes, including chain attachments and assemblies 
— to take care of any and all of your customers’ chain requirements. 


For 55 years, the American Chain & Cable Company has been the leader 
in developing new techniques and new materials for making better chain 
to meet ever-changing requirements of industry. Today, ACCO offers the 
most complete line of modern welded and weldless chain. 


AMERICAN CHAIN(“£°° 


American Chair Division * American Chain & Cable Company, Inc. '. 5% 
Bridgeport, Conn. + Factories: *York and *Braddock, Pa. . 
Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, *Houston 


*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco 
“Indicates Warehouse Stocks 
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HOW IT WORKS: 


1. Slip wrench on nut in 
any position. Turn 
either way. 


3. After turning the 
nut, WRENCHKING re- 
leases and ratchets 
like this. 


BIG! 
FROM 








2. WRENCHKING pawl 
immediately locks 
against nut in this po- 
sition. 


4. WRENCHKING locks 
again for next turn. To 
loosen nut, simply turn 
wrench over, 


BRISTOL! 





new 
profit-maker 
for Bristol 
Distributors! 





reatest end-wrench improvement 
pn of nuts and bolts, is yours to sell! 


door-opener that will help you sell every product 
distribute. And, it’s a big sales-maker in its own right! 


Brought to you by Bristol—originators of the famous 
Multiple-Spline socket screw — WRENCHKING is the first really 
basic end-wrench improvement in years. It provides fast, true 
ratchet action . .. can save your customers up to 70% in 
work time. Yet it requires no more clearance than a 
conventional end wrench And its new three-way action—a 
totally new design principle—gives it gripping power that’s 
unmatched by any conventional end-wrench its size! You'll 
have to see it to believe the way WRENCHKING turns nuts that 
are so rounded ordinary wrenches can't even grip them! 





Get your stock of WRENCHKING wrenches today. As a 
Bristol Fastener Division Distributor, you'll market them 
to the industrial market. The Bristol Company, Fastener 
Division, 185 Bristol! Road, Waterbury 20, Conn. a0o.4 


Distributor opportunities are still open in a few areas. 
Inquiries welcomed. Manufactured by Royal Tools, inc. Patents Pending 


Ri «, x oO L Precision instrument and socket screw manufacturers since 1889 
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Who gives you 


SOMETHING SPECIAL to sell 
...and then helps you to sell it? 








oe 








‘ove 


. in knit wrists 


1) and a 14% . 
those made tw 


an be found 
es of the Hood 


food Industrial 
fou 72, 


ter bed 


rial glove’ 


pooD a 


loves 


























Hood -s that’s who. Hood industrial gloves have exclusive selling 


features galore and we’re telling your customers about them in NATIONAL SAFETY NEWS, 
OCCUPATIONAL HAZARDS, PURCHASING, and INDUSTRIAL EQUIPMENT NEWS, 
plus hard-hitting direct mail and sales promotion campaigns. Write today for 
specific information on the opportunity the Hood line offers to industrial safety 


supply organizations. Hood Industrial Gloves and Footwear, Dept. D, Watertown 72, Massachusetts. 


HO OD industrial gloves and footwear 
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Need Infinite Speed Adjustment—Accurate Control? 


Get Both with 


FRACTIONAL HORSEPOWER 


Parker Majestic No. 2 Universal Grinder is equipped with two 
Ajusto-Spede Drives. One drive, mounted on the headstock, 
rotates the work against the grinding wheel. Another drive 
operates the table feed. Both work speed and table speed are 
infinitely adjustable to suit varying conditions. 


AJUSTO-SPEDE” DRIVES 


W herever infinite adjustment and accurate control of 

speed are required for proper machine operation, 
satisfied users are realizing improved machine perform- 
ance and product quality through the use of Dynamatic 


Ajusto-Spede Drives. Stepless adjustment from zero to 
full output speed, and accurate control of any speed 
within the range, permit operation at the exact speeds 
required. 


A. Preeate Seteapee Ajusto-Spede Drives operate on standard 115/220 volt 


alternating current, requiring no special power source. 
The compact drive with its integral control system needs 
no wall space, and requires little space on the driven 
machine. These drives may be mounted in any position, 
providing great versatility of application. Twelve models 
are available in ratings from 14 hp at 1650 rpm through 
1 hp at 3200 rpm. 


Drive provides infinitely oad- 
justable table feed speeds on 
a Gorton Mastermil. Stepless 
adjustment permits the oper- 
ator to select the proper table 
speed for maximum efficiency 
in machining all metals. 


Before you specify a fractional horsepower drive for 
your product or plant equipment, check the many ad- 
vantages offered in the Dynamatic Ajusto-Spede Drive. 


Send for Your Free Copy of Illustrated Bulletin FAS-6 
which Describes Dynamatic Ajusto-Spede Drives 


Harnischfeger Welding 
Positioner WP-1 uses an Ajusto- 
Spede Drive and gear reducer 
to rotate welding table. Table 
speeds are infinitely adjustable 
from zero rpm to 4.47 rpm. 
Drive tilts with table *> the 
position desired by the operator. 


Vibration Fatigue Testing Machine manufactured by the All 
American Tool and Mfg. Company employs an Ajusto-Spede Drive 
to operate a vibrating table at various speeds for testing instru- 
ments and electrical components. 





DYNAMATIC DIVISION 
MANUFACTURING COMPANY 
3307 FOURTEENTH AVENUE © KENOSHA, WISCONSIN 





EATO 
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LET’S TALK 
ABOUT 

WIRE ROPE 
DISTRIBUTION! 


You and your associates probably have discussed adding a 
wire rope line many times and, because Macwhyte special- 
izes in the manufacture and sale of wire rope, we thought 
you'd be interested in knowing of our services to distributors. 


We have long been a leading wire to meet your customers’ demands. 
rope manufacturer, in business since Macwhyte distributors get full 
1896. We make a complete line of cooperation from factory district 
quality wire rope, slings, and cable representatives to help increase and 
assemblies in our own wire and rope’ maintain sales. A constant national 
mills. There are large Macwhyte advertising campaign furnishes dis- 
warehouse stocks in locations across _ tributors with strong selling support. 
the country to support distributors’ Imprinted catalogs and circulars are 
stocks — assuring prompt delivery — readily supplied without charge as 
to you of the best wire rope products _ sales aids for all products. 


Let us tell you about Macwhyte distributor cooperation. 
Our district representative would appreciate an opportunity 


to discuss the advantages of selling Macwhyte Wire Rope. 
Ask for him to call. 208 


— Be sure to look us up at our booth at the Triple Industrial Supply Convention! 


MACWHYTE Wie tae COMPANY 


2900 Fourteenth Avenue, Kenosha, Wisconsin, U. S. A. 
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INT Ee VV 
TENZ-NUT 


preassembled for fast production... 


Now — a spring washer preass¢ mbled on a hex you a versatile fastener for automatic assembly 


nut —to save time in all types of assembly 
operations where the tested principle of bolt, 
nut and spring washer are required Developed 
by Eaton-Reliance, this new fastener is now 
available for production use 

The spring washer a modified Belleville, or 
“cupped type — 1s firmly attached to the hex 
nut, yet it spins freely during application and 
removal. Tenz-Nuts are reusable 

The proven locking principle of the cupped-type 
washer, when combined with a hex nut, gives 


operations. It is particularly applicable where 
finished parts are being assembled and it is de- 
sirable to minimize surface marring. Tenz-Nuts 
may also be adapted as sealing nuts. 

Write for our new Engineering Bulletin which 
fully describes Tenz-Nuts 

Eaton also ofters a complete line of Keps® — 
hex nuts preassembled with tooth-type washers 
Our fastener engineers will gladly consult with 
you on possible applications on request. 


6. 
RELIANCE DIVISION 
MANUFACTURING COMPANY 
550 CHARLES AVENUE ° MASSILLON, OHIO 


SALES OFFICES New York . Cleveland * Detroit * Chicago * St. Lovwis . San Francisco ° 


Los Angeles 
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The unusual features of this box are 
surpassed only by the extraordinary 
performance of the product it contains 


Only Capewell sells its Distributors to the consumer at the point 

of use, on the package itself. And only Capewell Distributors 
sell Speed-Band, the one band saw that is keeping pace with modern 
metals technology. You figure the benefit to Capewell Distributors. 


THE CAPEWELL MFG. CO., HARTFORD 2, CONN. 
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Talk of the Trade 


HEAVY GOING-Bill Atchley, National ‘I'wist Dnill, 
sent a Christmas card illustrating a checkmate, but 
how! White pieces were O on KR6, R on K5, B on 
K6 and Kt on KKt8. All against poor little Black's 
King on OKt3! Something like Grant taking Rich 
mond, Bill. Wouldn’t a white rook and king have 
been enough? 


WHAT’S YOUR HURRY, MILES?—That Yankee 
business philosopher, Miles Stray, Charles A. ‘Tem 
pleton, Waterbury, Conn., was driving through 
Georgia on his way home from Florida when he was 
stopped by a traffic cop. Cost Miles $25 and his re 
action—“hold-up” and “speedtrap.” Just the same 
he dropped into the local Chamber of Commerce and 
left “a brief, but dynamic message.” Probably the 
understatement of the year! 


EDUCATOR~—Julius M. Wilensky, Yale & Towne 
lock division, was chairman of an American Manage- 
ment Association seminar on purchasing cost manage- 
ment and value analysis, which should give you an idea 
of what your customers’ p.a.’s are thinking about 
these days. In addition to serving as chairman of a 
number of other AMA seminars, Wilensky has written 
articles for an AMA handbook and for a book pub 
lished by AMA titled “Production Forecasting, Plan 
ning and Control.” 


STUDENT OF THE YEAR—Donald K. Hayes, 
Link Belt Co. employee, is the winner of the Metals 
i:ngineecring Institute Student of the Year award. 
Although only a high school graduate Hayes was cited 
for “performance which would be considered out 
standing for a college graduate completing the ME] 
course “Heat ‘Treatment of Steel” in only eight 
months with a 97 average.” Hayes has his choice of 
20 courses offered by American Society of Metals 
MEI. He is a laboratory technician with Link Belt. 


IN HIGH CIRCLES—U:SS. Secretary of Commerce 
Frederick H. Mueller appointed Clarence B. Noelting, 
Faultless Caster Corp., and former president of Amer- 
ican Supply & Machinery Manufacturers Association, 
a member of the National Distribution Council. This 
appointment gives this field representation on a group 
which can be influential in focussing attention on the 
importance of distribution. The council has 50 mem- 
bers from industrial and distributive fields and works 
with the Department of Commerce to review and 
improve the movement of goods from producers to 
consumey;’s. 


HOME TALENT-—Surprising what pulchritudinous 
talent R. A. Toole, Jr., ‘Toole Supply Co., can get to 
illustrate the company’s house organ, “Toole Tales.” 
lhe Christmas issue was modelled by two Augusta 
girls, Cheri Sims (the photographer's child) and a 
grown-up, Andrea Little. Miss Little wore a little 
costume, fur and jewelry, also from Augusta. 











GETTING AROUND-Bill Mihelich, Skil] Corp., 
must have perfected his Spanish after a six-week trip 
to 11 cities in Mexico, Central America, South Amer- 
ica and the Caribbean area. Bill conferred with dis- 
tributors and representatives on new products, com- 
pany plans and latest marketing trends. He stopped 
at Mexico City, Guatemala, San Salvador, Managua, 
San Jose, Panama City, Barranquila, Caracas, Port of 
Spain and San Juan. Yep, passed up Havana. Not 
in the shooting iron business. 


MADE IT!—The dapper Harold Mooney, Watkins, 
Inc., Wichita, was crowned a 33d Degree Mason in 
December, and congratulations. Harold has been 
counselor-adviser for DeMolay in the Wichita area 
for 32 years, and working for Watkins for the last 20 
years. J.A.W. 
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‘Something you can sink your teeth into!” 


ei 


Distributors report: 


New RUST-OLEUM sales records 
all over the country! 


Distributor sales increases averaging 20% in 
1959 over 1958 on Rust-Oleum do not “just 
happen.” Important increases like this by the 
nation’s leading distributors are carefully 
planned. They are the direct result of dis- 
tributor concentration on Rust-Oleum as a 


higher-profit, higher-volume product in their 
key line selling programs. Here’s why: 


1 You sell the only one of its kind in 
Rust-Oleum—exclusive in formulation, exclu- 
sive in results! 


2 You Stop Rust with Rust-Oleum — and 
beautify as you protect! You save time, 
money, and metal for your customers. 


3 Rust-Oleum is a prospect on “8 out of 8” 
calls — because the market is broad and 
never-ending. And it’s compatible to fit 
hand-in-glove with your other lines. 


4 Rust-Oleum is big, important business 
with far higher repeat-sale volume. 


5 You gross over 50% higher profit than on 
most key volume lines. 


6 Your customers and prospects are pre-sold 
by powerful Rust-Oleum advertising in 
Time, Newsweek, Business Week, and 50 
other important business publications—plus 
local market promotions built around you! 


See how Rust-Oleum can fit into your 
key line selling plans. It’s easy to get the 
facts. Just clip the coupon on the opposite 
page to your business letterhead — for the 
Rust-Oleum 1960 Plan of A-C-T-I-O-N! 
Now is the time to move! 

































































Send for the Rust-Oleum 


vest KEEL 


: Here is something you can really sink your teeth into. There's 





—_— Oh + 


Rust-Oleum Corporation 
2560 Oakton Street 


BIG customer demand for making present equipment last longer! ae 
Evanston, Illinois 


There’s REAL customer demand for saving time, labor, money 
and metal! Deferred maintenance programs are in work. YOU Gentlemen: 


HAVE THE ANSWER WITH RUST-OLEUM! Please send me complete details on 
your plan of A-C-T-I-O-N for 1960. 





ATTACH COUPON TO YOUR BUSINESS LETTERHEAD ___s,, 














STEAM HOSE 
LAST and 
LAST and 


LAST 


of REPUBLIC RUBBER’S 


e The longer your hose lasts on a job, the more money 
saved. You save on the cost of purchasing a new hose. You save 
on the labor to replace. You save on any down time. Buying the 
right kind of hose can make a difference. When you buy a Republic- 
made hose, you do buy long life .. . as long or longer life than any 
other hose. One reason—Republic is a hose specialist and has been 
since the turn of the century. 


See the Yellow Pages for the nearest stocking Republic Distributor. 
He will have the air, water or steam hose you need. 


_ REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION. YOUNGSTOWN 1 OHIO 


Dn Ree eee ee re oo ee) 
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Edievez#is th 


Salesmen Sight 1n on the 60's 


HE CHALLENGES of the 60's will require salesmen who have more to offer. What 
a you as a distributor salesman doing to acquire the skills and know-how that 
your customers will be looking for? 
~ If you analyze the changes ahead in the next decade, you can readily spot develop- 
ments that are g 
operate. Certainly high on anybody's list would be the new things in a rapidly 
changing technology, the speed of change itself, the new purchasing concepts 
with their emphasis on materials management, the higher calibre of tomorrow’s 


oing to shape the business environment within which you must 


buyers and plant operating men (see “Distribution in the 60's,” page 93). 

lo cope successfully with these changing conditions, distributor salesmen at 
the very minimum must acquire technical training and competence of a high order, 
and better-than-superficial knowledge of the new developments in purchasing, 
such as value analysis, linear programming, storeroom standardization. You must 
acquire the necessary skills that go with selling to an upgraded technical and pur- 
chasing staff in your customers’ plants. You must prepare yourself to communicate 
on a par with graduate engineers in shops and with highly trained buyers in pur- 
chasing offices 

he changing markets of the 60’s will contain limitless opportunity for salesmen 
who prepare themselves to compete. Because of the trend in industry to stock 
less and lean more heavily on vendors for the stocking function, qualified dis- 
tributor salesmen should have little trouble gaining entry into tomorrow’s customer 
plants. On the other hand, the trend to streamline and consolidate routine ordering 
of supplies will make the salesman who is nothing but an order taker less and 
less necessary. He will eventually become a useless appendage on the economic 
body ° 

It’s up to you to choose the course you'll follow in the 60's. ‘The lines you sell, 
the degree to which you “specialize,” the customers you cultivate will not neces- 
sarily be the determining factors in your success. 


What counts is the competence and effectiveness with which you introduce 
your products and the skill with which you are able to integrate the distribution 
services of your firm with the purchasing operations of your customers. 


pe ae 
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ADVANCED PENETR. <y ION begins by presenting good “image” of distributor firm to the purchasing agent. Northeastern’s sales 
man Richard Snyder ght) shows th® Diebold Co.'s director of purchases, C. A. Brogden, three binders explaining his firm’s prod 
t lines, personn nd promotic thus establishing basis for specific topics 


Here’s one way to get your sales story across to the people who buy . 


‘Advanced Penetration 


ETTING through to the buying in 

fluences in a plant is a daily pre 
occupation with distributors and 
their salesmen. In the case of 
Northeastern, Inc., a Canton, O., 
power transmission distributor, the 
big word in their selling effort is 
“penetration.” ‘The exact word, in 
fact, according to a directive issued 
by president Peter E. Voss, Jr., is 
“advanced penetration.” 

“In selling our kind of equip 
ment,” says Voss, “our salesmen 
must get to know more buying in 
fluences within engineering, the 
plant, and purchasing.” 

The result is that continuing em 
phasis is placed on cultivating as 
many contacts as possible in cus 
tomers’ plants. This emphasis mani 
fests itself in many ways—in sales 
training sessions, in individual con 
versations with salesmen, and no 
tably on the bulletin boards and 
walls of Northeastern’s trim office. 
Indeed, like IBM’s ubiquitous 
“Think,” the word “penetration” 
PENETRATION continues as Snyder talks specific products to assistant P.A., W. S stares at salesmen from several van 
Durian. Diebold Co. is manufacturer of safes, filing systems, locks, etc tage points around the premises 
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ADVANCED PENETRATION is achieved as Snyder discusses woven wire sling application with Diebold’s director of research, 
T. H. Kenney. Snyder recommended this sling as an alternative to another product which the firm was considering. Here was case 
where salesman not only knew buying influence within the plant, but was able to suggest alternatives 


— First Word in Sales 


‘All part of driving the 
home,” says Voss. 


point 


In Northeastern’s lexicon, pene 
is a lot more than merely 


After 


account, a 


tration 
cultivating a lot of contacts. 
gaining entry into an 
salesman is expected to achieve ad 
vanced penetration by: 

> Being 


an ability to give the customer all 


informative—displaying 


the available information on a prod 
uct, to answer all his questions 

> Improvising in face of unfore 
seen events—invariably, additional 
contacts will depend on the sales 
man’s ingenuity in recommending 
an alternative method whereby one 
of his products can be effectively 
used. 

P Making sure an account and 
their personnel understand all a 
salesman has discussed—Too often, 
penetration is lost because the sales 
man has assumed his story has got 
across whereas that vital, additional 
contact didn’t fully understand what 
the salesman was talking about. 

> Varying approach—the  sales- 
man must be “multi-lingual,” which 
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means he must be adept in talking 
the language and the interest of 
each contact. He cannot, for exam- 
ple, use the same approach to a 
plant superintendent as he used to 
the purchasing agent. 

Speaking of the approach to the 
PA, Voss believes that the salesman, 
in order to achieve penetration of 
an account, should present at first 
meeting a broad image of the dis- 
tributor. To this end, he has sales- 
men use three looseleaf binders 


ae 
RESULTS OF PENETRATION: Northeastern’s administrative officer, J. R. Koehler 


(right) checks monthly reports with salesmen Snyder and William Frey. 


: fol 


showing graphically Northeastern’s 
products, personnel, and advertising. 
These help to convince the PA that 
the salesman and the firm are quali- 
fied to merit further contacts in the 
plant. In other words, they are the 
opening wedge. 

The ultimate objective of ad- 
vanced penetration, according to 
Voss, is not only increasing sales 
volume but improving selling tech- 
nique by bringing constructive ideas 
to the customer. 





8 A.M. SCENE at Memphis Bearing & Supply: Al Hatten- 
dorf, firm’s president (at left), dispatches salesmen driving 
cars with custom trailers hitched behind 


IN FULL VIEW of buvyer’s window, salesman John David- 
son parks trailer before plant call. Rig cost $750, was custom 
built in local shop. Cost of hitch was $25 


Are you missing sales because the product isn’t on the scene? 


Is your trunk too small to carry samples? 


Here’s how a Memphis distributor solved such problems for his 
salesmen by equipping them with mobile stocks 


TRAILERS ARE THEIR 


AMPQOTHING opens a plant door taster than to pull up 

N beside it with a well stocked trailer.” 

That’s the newest sales idea at Memphis Bearing & 
Supply Co., which recently equipped two of its ter 
ritory salesmen with custom-built trailers at a cost of 
$750 each. The trailers are taken on most calls 
hitched to the salesmen’s cars. Each is stocked with a 
$3,500 inventory of tools and parts. 

Original purpose of the Memphis, Tenn., firm’s 
mobile inventories was to fill specific needs of con 
tractor customers and small shops, most of whom have 
constant rush demands and will buy on the spot when 
tools are brought to the jobs. But the Memphis Bear- 
ing salesmen soon found their trailers equally effective 
as a means of getting to see plant personnel in all types 
of industries. 


Biggest Calling Card of All 


Also, the trailers are mobile advertisements for the 
supply firm. They attract enough attention to insure 
that salesmen will be quickly identified and their visits 
remembered. 

And finding room for samples is no longer a prob- 


lem for the Memphis Bearing outside salesmen. 

Said L. J. (“Peewee”) Eavenson, Memphis Bearing’s 
power tool specialist, who first used his trailer for con 
tractor calls exclusively but now also takes it with him 
to industrial plants: “With top-flight lines, no sales- 
man has trouble getting a purchasing agent to listen to 
him. But there he stops unless he has a solid reason 
for getting in the shop to demonstrate his product. 
Having that trailer in the yard is the most convincing 
argument I know of to bridge this gap. Often as not, 
the plant people will stop me even before I park the 
trailer and ask to see them.” 


Self Confidence on Wheels 


John Davidson, recently promoted to a ma,ut out 
side territory, likes a trailer for another reason: “When 
I started face-to-face selling, it wasn’t easy to meet 
strangers and decide what to say. The trailer cured 
all those fears. Nothing builds confidence in selling 
like a chance to demonstrate your products.” 

Kavenson and Davidson admit that trailers have 
their problems. One pitfall to avoid is attracting too 
much attention—either by blocking customers’ drives 
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OPEN AIR CALL in yard gives Davidson an opportunity to 
demonstrate, puts him near plant door. Customers get used 
to seeing trailer and anticipate the calls 


TRADEMARK 


or drawing unwieldy crowds. Large growps generally 


contain some onlookers who have no interest in the 
products, and often several chronic hecklers. Noon or 
early morning calls encourage crowds; but some calls 
must be made in off hours because work interruptions 
are resented. Also, it’s obviously impossible to take 
full advantage of the trailer’s impact when the sales 
man has to see a buyer in his office. 

Most pitfalls can be avoided with practice, say the 
Memphis Bearing salesmen. As for buyers’ offices, 
Davidson points out: “You can’t drive into the build 
ing, but you certainly will try to park it where the 
n:an inside can see it through his window.’ 


Two Calls, One Sale 


The trailers also save the supply firm considerable 
money on small-order delivery costs. And they help 
solve the small order problem another way—by making 
small orders profitable. Nearly half the calls net one 
or more cash sales. As Eavenson puts it: “You might 
call on a buyer for several weeks before he turned up a 
$300 order, but small sales from the trailer can add up 
to that very quickly.” 


RADIO-PHONE keeps L. J. Eavenson in close touch with 
office in case of rush calls. Hookup with headquarters costs 
$25 a month for 30-call, 30-minute maximum 


ROOM FOR SAMPLES is no problem. Each trailer car 
ries about $3,500 worth of tools and parts. This is drawn 
on for on-the-spot sales as well as demonstrations 


TRAILER DESIGN was partially copied from phone com- 
pany’s repair vehicles. Stock is kept in 8 sliding drawers— 
6 shallow, 2 deep. Inventory is insured 
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Want to slash filing costs, cut red tape? 


STOP 


DONT FILE 
THAT FORM! 


By Richard Sandhusen, 


Assistant Editor 


A TELEGRAM ARRIVES from a supplier stating that 
your order has been delayed but will definitely 
be shipped on such-and-such a date. This informa- 
tion is posted on the factory order copy. Now, what 
do you do with the telegram—file it, or throw it away? 

You send a letter out to a supplier asking for a 
quotation, which is promptly sent to you. Now, 
what do you do with your copy of the original letter— 
file it or throw it in the waste basket? 


Filing Costs Cut in Half 


At Reichle Supply Co. in Saginaw, Michigan, both 
of these papers would most likely be tossed out be- 
cause at Reichle Supply management is acutely con 
scious of the high cost of filing unnecessary forms 
nd has set wp a program to cut this cost. As an 


LEONARD KRAATZ, left, was assigned job of skimming 
papers on the way to the files. Here Mr. Kraatz asks inside 
salesman Telmon Brisson if letter being sent to files by Mr 
Brisson shouldn’t perhaps be thrown away instead 


index of the effectiveness of this program, Abner 
Sager, vice president and general manager, estimates 
that since its inception filing costs—and space—have 
been slashed almost in half. 

“Before this program went into effect,” says Mr. 
Sager, “files were cluttering up valuable office space 
and it was becoming a real project to haul inactive 
files out to our warehouse each year. Now we have 
lots more elbow room and the hauling chore has been 
considerably simplified.” 

Mr. Sager first decided on the necessity of the 
program after a sampling of existing files uncovered 
literally bales of “no value” papers—most of them 
either obsolescent (a two year old price sheet, for 
example) or containing information which was dupli- 
cated elsewhere. 

The goal of the program was simply to cut the un- 
necessary waste, expense and bother resulting from 
overstuffed files by making everyone on the office 
staff conscious of the importance of filing only those 
papers which absolutely had to be filed. ‘The pro- 
gram had the complete support of office and executive 
personnel from the start since, unsmothered by useless 
papers, their jobs would be made considerably easier 
and more efficient. 


First Step—Skim, Then Trim 


As the first step in activating the program, data 
processing supervisor Ralph Sager alternated with 
inside salesman Leonard Kraatz in intercepting and 
skimming papers (correspondence, orders etc.) which 
were on their way to the files. This job was per- 
formed only once a day, and usually took no more 
than 15 or 20 minutes. 

Then, whenever either Mr. Sager or Mr. Kraatz 
came across a “doubtful” form, he took this form to 
the original sender and politely inquired whether it 
shouldn’t perhaps be relegated to the circular file 
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HOW TO GET 


Mr. Emmet J. Leahy, whose con- 
sulting firm of Leahy and Co. 
specializes in the reduction and 
improvement of paperwork in busi- 
ness and industry, has a simple, 
direct attitude toward the paper- 
work problem: 

“Red tape is pieces of paper, 
and each piece of paper costs 
money”, says Mr. Leahy, and adds: 

“Any industrial distributor can 
probably tell me, without too much 
strain, the current value of any seg- 
ment of his inventory, or what it 
costs, in payrolls, to maintain his 
sales or office staff; but if | were 
to ask him how many papers are 
in his office and what it costs to 
hold these papers, | suspect I’d find 
myself in the midst of a long, 
pregnant silence.” 

Well, how much does it cost? 


The High Cost of Filing 


Here, based on research con- 
ducted by Mr. Leahy’s firm, are a 
few interesting statistics: 

Pit costs at least a penny a 
year to file and maintain a piece 
of paper in a four drawer filing 
cabinet. Since each drawer holds 


OUT FROM UNDER YOUR 


an average of 3600 pieces of 
paper, the yearly, and most con- 
servative, cost for maintaining this 
cabinet comes to about $145. 

Pin the office of the average 
company without a records man- 
agement program, 25,000 pieces 
of paper, in 7 file drawers, are car- 
ried for each employee. As a rule 
of thumb, this figure should be 
closer to 5,000 pieces. (In this con- 
nection, Mr. Leahy’s experience with 
hundreds of companies, both large 
and small, indicates that in an 
average company without a records 
management program 40% of all 
records can be destroyed immedi- 
ately, and that only 4 per cent of 
all records are worth keeping 
permanently). 

Mr. Leahy’s approach to this costly 
paperwork problem is basically the 
same as is Reichle Supply’s: 

Set up, and disseminate among 
the office staff, criteria defining 
which records must be retained and 
which should be disposed of im- 
mediately. Next, draw up a re- 
tention schedule for each of the 
categories which must be retained, 
based on a realistic appraisal of 
how long each category will be re- 


PAPERWORK 


MANAGEMENT CONSULTANT 
Emmet Leahy, right, checks client’s re- 
tention schedule with Christopher 
Cameron, technical director of records 
management at Leahy and Co 


quired for reference in the office 
and, thereafter, in storage. If fol- 


lowed, this schedule will 


permit 
either destruction or 


transfer to 
storage of each record type as a 
single unit. 

In addition to the 
schedule, an “annual cleanout” 
of records which don’t lend them- 
selves to coverage on the schedule 
(personal correspondence, working 
papers etc.) should be undertaken 
some time during the summer. 


retention 








beneath the sender's desk instead of to a file drawer. 
lor example, did State or Federal law require that 
this form be filed for a certain period of time? Was 
the information on the form duplicated elsewhere? 
Was there really a chance that it would be necessary 
to refer to this form again? 


On Self-Policing Basis 


Almost immediately, the volume of records being 
sent to the files took a sharp dip, and a month later 
Messrs. Sager and Kraatz were relieved of their “skim 
ming” duties. 

Now, the program is on a self-policing basis, with 


only an occasional 


“spot-check” made by the re 
ceptionist. 

In sum, the Reichle counterattack against over 
cluttered files has 

P reduced the cost of purchasing expensive filing 
equipment 

P released valuable office space for more productive 
use 

P improved the speed and efficiency of reference 
service from the files 


> allowed clerical employees to engage in more pro- 
ductive and interesting office work. 
It’s a good start, but a continuing battle. 
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MAU-SHERWOOD SUPPLY CO. 
Sales Analysis 
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HERE IS A NEW REPORT Mau-Sherwood is now issuing to salesmen 


month of the vear, 


proht has fallen off 


signaling those lines needing his attention 





> 
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A SALEMAN’S SALES REPORT WITH 


"Built-In" Incentive 


HILE SOME DISTRIBUTORS bite 
Wrici nails thinking up incentive 
schemes with which to goad their 
Mau-Sher 
wood Supply Co. simply gives sales 
vardstick 
want to measure their 


salesmen, Cleveland’s 


men a monthly against 


which they 
performance 

Once a month, Mau-Sherwood is 
sues to each outside salesman a re 
port showing the gross profit on 
each product line 
Since the 
are compensated on this basis, this 


see report form 


above firm’s salesmen 


figure is particularly significant to 
them 
Compares Year-to-Year Results 


But, vou 


ilready 


sav, many distributors 


give salesmen such figures 
I'he Mau-Sherwood report is unique 
It gives salesmen a 


this 


in this respect 


comparison of years gross 


92 


profits with last year’s. The result 
is a one-page report showing the 
salesman the effectiveness of his ef 
forts this year relative to his efforts 
last year. If the report shows gross 
profit for a particular line has fallen 
off, such a figure carries more mean- 
ing than a sales decrease figure. In 
fact, often the sales figures alone fail 
to give the salesman an adequate 
measure of performance. 


Reports Issued Promptly 


Thanks to Mau-Sherwood’s 
punched card data processing in- 
stallation (scheduled, incidentally, 
to be supplanted by “Ramac 305” 
later this year), these gross profit re- 
ports can be issued promptly and 
frequently, in time to be of use to 
salesmen. Such reports are difficult 
to prepare by firms using manual 
clerical methods. 
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It shows gross profit on each product line for each 
vith cumulative figures compared with those of same period last year. Scanning it, salesman notes where gross 


Firm also issues same report showing gross profit by customer 


The report shows three kinds of 
information important to the sales 
man: 

>The month-by-month _ gross 
profit on each product line for the 
current year. If the line showed no 
profit for any month, the space is 
left blank on the report. 

> The cumulative gross profit on 
each product line for the current 
vear to date. Next to this column is 
the cumulative gross profit for the 
previous year to date. This is fol- 
lowed by a column showing the dif 
ferences between the two cumula- 
tive figures. Actual decreases in 
gross profit are indicated by minus 
signs. 

> Year-to-date sales are listed for 
the current year and previous year. 

According to Mau-Sherwood’s 
sales manager, Potter Shaw, the new 
report is being really used by the 

(Continued on page 164) 
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CHALLENGE OF THE 60’S: Growth 
trends in both durable manufactures 
(metals, machinery, etc.) and non- 
durables (food, textiles, chemicals, etc.) 
point to a vast potential for distribu- 
tors ready for tomorrow's changing 
markets for tools and supplies. 
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DISTRIBUTION in the 60’s—Part Two 


DECADE 
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FOR 


DECISION By Van Ness Philip, Associate Editor 


“There is no question that distributors as a group 
will grow and prosper with the economy. There is, 
however, serious doubt that some supply firms will 
survive if they are not alerted to advanced technology 
and business methods.” 


“Unless this industry can develop leadership to solve 
the quantity order problem, I'm convinced the present 
system (of selective distribution) is headed for a 
breakdown.” 


“The position of distributors in the 60's is assured 
if they can change their ways. They simply can't 
afford to go on drifting without fixed objectives.” 


“Selling through distributors is so economically 
sound that it’s bound to be the dominant pattern. 
The big danger is that distributors will lose their 
reason for existence by dropping too many lines.” 


“Many supply firms have been distributing certain 
products for years at little or no profit, while other, 
newer products, like electronic supplies, machinery 
and materials handling lines, have been sloughed off as 
unwanted, and a new generation of competitors has 
been born. . . In the next ten years there will have to 
be a vast change in thinking to meet this challenge.” 


| FOREGOING COMMENTS are typical of hundreds 
that ID obtained in questioning both distributors 
and their manufacturing suppliers on the problems 
of the 60’s. 

Forward looking members of the industry don’t 
necessarily agree on which problems of the next 
decade will be the most crucial, but running through 
all their comments was this warning: 

The industry must act, and act fast, in meeting the 

challenge of new potential, new technology and 

new patterns of buying by its customers. Other- 
wise distributors will have to be content with 
secondary markets while the major ones are taken 
over by competitors who don’t respect the status 


quo. 


Less Time to Act 


One long-time member of the American Supply & 
Machinery Manufacturers Association told ID: “As 
long as I have known this field it has been in a state 
of challenge. The only real difference between the 
problems the distributor has faced—let’s say in the 
late 20’s, the early 40’s and the postwar years of 1951 
and 1952—is that the increasing tempo of change 
gives him less time to act. He won't be able to adapt 
to changes in slow motion as the majority have done 
before.” 

The chart at the top stakes out the probable 1960’s 


The Pressure of Technology > 





trend of U.S. industry. As Part One of “Distribution 
in the 60's” pointed out (ID, January 1960), popula- 
tion and industry growth are almost certain to insure 
an enormous market for industrial equipment and 
supplies. U.S. industrial production will have to 
increase 50 percent if American living standards are 
to continue rising at their present rate. 


Change on Top of Change 


But the existence of this potential is by no means 
an assurance that today’s distributors can count on 
reaping its rewards. For one thing, many of tomor- 
row’s industrial supply products will be entirely dif- 
ferent in form and usage from the products that dis- 
tributors row handle. Automation and other new 
production methods will change the physical innards 
of plants. Mergers and migrations will alter distribu- 
tors’ coverage problems. Buying methods will be 
altered as customers strive to systematize the manage- 


ment of materials and scrutinize the service vendors 
offer them. Distributor salesmen will be under pres- 
sure to provide a higher level of know-how, not only 
in products, but in other areas of deep concern to 
customers, such as cost control and the control of 
stock. 

In a search for solutions to these and other urgent 
problems, the rest of this article will be devoted to 
appraising. 


>» The pressures on distributors that are evident 
today and that are setting the direction of the 
60’s trends. 

> Distributors’ reactions to these pressures. 


> Marketing patterns that appear to be emerging. 


> What distributors are doing, or should be doing, 
to chart their future course. 





PRESSURES OF THE 60’S 


I THE CHANGING MARKET Climate of the 60’s, dis- 
tributors will be exposed to heavier pressures from 
their customers and some of their suppliers to increase 
their inventories; take more risks; expand their serv- 
ices, and, depending on how the competitive winds 
ire blowing, hold the line on prices, or bend and 
make concessions. 

Will any of these pressures be different from the 
pressures that distributors are already used to? They 
probably will not be; but there are forces which are 
certain to intensify in the next ten vears. 


P One pressure is the upsetting force of the new 
technology. 


> Another is the pressure from large buyers for 


broader inventory, blanket orders, quantity pric 
ing and what some buyers like to call “the more 
professional approach to selling.” 

Another is the need for broader coverage and 
more watchful sales direction in markets where 
the boundaries are changing. 

Finally, there’s the pressure from the crucial 
squeeze on capital and profits. 


Distributors and the New Technology 


“Don’t over-glamorize the missiles and automa- 
tion,’ cautioned a distributor that ID interviewed. 
“There will always be a broad base of staple products 
that industry will need throughout the 60’s. The 
pressure there will be from evolution, not upheaval.” 

[rue enough, but evolution, too, can come in 
spurts. It has taken more than 15 years to establish 


tungsten carbides as a staple, and some plants still 
aren't using carbides. Ceramic cutting tools, which 
hold great promise, are still undergoing tests to get 
more data on their capabilities in many applications. 
But when a customer industry makes radical changes 
i its production methods—and this can happen sud- 
denly—industrial distributors who lack immediate 
access to new products that it needs will soon find 
themselves replaced as sources (not only for new prod 
ucts, but for established lines as well). 

Suppliers and distributors are constantly striving 
to eliminate portions of their markets by replacing 
present tools with better, longer wearing types. Some 
times this results in substantial loss of dollar sales. 


The Price of Progress 


hus, a distributor introduced self-threading screws 
in a toy factory and cut his monthly tap sales volume 
by about $5,000. Distributors of abrasives sold the 
auto industry on grinding crankshafts with a newer, 
more expensive wheel. It so improved production 
that the abrasive industry sold fewer wheels, and 
grossed less dollars (but the expanding auto plants 
were soon using more wheels elsewhere, and the lost 
sales were recovered many times over later on). 

On this identical crankshaft operation 40 years be- 
fore, three grindings had been eliminated by closer 
forging and the introduction of new milling lathes. 
(This lost volume, too, was all recovered later.) 

Competitive situations must be handled quickly or 
the game is lost. As the distributor who lost the tap 
sales at the toy plant explained it: “I had to sell those 
self-threading fasteners as if my life depended on it, 
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or someone else would surely have done it. ‘Then 
| might have lost the remaining tap business too.” 


Half Way to Automation 


Part One of “Distribution in the 60's” described 
the trends to high precision, miniaturization, new 
materials and automation. 

Small plants, of course, will automate much more 
slowly than the larger ones. But many will take half 
way steps that change the markets for distributors. 
‘or example, these developments are certain to 
accelerate: 

New counters, meters and inspection units for con- 

trol of quality and flow. 

More semi-automatic lubrication systems 

Smaller, more compact drives. 

Wider use of air-hydraulics “packages.” 

More handling apparatus to move work in process. 

Stronger jigs and fixtures to hold the work more 

rigid. 

Numerical contro] machines 

More multiple-spindle production tools 

New developments to mechanize assembly. 

New tool attachments to multiply production rates. 


New Fields: Who Will Take the Plunge? 


As for products that are new or newly introduced 
to distribution channels, some are neither complex 
nor difficult to visualize in application. 

® Slotted angles, for example, were first marketed 

in 1953. Sales in 1958 reached $25 million, ac- 
cording to the ten suppliers now producing them. 
Polyvinyl C has helped to break the temperature 
limit in the use of plastic pipe, and opened up 
new potential for varied larger sizes. 

Plastic tooling compound was first marketed 
through industrial distributors in 1955. Its 
makers grossed over a million in industry sales 
in 1958, and one manufacturer’s agent who sold 
$100,000 worth of the material last year (through 
20 distributors in 6 states) calculates the poten- 
tial for his area alone at $750,000 to $1,000,000. 


Growth Products Seeking Outlets 


In the more complex field of instrumentation, 
which follows the buoyant upward curve of chemical 
industry production, market researchers estimate the 
potential for only five of the numerous components 
of process control “hardware” will reach $20-$22 mil 
lion by 1970 or sooner. 

(In this segment of the instruments field, the 
major share of sales are still direct. But suppliers 
selling through distributors have pushed distributor 
participation almost up to 50 percent. ‘They say 


SEMLAUTOMATION, like this new finishing line for 
metal parts, will transform production in more and more of 
the smaller plants in the 60's 


they will channel more of these components through 
supply firms when standardization of electronic mod- 
els has made substantial progress. ) 

Air-hydraulics, with numerous components that 
have been on the market many years, is also closely 
tied to automation. It is certain to be another growth 
field in the 60's. 

Electronics, which has spawned its own family of 
industrial products, will also revolutionize the form 
and functioning of many familiar staples. Its annual 
volume for industrials might easily reach the billion- 
dollar class within the next ten years. 


Specials, Research and Obsolescence 


Besides the pressure to add new products and pio- 
neer new fields, the technology of the 60’s is also hav- 
ing these effects: 
> More and more “specials” are cluttering up the dis- 

tribution channels. As one supplier put it: “Most 
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TODAY’S BUYERS are scrutiuizing vendors much more 
closely for know-how. Head Buyer O. B. Sundberg, Hewlett 
Packard Co., wants “specialists who know lines.” 


‘specials’ are really sales devices to get one up on 
competition.” But industry’s needs are getting so 
diversified that standardization trends will have to 
struggle hard to make much headway in the 60’s. 
l'his is probably the necessary price of progress. It 
results, however, in situations such as these: 500 or 
more varieties of one grinding wheel; 150 variations 
of a tap; 1,000 items in a fluid power line (which 
contained 500 only a few short years ago). 

Distributors are under pressure to research the mar- 


kets for suppliers. Not that they haven’t always 


done this, but the job is now a bigger one and sup 


pliers’ salesmen aren’t numerous enough to carry 

all the added burden. Distributor salesmen who 
can recognize new technical requirements and in 
form suppliers’ factories about trends will be ex 
tremely valuable men to have around. 

> Distributors are getting more and more involved in 
capital equipment. Many will feel impelled to 
make a harder try for this difficult-to-handle market 
in the 60's. Distributors are well aware that indus- 
try will be spending more and more for moderniza- 
tion in the next ten years. Proportionately less ex- 
penditure will go for maintenance. Supply sales- 
men selling power transmission, materials handling, 
light machinery and other products readily adapt- 
able to plant improvement programs will be trying 
to get closer to the engineers who make the big 
decisions in initial installations. 

> Obsolescence will become more burdensome as a 
distribution risk. Distributors and suppliers will 

do more talking on the ways and means of handling 


returned goods problems. They will learn to be 
extremely watchful in the face of customers’ de- 
mands for backup stock in products that could be 
readily replaced. 

> Last and not least, the new technology will place 
a higher premium on salesmen’s product knowledge. 
Engineered products will require what the term 
implies—specific application know-how. More and 
more “shelf” items will require specialized attention 
because of complex applications. 


Pressures from the Front 


New buying patterns described in Part One—mate- 
rials management, value analysis, punched card pur- 
chasing and contracts—have so far left most distrib- 
utors more concerned than hopeful. There are notable 
exceptions: distributors whose contacts with a few 
enlightened buying executives have convinced them 
that certain forms of purchase contracts can be an 
actual advantage to supply firms. However, serious 
price breaks have occurred under pressure of auc- 
tioneer-type bidding for blanket-order contracts. Dis- 
tributors who landed bids have ended up with little 
to show for them but long successions of small orders 
at the maximum-bracket prices. 


The Strains of Contract Stocking 


Blanket ordering at any price puts serious strains 
on distributors’ resources unless supply firms are 
equipped to handle them. The contracts carry obli- 
gations to maintain broad inventories and be con- 
stantly on tap for service—including specialized assist- 
ance in the plant. Many offer little or no protection 
on discontinued backup stocks. 

Regardless of the future form of contracts—and 
some distributors think they will be disastrous to the 
industry if they spread too far—it’s unlikely that any- 
thing can happen in the next ten years to slow up 
Purchasing’s campaign for more efficient ways to 
manage MRO procurement. That this will involve 
some type of formalized agreement to deliver supplies 
cn schedule is only logical to expect. 


Contract-Conscious Chemicals 


Aircraft, auto firms and fluid process industries have 
pioneered the blanket order trend. It is also being 
widely used in electrical manufacturing concerns. 
Chemicals are especially contract-conscious. Several 
leading chemical firms appear to be resisting the 
temptation to abuse the contract as a price weapon. 
Two of them at least have programs that are aimed at 
savings through the shifting of plant inventory func- 
tions to distributors, with greater emphasis on long- 
term savings than on price. 
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AUTOMATED STOCK CONTROL enables big customers to shorten lead times, cut their inventories. Result is trend to 
shove more of stocking function back on distributors. This magnetic tape room is at Norfolk Navy installation where electronic 


data processing keeps track of 575,000 stock items 


Who Is Getting Paid for What? 


Blanket orders are also symptomatic of another 
stirring in the upper reaches of the purchasing frater- 
nity. This is a growing impatience with distribution’s 
pricing system, which some big-plant buyers think 
is out of date in today’s big-order market. These buy 
ers press for quantity discounts on one-price products; 
for special deals on products that are sold in brackets; 
for wider leeway in the pricing of small orders. ‘They 
say they should not have to pay the bill for distrib- 
utors’ allegedly more costly services to the smaller 
plants. 


. . . And Who Will Be the Warehouse? 


Big customers are also after something more than 
price concessions. In the 1958 recession, large plants 
cut their inventories and fell back on vendors’ stocks 
for a larger share of current needs. When recovery 
came, this habit still persisted. From all appearances, 
distributors’ in the 60’s will be under pressure to 
continue and possibly enlarge their stocking function 
for big plants. 

Blanket ordering promotes this trend. It also stems 
from Purchasing’s new emphasis on cost control, and 
buyers’ wider understanding of possession costs. 

Supply firms cheerfully assume the stock-bin func- 
tion for many smaller customers. But such activity 
on behalf of major plants is no small burden on new 
distributors and specialists with limited working fuads. 
Furthermore, demands of automation and the space- 


age industries constantly give rise to large or un- 
predictable orders, which customers want delivered 
immediately and all complete. 

In the 60’s, it appears that more and more supply 
firms will have to up the ante of their stock invest- 
ment—unless suppliers can be counted on to do it 
for them (“Factory Branch Warehousing,” page 105). 


The Boundaries Are Changing 


Suppliers view U.S. industry's wide dispersal of de- 
centralized plants with a mixture of anticipation and 
concern. Will distributors provide the services that 
these plants demand? Are they strong enough to 
prevail against free-wheeling competition? Do dis- 
tributors have branches close enough to sell from 
“local” stocks? 


Pressures from New Buyers 


When a new plant is established in an outlying 
section, its buyers are quite concerned about supply 
sources. ‘They are vocal in their disappointment if 
local stocking vendors don’t sprout up nearby. As 
the manager of one large defense-connected plant in 
a semi-rural area stated: “If the businessmen of this 
community don’t see their opportunity, we can’t be 
blamed for going out of town to purchase what we 
need.” He claimed his company was spending nearly 
$100 million in fabricated and shelf items annually, 
and 90 percent of the orders were being placed 100 to 
600 miles away. 


The Ceiling on Gross Profit > 








“EXPLOSION OF USAGES” in the 60’s will demand new 
and exotic products, like components for control machines 
above loday’s products will also have new uses 


Competition on the Move 


(here will be other, subtler pressures from a 
changed competitive climate. 

> Within the distribution channel, competition will 
intensify. Despite increased costs of starting out in 
business, it’s still possible to mortgage one’s house, 
stow token stocks in one’s garage and hang up the 
shingle of “specialized” distribution. Also, better 
transportation and communications make it possible 
for more of the established distributors to extend their 
territories, along with non-stocking agents and semi 
agents on the prowl for business. As for suppliers, 
few of them will enjov exclusiveness in the newer 
product fields for long (An automation controls maker 
had only one direct competitor two years ago this 
\ugust; he now has seven, with others getting ready 
on the fringe 

> More of distributors’ place-monopoly will disap 
Throughout the 
railroad age, the auto age and the pre-jet air age, distrib 


pear except in very isolated regions 


utors became progressively less isolated from both 
distant markets and suppliers’ plants. Extension of 
the feeder airline network into almost every small 
US. city has occurred within the past few years. More 
and more, distributors will need to sell their cus 
tomers on something else besides the fact that they 
are neighbors. 

> Competitive patterns will become more complex 
due to suppliers’ mergers and broadening of their 
lines. Marketing and management skills, not solely 
products, will be the values that make companies 


attractive to prospective buyers. Diversification will 
be another stimulant to mergers. Also, many un- 
merged manufacturers will be adding not just prod- 
ucts, but whole lines. Thus distributors will be under 
increasing pressure to take on more lines, drop others, 
and gere-ally alter their brand mix. This will in- 
tensify the chain reaction of shifts and changes already 
taking place today as suppliers and distributors jockey 
for the best positions-in the market. 

> There will also be more “functional” competition 
in addition to the competition between products. For 
example, between different kinds of power, such as 
air, mechanical, electrical and fluid. 

> What market analysts call “the coming explosion 
of usages” will put more and more distributors on 
their mettle to range beyond traditional market bound- 
aries. Not only manufacturing but the service trades 
are automating; more products are being directed at 
markets that never consumed them in anv quantity 
before. Schools, highway contractors and local gov- 
ernments may not be bona fide industries, but they 
use industrial supplies. Distributors will also need 
to take a second look at pure industrial potential that 
they may have bypassed. Examples: precision tool- 
ing in a Southern state (where extractive industry 
was predominant until motor assembly and missiles 
changed the picture); ground flat stock for tool and 
die shops (which, until quite recently, had done most 
of their own machining work); power transmission in 
nuclear research centers (miniature motors to activate 
the arms of robots handling “hot” materials were fur- 
nished by an industrial distributor in one famous 
installation of this type). 


Imports: No Wishing Them Away 


Imports will continue to increase, though the im 
pact of foreign industrial supplies will depend on 
what the products are, how quality improves and how 
their marketing is organized. 

Bulk shelf items will undoubtedly make further 
scrious inroads on the exposed sections of the market 
—piants near ports of entry and users who require 
the least service. However, even the bulk products 
require organized distribution to exploit potential 
fully, while tools and other engineered products re 
quire much more service backing to make a strong 
impression. 

As importers strive for better marketing, they will 
add substantially to their costs. However, price dif 
ferentials will persist for some time. About 25 years 
is an optimistic forecast of the interval to close the 
“living standards gap” with Western Europe. Mean- 
while U.S. suppliers with lines affected by imports 
will have to redouble merchandising efforts to meet 
the new competition. Factory service on this con- 
tinent will be a major selling point. An equally 
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strategic one is a well selected and strongly supported 
network of industrial distributors. 


Margins: No Upward Trend in Sight 


> Most distributors ID interviewed felt that average 
margins would not be raised by suppliers in the 60's. 
Some believed lower resale margins are inevitable, or 
at least that the percentage will get worse before im 
proving. 

> Suppliers predicted that no margins will be raised 
except in special cases (i.e.: the shifting of some quan- 
tity brackets to give distributors more advantage from 
bulk purchasing). In some lines the market will very 
likely force the margins down. 

© Distributors were quick to emphasize that supply 
firms have every hope of improving net profits through 
better line selection, more proficient selling, and more 
efficient operations. 

Distributors’ postwar profit squeeze was tightest in 
the 1958 recession. That year, expense-reporting mem- 
bers of the National Industrial Distributors Associa 
tion averaged a net of .77 percent on sales after taxes, 
and some 50 out of 183 reporting firms were in the 
red. 

No official data is available on return on investment, 
a ratio that might give a much more realistic picture 
of the industry’s condition. 

Throughout the low-profit years, a number of well- 
managed supply firms at the top of the earnings scale 
consistently netted 3 to 4 percent on sales after taxes, 
and reportedly much higher returns on their invest- 
ment. 


Continued Profit Pressures 


Despite improvement in net profits during 1959, 
serious pressure on earnings still exists and promises 
to get tighter in the 60’s. All signs point to increasing 
costs—higher wages, more expensive inventory, more 
costly selling and promotion—and selling prices will 
be under prolonged pressure. 

One distributor told ID: “The biggest pressure on 
distributors in the 60’s will be an internal one. The 
owners of the larger supply firms are going to become 
more interested in return on investment in the firm, 
less on working for it for a salary. They are going to 
demand efficiency, or else.” 

An equally serious threat to the status quo would 
be a working capital shortage. Though net return 
on investment may be adequate for some marginal 
distributors to get by on, the 60's will require a con- 
stantly larger stock investment to increase line depth 
and replace obsolescence. Another need will be more 
funds to support the recruiting, training and com- 
pensation of salesmen of a calibre equipped to handle 
tomorrow's market problems. 


CHANGES AND REACTIONS 


speneciaeperislich eee tae was 
once an accurate description of almost all growth 
patterns in the supply industry. The cycle still occurs, 
but not as frequently as it used to. 

Many of today’s larger supply firms are still special- 
ists in the narrow products groups they started with, 
and apparently intend to stay that way. What they 
have broadened is their stock within each specialty. 

About a third of U.S. distributors are “pure” spe- 
cialists, concentrating major efforts on a single product 
group or several closely related groups. Bearings, 
power transmission, materials handling, cutting tools, 
fluid power components, fasteners, mechanical rubber, 
pipe-and-valves and precision tooling are widely dis- 
tributed as specialties. 

Many specialist firms are quite small, however, and 
the stock that one average-size general line distributor 
carries in, say, cutting tools or fluid power compo- 
nents, may exceed the total inventories of half a 
dozen specialists. 





Specialization: How Much, 
How Soon? 


“The general line distributor had better find 
out where he is, before he decides where he is 
going .. . If he doesn’t do a better selling job, 
he'll lose all his business to the specialists.” 

—an engineered products manufacturer. 


“If distributors really get interested in learn- 
ing more about their costs, the changes in the 
industry will be like nothing ever seen before.” 

—a selected lines distributor. 


“If specialization is carried out fo an ex- 
treme by firms that are considered general line 
sources, then it may be contradicting the 
reasons for their existence . . . This whole area 
calls for good judgement and thorough study.” 

—a manufacturer of perishables 


“The broad line distributor with specialist 
salesmen will prove to be the most efficient . . . 
But he will have to grow bigger to reduce his 
unit costs.” 


—a departmentalized distributor. 
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STRONGER SELLING EFFORT can result from closer contact between suppliers and distributors at the management level. Dis- 


tributor advisory council is one medium for this. More of them 


In California last vear, a check of classified tele 
phone directories showed 50 new supply firms (exclud 
ing agents Of this number, 30 classify themselves 
as specialists in three or fewer major products of 
product groupings 

(he small specialized supply firms have sprouted to 
fill gaps in local markets that established distributors 
were unwilling or unable to exploit. But continuing 
growth of the larger specialized firms is a direct re 
sponse to today’s pressure for technical selling and 
stock-in-depth 


Key Line Selling: A Quiet Revolution? 


] 


General line supply firms have not ignored these 


pressures. Many established multi-line companies 
have been quietly converting to a new form of opera 
tion called “selected lines” distribution, in which they 
concentrate on anywhere from five to 50 lines backed 
up by broad stocks and special merchandising effort. 
Salaried specialist salesmen may oversee technical sales 
and service 

I'he key lines may be grouped in separate sales de- 
partments (the “departmentalized” distributor) or 
have presumably 
had intensive training on the products. The company 
may or may not retain convenience lines that are sel- 
dom or never promoted. 


sold by all the firm’s salesmen, who 


(his, many forward-looking distributors are con 
vinced, must be the pattern for the future in broad 
line distribution. Why? Because only by such con- 
centration of objectives can the average-size distrib- 
utor back each product with the capital and selling 
time it needs to be effectively promoted. 


will be active in next decade 


Industry opinion varies as to how many lines a com 
pany should feature. Some industry leaders are 
ilarmed at the prospect of an epidemic of line dis 
continuances. ‘They think it would subvert the 
basic reason for distributors’ existence as “department 
stores” for plants. ‘The consensus is, however, that 
general line distributors won't be able to compete 
effectively against specialists and direct sellers in the 
60's without adopting some degree of specialization 
in their own operations. 

Large distributors can stay diversified and also spe- 
cialize in product groups by setting up departments 
for major product groups. 

Conver'ing a supply firm to a semi-specialized form 
of operation is no quick-and-easy task. It takes re 
training, re-evaluation of objectives and re-direction 
of activity on an unfamiliar course. “I calculate it 
will be three years before we get everything the way 
we want it,” said one distributor who began last year 
to re-organize his company into six departments. “This 
is the kind of a change that can’t be hurried.” 

[he number of distributors who support the se- 
lected lines idea greatly exceeds the number who have 
begun to practice it. But the pace of conversion has 
quickened noticeably in the past two years. And 
many firms have come part way along the road by 
adding at least one specialist salesman or a new de- 
partment. 


Mergers and Branches: More of Both? 


Nearly a fourth of the stocking supply outlets in 
the U.S. are branches, but the trend of expansion into 
branches may have spent its force by now. It’s 


100 INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1960 





getting easier to cover wider territories, and small 
branches do not justify the use of expensive labor 
saving equipment. Branches also draw off manage- 
ment talent which may be sorely needed at main 
offices. 

On the other hand, the large industrial distributors 
will doubtless continue to add full-stocking branches 
in strategic centers. 

Mergers will continue, because management suc- 
cession problems in small firms and tax advantages 
have made the climate right for them. Diversifica- 
tion and the possibly efficiencies of combined opera- 
tions are other reasons to affiliate. 

Most supply firms that have purchased other 
firms are independent companies whose managements 
saw Opportunities to grow stronger or to get ahead of 
competition. They acted because they needed lines, 
or wider coverage, or felt they had to compensate for 
increased operating costs with higher unit volume. 

The merger trend will pose no real threat to the 
present system of local independent supply firms un- 
less large numbers of the independents began to 
weary of the profit squeeze. But even if that hap- 
pened, the market gaps and fringes would doubtless 
soon attract fresh numbers of small enterpreneurs. 


New Ideas for Service 


Competition in the 50’s has spawned a variety of 
new merchandising ideas, some wholly promotional, 
others pointing to possible new trends in operations. 
Here are just a few examples: 

> Some distributors operate mobile demonstration 

units on regular routes, or sell small orders out 
of trailers or delivery vans. 

A distributor has installed the industry’s first bona 
fide self-service operation for the will-call trade. 
A power transmission firm with electrical and 
electronic lines has combined operations in one 
unit and promotes itself as an ‘Automation Head- 
quarters.” Other companies have set up “auto- 
mation clinics.” 

Many firms are holding larger, showier, more 
frequent open-house exhibits. 

A distributor has organized formal classroom 
schooling for his customers’ plant personnel. 
More firms are getting involved in engineering 
consulting work (and some of them are getting 
fees for it). 

> More distributors are setting up repair and assem- 

bly shops. 

This last development could be a 60’s trend for 
certain products—notably chain, saws, power tools and 
possibly steel shelving. Some distributors have had 
repair-assembly facilities for years; others have been 
relieved of this function as lines became more stand- 
ardized. But the new decade will see more demand 


for special sizes and accessories, and “do-it-yourself” 
assembly at the point of distribution would be a 
natural outgrowth of the modular construction trend 
it, many products. 


Salesmen: Small Nucleus of Pros 


The supply industry’s top performing salesmen, as 
expected, have taken to the new technology as ducks 
to water. Shifting and complex markets don’t dis- 
concert them; they see in every change a new oppor- 
tunity, and head unerringly to the points where needs 
exist. This minority of highly motivated professionals 
have done much to help eradicate the age-old image 
of distributor salesmen as hand shakers who are only 
capable of taking orders. 

But these agile pros are always moving up the 
success ladder, and large numbers of them have joined 
management's ranks or left established firms to start 
their own companies. The problem of recruiting 
and training replacements for them is one that many 
distributors will readily admit they haven’t solved. 

Most distributors with well organized sales training 
programs and modern techniques for directing and 
controlling sales are confident their salesmen will 
readily adapt themselves to the challenges of the 60's. 

But there are also many companies where salesman 
turnover is excessive and motivation is definitely a 
problem. One extreme example is a supply firm in 
the $6 million volume class which over a two-year 
period hired 25 new salesmen, not one of whom 
remained with it for longer than 6 months. 

Progressive distributors and suppliers have been 
working hard to solve this problem of trained man- 
power in sales. 

There has been increasing emphasis on factory 
schools and field work with suppliers’ representatives. 
Some suppliers have launched programs to re-educate 
their field men or assign them exclusively to specialties. 
Distributors have held more training sessions at more 
frequent intervals, with increasing stress on salesman- 
ship as well as product knowledge. 

More attention has been devoted to recruiting and 
screening job applicants, and organizing new programs 
of training on the job. 

Compensation plans have been revamped to make 
incentives more meaningful and more productive of 
results. 

More time has been devoted to helping salesmen 
analyze their performance and plan their sales ap- 
proach. 

For the longer pull, industry leaders have helped 
organize special industrial distribution courses at four 
colleges: Clarkson College of Technology, Texas 
A & M, Bradley University and Western Michigan. 

Whether all these efforts have been adequate in 
the face of tomorrow’s more exacting demands on 
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salesmen will not be apparent soon. Experienced 
distributors estimate it takes two years or longer to 
turn a trainee into a competent, self-supporting out 
side salesmen for engineered products. This appren- 
ticeship mav have to be longer in the vears ahead. 


Management: Less Blind Flying 


This fall more than 100 supply firms turned in cost 
accounting figures to the National and Southern In- 
dustrial Distributors Associations, marking a milestone 
in the industry’s group effort to imbue distr*butor 
management with a new outlook on scientific methods 
to improve profits. Other signs of progress: 

The holding of two management short courses at 

the Harvard Business School (with another sched- 
uled for this spring). 


A series of regional seminars conducted by George 


Wilkinson, of the George D. Wilkinson Co., 
which did a consulting survey on management 
three years ago for the two associations. 

A new manual of procedures for streamlined paper- 
work in offices. 

There have been impressive strides in modernizing 
methods by some of the industry’s pace-setting firms. 
These are some examples: 

One company has a permanent “profit improve- 
ment” staff working full time on methods engi- 
neering, cost accounting and market research. 

Two companies have Ramac memory machines. 

A general-line distributor is using operations research 
techniques to determine proper inventory levels. 

Some companies are far ahead of others in profes- 
sionalizing their managements. More and more are 
becoming aware of how urgently the industry needs to 
replace blind-flying with systematic method. 





PATTERNS FOR THE 60’s 


HAT NEW FORMS of competition will distributors 
_—_jecneal in the markets of the 60's? 

Since the boundaries of the field are shifting, any 
competition at the fringes could constitute a major 
threat to established patterns. As of now, this much 
seems clear about contending distribution forms: 

Fringe distribution systems like chains and buying 

syndicates show little evidence of making headway. 

Direct selling will re-assert itself if distributors over- 

look new products or fail to cultivate the big-plant 

market aggressively. 

Agency distributors (firms that buy and stock but 

also make commission sales) are a new and potent 

force, already well inside the boundaries. 

In the competition at the market’s center: 

The selling of competing lines will probably in- 

crease, both for quality shelf items and low-margin 

lines. 

Single-line distribution is growing stronger. It will 

doubtless be tomorrow's predominant pattern, as it 

is today’s, in number of lines if not in volume. 


> Captive chains have made some inroads in the pipe, 
valves and fittings field, and there are a number of 
large operations in electrical supplies, oil country goods 
and steel. Chain outlets presumably make it possible 
for manufacturers to control activities at the points 
of sale. Also, largeorganizations can set up elaborate 
programs to attract and develop talent for branch 
managerships and sales staffs. But there are also se- 
rious obstacles to overcome. If the chain-outlet manu- 
facturer’s product mix isn’t broad enough to give the 
captive distributor entry into local plants, he must 
stock the outlet with other, alien lines. If coverage 
of a local market depends on close personal relation- 


ships, he may have to hire local people. Thus: the 
chain outlet acquires almost all the headaches of an 
independent distributor, in addition to the organiza 
tional problems it already has. 

Last fall Crane Co., a major valves and fittings 
manufacturer, closed up 86 of its 130 sales branches 
and announced a policy of marketing its industrial 
lines through distributors. 


> Independent chains combining retail with industrial 
selling have flourished sporatically for some years, but 
have hardly made enough impression to indicate a 
trend. A chain specialist in cutting tools has fur- 
nished active competition in some segments of the 
market. Mail order houses have made sporatic pene- 
trations in retail-industrial sales in major centers. 

Chain wholesaling organizations have been estab- 
lished recently in the automotive supply field. ‘This 
movement is a response to a specific need—the wide 
gap that exists between suppliers and countless small 
distributors. ‘The new distributing chains have a func 
tion similar to that of “master distributors” in indus 
trial supplies. 


> Buying syndicates and cooperatives have existed for 
years in pockets of industry. (For example: New Eng- 
land marble quarries). In wholesale hardware, a 
trend to retail chain store operation has spawned some 
captive wholesale organizations. Many now-inde- 
pendent industrial supply firms got their start as buy- 
ing appendages of major industries. ‘The pattern has 
been most conspicuous in coal mining and aircraft 
manufacture. The firms still owned by industrial con- 
sumer companies now operate quite separately from 
parent organizations, and have the same broad range 
of customers as the independents (plus, of course, all 
the business of their parent firms). 
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> Direct selling has declined throughout the 50’s in 
most segments of the industrial supply field. It’s 
the usual channel for introducing new products (often 
with the help of agents) but few manufacturers whose 
products have begun to move in volume would want 
to continue if for all their markets, least of all the 
small-order segments. Many small suppliers have no 
choice but to sell through distributors because they 
could not possibly finance direct selling. 

A direct selling trend could develop in the 60's if 

the new engineered products can’t find satisfactory 

distribution outlets, and no other alternative exists; 
or if large users insist on prices and services that dis- 
tributors can't or don't desire to provide. 

Direct selling is also symptomatic of over-capacity 
in manufacturing, or the fear of it. If a manufac- 
turer faced with over-capacity has a weak distributor 
system, he will naturally be tempted to try other 
channels before idling his plant. 

On the other hand, suppliers relying heavily on dis- 
tributors will be reluctant to jeopardize established 
distribution no matter how great the pressure. Said 
one such supplier: “We've invested thousands of dol- 
lars and years of effort in building up our distributor 
network. No one could panic us into doing things 
that weaken it for a temporary advantage.” 

Many businessmen harbor a lingering wish to cut 
through the seemingly endless paraphernalia of the 
complex economic structure and “deal direct.” This 
may be an inheritance from American traditions of 
individuality, or simply a rebellious feeling against 
the complexities of modern business. 

Lately there has been an outpouring of talks and 
articles by marketing experts who claim the 60's will 
be an era when “the manufacturer must get closer 
to his customer” (conversely, the customer must draw 
his vending sources closer to his plant). 

However, the experts do not mean that distribution 
should be by-passed. What they are saying is that 
old forms of distribution containing roadblocks that 
impede the flow of goods must be streamlined. Dis- 
tribution must be modernized to lubricate, not inter- 
cept, the maker-user contact. 

For example: The customer who burdens his plant 
switchboard with hundreds of expediting messages to 
direct-dealing suppliers is not actually in close contact 
with them logistically. He is in closer contact with 
his sources when the suppliers’ products are stocked 
locally nearby, or a local salesman who knows the 
supplier’s plant better than any one else around is 
standing by to match the customer’s needs with spe- 
cial types or sizes. 

These are the functions that the distributors are re- 
ferring to when they talk about their time-and-place 
utility. How effectively they convey this message— 
and prove its logic by performance—will have much 
to do with what happens to direct selling trends in 
the 60’s. 








JET AIR FREIGHT has ended Raytheon Co.'s 


need for factory branch warehouses. 


Jet Freight Versus Branches 


Raytheon Corp., an electronics manufacturer, 
has launched a new system for servicing dis- 
tributors which could ring down the curtain on 
regional factory branches in electronics—and 
possibly in other segments of supplies markets. 
Called “Unimarket,” the system employs jet air 
freight transport between one control ware- 
house and 700 distributors throughout the 
country without intervening distribution centers. 

Raytheon closed three regional warehouses 
that carried 2,000 items each, expects to save 
$2 million from elimination of duplicate stock. 
Order processing at the Westwood, Mass. plant 
is done on punched cards linked to a private 
wire telegraph network. Inventory control is 
automatic. The company claims it can deliver 
distributors’ orders up to 3,000 miles routinely 
in less than 24 hours. 


ONE CENTRAL WAREHOUSE services all 
distributors direct. EDP machines speed orders. 





Single-Brand Selling in the 60’s > 











é-3 


LATEST METHODS for providing time-and-place utility will keep progressive distributors ahead of other forms of distribu 
tion. (Ribbon-cutting opens new heliport at Ducommun Metals & Supply Co., Los Angeles.) 


> Agency-distributors hold an important place in 
some of the fastest growing segments of the market, 
including instruments, precision tooling and fluid 


power components. Agents without stock have al 
ways been predominant in the early growth patterns 
of new products. ‘Traditionally, such agents lose 
their products after pioneering them, and stocking 
distributors took over. But many of today’s indus 
trial agents are not giving up their products. In- 
stead they are becoming semi-distributors and taking 
title to the products they stock and sell distributors 
in order to hang onto them. 

Most agency-distributors are still small but their 
growth cycle leads inevitably to taking on the full 
coloration of industrial distributors—that is, if they 
have the capital and organization, and suppliers will 
stay with them. 

It takes time, however, to acquire the local stand 
ing and widespread entry into plants that established 
dist:ibutors have had all along. Whether agency 
distributors become full stocking supply firms, with 
far more influence on the markets that they have 
now, depends largely on how established distributors 
meet their competition with the newer products. 
Many of the agency-distributor will grow and prosper 
regardless of what established supply firms do, be 


cause many more new lines and products will be seek 
ing distribution outlets. 


> Distributing competing lines has never been a wide- 
spread practice since the early days of the supply in 
dustry, though lately it has made some inroads in a 
few of the shelf staples. It will flourish more widely) 
if price pressures on staples force distributors’ op- 
erating margins below the point that supports single- 
line distribution. Increased volume of imports in 
the 60’s will also encourage the practice. However, 
the system has inherent drawbacks. Distributors 
who sell competing lines can’t attract as much pro 
motional backing from suppliers as the single-line 
distributors they are competing with; they must 
handle most of their service problems alone, and 
their choice of lines is limited. 

In the retail field, the supermarket is the latest form 
of multi-line distribution. A parallel development in 
the industrial market just would not fit the nature of 
the field. 


P Single-line distribution, today’s dominant market 
pattern in industrial supplies, has been considerably 
strengthened in the past decade. For example: a 
tools supplier has reduced the number of outlets in 
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a metropolitan area from 40 down to four; a maker of 
engineered products has cut his national distribution 
network from 300 firms to 96; another supplier has 
reduced his outlets from 1,200 to 325. 

But U.S. economic growth has also led suppliers to 
set up many more distributing outlets in areas where 
they felt their coverage was inadequate. This trend 
is bound to continue in many lines, though the proc- 
ess of shaking out the weaker distribution links will 
not be halted. 

Adding new distributors will always be a sore point 
between distributors and suppliers unless much more 
specific data on market potentials can be developed 
than is now available. 

Mutual trust between supplier and distributor is 
also an important factor. Said one distributor: “If 
we're convinced a supplier is not just ‘outlet hungry’ 
and has really made a study of the area, we can’t ob- 
ject to his having another distributor for potential 
we don’t reach. All we ask is that he consult us first.” 

Single-line distribution (and its complement, selec- 
tive distribution by suppliers) has been strained and 
buffeted continuously by erratic actions on the part 
of both suppliers and distributors. The system has 
prevailed because it works. 

“To appreciate what selective selling means,” said 
a sales manager of a company with both industrial 
and automatic supplies, “try selling in the automotive 
field. In one city alone we have more than 350 small 
distributors, and we estimate our selling costs in the 
automotive lines are double what it costs to market 
our industrial lines.” 


> Factory branch warehousing is a natural jumping off 
place for direct selling, but so far it has been used 
primarily for a different purpose. Most suppliers sell 
ing through distributors have added regional branches 
with reluctance, in response to pressures of logistics, 
coverage and competition. 

Small distributors, lacking capital, have not been 
able to stock sufficiently for competitive selling with- 
out factory backup stocks in many areas. Even larger 
firms have discovered they needed some backing for 
their biggest customers—for example, missile plants 
demanding specials for immediate delivery. 

Factory branches are a burdensome expense, and 
the day may come when most of them can be elimi- 
nated in some lines due to lower costs of jet air freight 
(see preceding page). Meanwhile their numbers will 
undoubtedly increase in the early 60’s, and both sup- 
pliers and large distributors will philosophically accept 
the fact that they are needed. 

They will prove to be a thorn in the industry’s side, 
however, if (1) distributors start using them as stock 
bins, or (2) suppliers become tempted to justify 
branch overhead expense with “a little extra business 
on the side.” 


FACING UP TO PROBLEMS 


LL pisrrisuToRsS and suppliers ID interviewed 

A stressed these themes: 

> If distributors can’t involve themselves more closely 
with the new technology, they'll miss out on op- 
portunities of vast dimensions. 

> The industry (distributors and suppliers) must some- 
how solve the problems of volume selling to big 
customers. 

> Distributors must raise their sights and upgrade both 
their management and selling. 


Selling When Computers Write the Orders 


The Plant Maintenance and Engineering Confer- 
ence, in Philadelphia, provided a sobering preview of 
MRO procurement trends in automated plants. Here 
are some highlights of the system used for buying 
maintenance supplies in one such plant today (Gen- 
eral Electric’s Applicance Park in Louisville, Ky.) : 

Monthly Maintenance Expense Reports from a 

large scale computer showing material usage dollars 

by section and equipment number. 

Monthly tool crib analysis showing balances and 

usages by thousands of material item codes. 

Weekly Re-order Report to spot all items that have 

dropped below their minimums—plus unit prices 

and year-to-date usage. 

Material Receipts Report to show receipts in each 

material class (i.e., V-Belts, Bearings, General Hard- 

ware, Etc.). 

Material Quote Report to break out all materials 

and prices by their vendors. 

In the future, more and more specific output data 
can be expected from the computer, according to J. W. 
Cherol, the G.E. plant engineer who gave the paper 
at the Maintenance Show. Among projects that are 
planned: 

More data on the ideal ratio of planned and unplan- 

ned maintenance on specific pieces of equipment. 

More accurate long-term usage forecasts to aid sched- 

uled buying of supplies. 


More to Talk About Than Products 


The effect of plant developments like this on dis- 
tributor salesmen in the 60’s isn’t hard to visualize. 
Salesmen will be dealing with plant personnel whose 
everyday concerns go far beyond the mere fitting of 
tools to machinery and seeing that it runs. Plant en- 
gineers will have highly accurate data on usage and 
performance of specific tools, and will be inquiring 
much more often about new tools to do a better job. 

Store managers will have computer-tabbed reports 
on costs of carrying inventory, and much more urgent 
needs for price and lead time information. 


The Price of Opportunity > 





MORE STUDY of technology and applications will be man 
datory for supply salesmen in the 60's. They will be intro 
ducing many more new products 


Salesmen who can't supply the answers these skilled 
professionals require will be of little use to them ex 
cept as errand-runners, if indeed they ever do gain 
entry into larger plants. ‘Those who can demonstrate 
ibility to do even more than is required to get by— 
for example, make constructive contributions to a 
linear programming project or a value analysis experi- 
ment—will certainly leave their more pedestrian com- 
petitors behind them. 

Selling problems at this level have already been 
cncountered by many of today’s salesmen calling on 
big plants. The point is that tomorrow’s salesmen 
will run across them much more frequently, and not 
only in large plants 


Reaching for a Higher Level 


“What it really adds up to,” the head buyer of a 
large electronics company told ID, “is that tomorrow’s 
supply salesman must be used to working on a higher 
level. He’s got to see the engineers and have some- 
thing definite to talk about. And the buyers who can 
give him entry will know at once if he is qualified, 
because they also will be trained professionals in either 
engineering or administration.” 


Big Buyers: Two Conflicting Trends 


he new professional approach to MRO procure 
ment is having contradictory effects. Contract buying 


has led to destructive price breaks in some large plants, 


while in others it shows promise of opening the door 
to a new opportunity for distributors. 


The Distributor as Broker . . . 


At a plant where price auctioneering had all but 
ruined prospects for distributors, this is what the chief 
buyer had to say: 

“IT am not against the distributor system, but I am 
definitely against the price system. The idea seems 
to be to give distributors big accounts for which they 
do no work to subsidize their small accounts. Many 
of these supply firms aren’t equipped to handle big 
plants. ‘They don’t stock enough, and I have to call 
the factory anyway for technical help. 

“What's more, I never know where I stand because 
every segment of the supply industry has a different 
way of operating. Some lines are one-priced and 
others go by quantity. Some suppliers sell only 
through distributors, others go direct, and others are 
doing both.” 


... or the Distributor as Warehouse 


But in another industry, a large plant has made 
distributors a primary resource. “We are getting out 
of the supply business,” said its head buyer, “because 
we think distributors are, or can become, equipped 
to handle it for us.” 

By this, he meant that he had abandoned almost 
all his MRO stores function and was relying on picked 
distributors to do his stocking for him under contract, 
and provide the necessary services. He testified this 
had saved the plant large sums in carrying costs, and 
further savings had been realized from more stream 
lined operations in the purchasing and stores depart 
ments. 

Furthermore: “We are trying to build a relation 
ship with good distributors that isn’t based on price. 
We will save much more by making distributors per 
form their functions fully than we could ever save 
on price concessions.” 

Big plant buyers are becoming more and more alert 
to the hidden costs of carrying MRO supplies. What 
will it take te convince more of them that industrial 
distributors can serve them? 

Some distributors think quantity pricing should be 
extended to more lines. Others, that a scale of prices 
for every type of service should be drawn up and 
adhered to, so each buyer could choose the services 
lie wanted and pay for nothing else. ‘Thus, the plant 
that needed only expediting would pay less than plants 
that required local backup stocks and midnight service 
calls. 

Every major buyer ID interviewed said much of 
the price confusion would subside if distributors would 
cost-account their service to each customer. None 
had heard of a distributor who was pursuing such 
a project. 

What tomorrow’s major customers will be looking 
for in distributors was probably best expressed in the 
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WHAT'S THE OPTIMUM RE-ORDER POINT? Tomorrow's big-plant buyers will be getting answers to this question from 


computers 
sis and to take an interest in their total buying costs, not price 


following comments by a big-plant buying executive 

“The day is not far off when we will want to inte 
grate our procurement so closely with our supplies 
vendors that they'll use our punched cards to run 
off releases automatically on their own office equip 
ment. These distributors will help us with our stock 
level problems as well as our product problems. Their 
executives will deal with executives in our company 
who have broad responsibility for materials manage 
ment: stock, value analysis and long-range planning. 
Their salesmen will deal directly with trained stores 
managers. 

“In short, distributors will be dealing on a different 
level. They won't be seeing people they can sell on 
price. The distributor who can handle this responsi 
bilitv will have to be a leader in his community and 
his industry.” 


Joint Project for the 60's 


How can the industrial supplies industry raise its 
sights to this and other challenges of the 60's? Lead 
ing distributors and suppliers agree the project has 
to be a joint one, with suppliers sharing no small 
part of the task of re-training distributor salesmen 
and promoting lines that fit the new technology 


Order Taker as the Vanishing American 


It’s obvious that industrial selling can’t be auto 
mated, though many phases of pure order taking can 
How qualified are today’s industrial salesmen to han- 
dle the creative selling function in tomorrow’s plants? 


They'll expect industrial distributors to be conversant with broad problems of materials management and value analy 
alone 


(Inside salesmen, too, will need a higher level of 
Their role becomes increasingly impor- 
tant as outside salesmen concentrate more on new 
products and unusual problems, rely on inside coun- 


proficiency. 


terparts to handle routine orders.) 

Most distributors are confident their sales forces 
can adapt themselves to new technology and methods, 
provided training programs are expanded with the 
help of manufacturers. Not all believe that hiring 
college graduates is the answer. Said one distributor: 
“Some salesmen I have seen can recommend dead- 
reckoning applications, something like the bumble- 
bee which aeronautically cannot fly, but knowing 
nothing about this theory, the bee goes right ahead 
and flies.” 

Distributors are banking on the trend to specializa- 
tion by selected lines to raise the industry’s level of 
selling know-how. “The era of the catalog-type sales- 
man is passing,’ one distributor observed. “He is 
the vanishing American.” 

Suppliers are less optimistic. ‘They are concerned 
about distributor salesmen’s motivation. 

“Resistance to learning;” “tendency to shy away 
from new technology;” “need for good old-fashioned 
sales drive” were among the basic problems cited by 
manufacturers’ sales managers where distributor sales- 
men are concerned. Said one sales manager: “I’m 
sure the technical problems can be solved. What's 
needed is to find out what makes salesmen want to 
sell creatively. I feel we are not getting the mes- 
The image of the supply salesman has 
got to be changed, and changed fast, from that of a 
general line man to that of a specialist in his lines.” 


Sage across. 


Tomorrow's “Integrated” Marketing > 





/ 


ELECTRONIC ORDERING MACHINES can help dis- 
tributors and suppliers integrate more common functions, 
ittack bigger marketing problems on the 60’s jointly. 


More and better factory schools, including “ad- 
vanced” schools for distributors’ specialist salesmen, 
higher calibre of leadership and teaching to imbue 
all salesmen with the new technology—these are vital 
objectives for the 60’s. Among today’s most notice- 
able deficiencies in sales training: too little emphasis 
on salesmanship, as opposed to pure technology; fail- 
ure to expose distributor salesmen to outside experts 
who could help them, in subjects like psychology and 
communication; no training in handling blanket orders 
and the new developments in purchasing, or in dis- 
tribution cost analysis. 


Joint Projects for the 60’s 


Other urgent projects that leading distributors and 
suppliers think deserve top priority: 


> Streamlining inventories: Both distributors and sup- 
pliers should focus more attention on interchange- 


ability of components. A supplier, for example, can 
make a standard base to which various parts can be 
attached; distributors then give up stocking various 
assemblies, carry only the components to assemble 
as their customers require. 


> Coordinated ordering: Will automatic ordering and 
stock control systems soon be practical for companies 
of all sizes? Many members of the industry think the 
time is ripe for distributors and suppliers to work to- 
gether much more closely in coordinating their stocks. 
A supplier now using punched card order forms, for 
example, could eventually link up directly with many 


of his distributors by means of “common language” 
media. Both could use air freight more efficiently to 
cut warehousing costs. 


>» Management: Insufficient knowledge of costs, lack 
of purpose and direction, neglect of up-to-date tech- 
niques and lack of creative merchandising power are 
the management deficiencies that leading distributors 
and suppliers think are holding up the progress of 
supply firms. Distributors themselves, of course, must 
shoulder most of the responsibility for making their 
operations shipshape. But it’s also apparent that 
leading suppliers could do much to kelp distributors 
convert to modern methods. For example: Some sup- 
pliers already have distributor advisory councils. There 
could be more such bodies, and their functions could 
be broadened to embrace such problems as training 
and recruiting methods, ways to re-organize for key- 
line selling, techniques for stock control. (In the elec- 
tronics field, several suppliers have recently organized 
distributor management courses.) 

Two leading manufacturers within the past three 
years have provided the industry with basic procedures 
for analyzing costs of handling lines and customers. 
More projects of this nature are sorely needed in such 
areas as market potentials, selling costs, budgeting 
and planning ways and means of quantity order 
pricing. 


Time to Set a Course 


Said one supplier-manufacturer: “Distributors seem 
to float or drift without fixed guidance. Major deci- 
sions apparently just happen without any understand 
ing of the implications.” 


Distributors are equally critical of some suppliers’ 
failure to adhere to selling policies. 

In an era of upsetting changes, neither distributors 
nor suppliers can afford to drift. 


Distributors must take on new and exotic lines—for 
example, plastics ceramics, electronics, fluid power— 
or forfeit the chance to compete in the fastest grow- 
ing segments of the market. 


They must adapt to new buying trends, and turn 
blanket ordering to their advantage through more 
ingenious, higher-level selling, or lose a once-in-a-life- 
time opportunity to get established as big industry's 
major source of MRO supplies. 


Both distributors and suppliers need to adopt a 
broader view of distribution as a single coordinated 
process linking the maker to the user. They must 
improve communication in the industry, work closely 
together toward the common profit goal. 

If this is done in time, industrial distributors will 


discover that the coming changes of the 60’s contain 
enormous opportunity. 
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This one-man hoist is a rigger’s or mill- 
wright’s pride and joy! The % and 1-ton 
sizes are shoulder-weight—easily carried up 
ladders, accessible to almost any tight corner, 
portable to practically any place in the shop. 
Other sizes up to 6 ton capacity offer similar 
weight and utility advantages over conven- 
tional spur geared hoists. 

The Zephyr line also includes (1) plain 
and geared Army-trolley units with swivel- 


action trolleys that traverse minimum radius 


curves freely; (2) headroom-saving, clevis- 
connected trolley hoists that eliminate 
casual hoist removal. Construction and 


mechanical features of all Zephyrs are noth- 
ing short of superb. Complete details are 
given in the new Chester Hoist catalog. It 
also includes full data on all Chester hand 
and electric hoists and overhead I-beam 
trolleys. Write for your copy today. 


CHESTER HOIST DIVISION, The National Screw & Mfg. Co. 
LISBON, OHIO 


—— 





‘ational’, 


ex! 


dais f/, ‘eat 


Chester Hoists 
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U.S. TOTALS 


November 1959 
Compared with 


October 1959 


-6% 


November 1959 
Compared with 


November 1958 





First 11 Mos. 1959 
Compared with 


First 11 Mos. 1958 
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Supply Sales Trend 


Final Figures for November 1959 





November 1959 
Compared with 


October 1959 


November 1959 
Compared with 
November 1958 


First 11 Mos. 1959 
Compared with 
First 11 Mos. 1958 





NEW ENGLAND: 
Conn., Me., Mass., 
N. H., R. 1., Vt. (33*) 


Bridgeport-Hartford-Spring- 
field Area 


MIDDLE ATLANTIC: 
N. J... N. ¥.. Pa. €38) 


Metropolitan New York- 
northern New Jersey 


Western New York; Buffalo- 
Rochester-Syracuse-Bing- 
hamton 


Philadelphia-Trenton-Wil- 
mington Area 


Pittsburgh-W heeling 
Youngstown Area 





~ 8% 


-11% 
- 3% 

% 

— 7% 


-10% 


+12% 








+21% 
+23% 

+17% 
+17% 
+17% 
+20% 


+13% 


+23% 


+24% 
+15 % 

+14% 

+14% 


+15% 


+18% 
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“We agree... for profit, for sales, 
Yarway is a great line to handle” 


Q. Mr. Foote and Mr. Kindelan, as 


Vice Presidents of Braman, Dow 
& Co., tell us straight from the 
shoulder your opinion of the 
Yarway Impulse Steam Trap line. 


(Mr. Foote) In the first place, we 
asked to handle the Yarway line— 
over 20 years ago after we'd seen 
the Yarway Trap advertised in 
magazines. We’ve never regretted 
it—one big reason being the excel- 
lent profit margin. 


(Mr. Kindelan) Besides that it’s a 


fine line to sell. Yarway is the 
steam trap of tomorrow—for 
modern plants. Customers want 
Yarway. This gives us a real ad- 
vantage. Right now all our busi- 
ness is increasing, but Yarway is 
increasing at a higher rate than 
our overallaverage. I'd say Yarway 
Traps and Strainers are one of our 


most important lines. 
(Mr. Foote) I'll agree to that, too. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue 
Philadelphia 18, Pa. 


David S. Foote (1) Vice 
President, Purchasing, 
and Stephen E. Kindelan 
(r) Vice President, Sales, 
Braman, Dow & Co., 
Boston, one of the oldest 
aw 1848) and 
largest Industrial 
Distributors in New 
England 


Through these doors 
pass some of the best 
steam trap orders in 
New England 


OVER 1,300,000 YARWAY IMPULSE STEAM TRAPS ALREADY SOLD. 
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November 1959 
Compared with 
October 1959 


November 1959 
Compared with 
November 1958 


First 11 Mos, 1959 
Compared with 
First 11 Mos. 1958 





EAST NORTH CENTRAL: 


Ill., Ind., Mich., 
O., Wis. (89) 


Indiana 

Wisconsin 

Chicago Metropolitan Area 
Detroit-Toledo Area 


Cleveland-Akron-Erie Area 


WEST NORTH CENTRAL: 


la., Kans., Minn., 


Mo., Neb., N. D., S. D., (24) 


Kansas-Western Missouri 


SOUTH ATLANTIC: 
Del., D. C., Fla., Ga., 
Mid., N. C., S. C., Va., 
W. Va. (37) 


EAST SOUTH CENTRAL: 


Ala., Ky., Miss., 
Tenn. (15) 


WEST SOUTH CENTRAL: 


Ark., La., Okla., 
Tex. (33) 


Houston 


Dallas-Fort Worth 


MOUNTAIN: 
Ariz., Colo., Id., 
Mont., Nev., N. M.., 
Ut., Wyo. (12) 


PACIFIC: 
Cal., Ore., 
Wash. (43) 


Los Angeles-San Diego Area 


Oregon 
Washington 





- 3% 
—17% 
—14% 
— 5% 
i QO% 


— 6% 
NO CHANGE 


—10% 


- 8% 


-10% 
-10% 


+ 8% 
—11% 


+ 9% 


-14% 


— 6% 
—25% 


—21% 





422% 


+ 9% 
+22% 
+19% 
+35% 
+30% 


+12% 


+ 3% 


+16% 


415% 


+ 9% 


#31% 
+19% 


- 1% 


+12% 


+ 9% 
+21% 
+12% 





428% 


+17% 
+31% 
+28% 
+38% 
+23% 


+18% 


+13% 


415% 


415% 
+15% 


+) T% 
+28% 


+18% 


422% 


+19% 
+21% 
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Your customers’ tooling requirements needn’t put you “over a 
barrel.”” As a V-R distributor you can be prepared to supply the 
proper tool for machining practically any material at any speed. 


...over a 
barrel ? 


V-R Carbide .. . plus V-R Tantung . . . plus Ceramic VR-97... 
plus the best in toolholders form an unbeatable combination 
to fill your customers’ tooling needs. 


Only as a V-R distributor can you supply this widest range of 
cutting tools .. . and you simplify your ordering, stocking 
and pricing by dealing with only one source. 


Write for complete information. A choice 
territory may be open in your area. 


CREATING THE METALS THAT SHAPE THE FUTURE 


VASCOLOY-RAMET 








CARBIDE 
BLANKS, INSERTS, 
BRAZED TOOLS 


TANTUNG 
. S$OUD TOOL BITS, 


CERAMIC 
INSERTS 


TOOLHOLDERS — 
SOUD BASE AND 
ELEVATOR 


FACE MILL 
CUTTERS 
WITH THROW- 


aa 


—| CUT-OFF BLADES, >> 
a TIPPED TOOLS rT 
CAST-TO-FORM | |i 

SHAPES ye 


TYPE 


AWAY 
INSERTS 





878 MARKET STREET 
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The Outlook for Business 


By The Economics Department, McGraw-Hill Publishing Company 


Depreciation !n The 60's 


D' PRECIATION will have an important bearing on the 
volume of spending for new plant and equipment 
in the 1960s. ‘The reason is that depreciation provides 
1 reliable flow of cash to business, and this cash is 
normally used to finance capital expenditures. And 
many authorities on depreciation believe that current 
depreciation allowances fall far short of the need for 
funds for replacement, because of inflation in the 
prices of construction and replacement. 

flow much will American business have available 
for capital expenditures from depreciation allowances 
\ccording to the U.S. Depart 
ment of Commerce, depreciation allowances for all 
corporations added up to $19.9 billion in 1958. A 
McGraw-Hill survey last spring indicated that these 
allowances rose 6 per cent between 1958 and 1959 
hus, they are running about $21.2 billion this vear 


over the next decade? 


Based on respondents’ answers to questions on the 
course of future depreciation allowances, it was esti 
mated that they would increase about 14 per cent 
between 1959 and 1962. On this basis, depreciation 
allowances would total $24.1 billion three vears from 
how. 


Increased Plans For Capital Spending 


Events since the survey lead us to expect that 
depreciation allowances will increase slightly more 
over the next three years than was estimated at the 
time of the survey in 1959. When companies re 
ported estimates of future depreciation allowances to 
us last spring, they based these estimates on quite 
conservative plans for capital expenditures in 1960, 
1961 and 1962. Business has since increased its plans 
for capital expenditures. Our latest check-up on capi 
tal spending plans released November 13, indicates 
that business now plans to spend several billions more 
on new plant and equipment in 1960 than it planned 
to do when surveyed last spring. Plans for 196] also 
ire up more than $1.5 billion since our spring survey. 


These increases in the amount of plant to be depre 


ciated will result in increased depreciation charges, 
reaching, we think, a level of over $25 billion by 1962. 

We expect that depreciation allowances will con 
tinue to mse in the next decade. This will be so 
despite the gradual exhaustion of the fast amortization 


certificates under the program to expand production 
facilities initiated during the Korean War. Under 
this rapid amortization program, certificates authoriz 
ing five-year amortization were granted for facilities 
costing over $35 billion. Over $20 billion of this was 
eligible for fast write-offs, and most of this amortiza 
tion has now been used up. But with few exceptions, 
such as the steel industry, the increase in regular 
depreciation has been so great that the over-all total 
of depreciation and amortization has continued to rise. 


Rapid Rise in Depreciation Allowances 


In the last few years, depreciation allowances of 
U.S. corporations have been increasing at an averag 
rate of about $1.4 billion per year. We expect that 
this rate of increase will continue into 1962. ‘Then 
we expect it to accelerate as, in our view, the period 
1963-1969 will be one of rapid additions to the stock 
of depreciable plant and equipment. ‘The reasons 
are basically the expected growth in population and 
the wave of research and development that is filling 
the future with new products and processes. By 
1969—as they get to charging off depreciation on all 
this additional plant and equipment—corporations 
will probably have depreciation allowances totaling 
about $37 billion, or about 75% more than in 1959. 

At this point we enter a “hen or egg” discussion. 
Depreciation funds result in capital spending. But 
a high level of capital spending creates higher depre 
ciation charges for the future. But these increased 
depreciation funds will facilitate further rise in capital 
spending etc. 

But we won't pursue this reasoning to the point 
of madness. C-pital investment is to some extent 

self-generating process, in that each increase in 
capital stock leads to higher replacement at some 
later date. And assuming that such replacement re- 
quirements are carefully recognized by the tax laws 
and corporate financial policy, then depreciation funds 
will be the principal way of financing the higher level 
of replacement. However, to the extent that capital 
investment depends not on replacement, but on the 
incentives for new expansion of capacity, there is 
nothing automatic about either the process of invest- 
ment or the flow of funds to support it. 
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New ARO Orbital Air Sander 


@ 8,500 R.P.M. 


@ SMOOTHER 
—less vibration 


QUIETER Save job-time and step up finishing quality with this 
* | 
pes all-new super-fast ARO Sander! Cut costs! Sands right up to 
edges. Combines workhorse stamina with precision crafts- 
# EASY GRIP she cra 
—Ats naturally to the hand| |‘ ™anship for long life, minimum upkeep. Ask your Aro Distribu- 
@ Famous ARO MOTOR tor for a free demonstration. 


Try It=— You’ll Buy It! 


@ Operates on NORMAL 


AIRLINE PRESSURE THE ARO EQUIPMENT CORPORATION 


® 
@ Backed by Bryan, Ohio 
NATION-WIDE SERVICE Aro of California, 3141 S. Grand Ave., Los AIR TOOLS 
Angeles 7, Calif.; Aro Equipment of Canada, Also Air Hoist, 
Ltd., Toronto 15, Ontario Automation Tools 
Offices in All Principal Cities 
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SPS Issues a Catalog 


Featuring Value Analysis’ 


rANDARD Pressep Steet Co., Jen 

kintown, Pa., has issued a new 
catalog in the hope of easing the 
distributor’s “call-back” problem. In 
a new publication 
“Unbrako” socket line, the 
firm has included the kind of infor 
mation “designed to answer in stride 


covering its 


SCTCW 


ec 


75% of those questions prompting 
designers and purchasing agents to 
request supplier call-backs.” 

Estimating that the average P.A. 
now spends 20% of his time recall 
ing distributor salesmen for further 
information, SPS has endeavored to 
combine in one piece of literature 
conventional catalog data, perform 
ance and application data, and sim 
plified technology. Thus, according 
to SPS, the 82-page publication 
“provides a one-source reference for 
value analysis by a P.A.” 


The catalog has three parts: 
© Availability 
of socket screws, with data on size 


and specifications 
and material on an item grouped on 
a single page or section 

detail 
physical and mechanical properties, 


P Engineering sections 
typical fatigue curves, recommended 
“This data,” 
says SPS, “helps the buyer evaluate 
how much fasteners can be expected 


seating torques, etc. 


to do under working conditions.” 

\ sub-section headed “True Cost 
of a Screw,” for example, shows why 
physically stronger screws may add 
up to substantial product savings or 
simpler designs. 

> Simplified technology of fasten 
ers—explaining range of platings 
and surface treatments, and what 
each type of plating is fot 

Distributor reaction to the 
log has, according to SPS, been 


enthusiastic. George L. Huber, sales 


cata 


Rochester’s 
Owen Co., says: 


manager of Chapin 


“This catalog is 
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George I 
Rochester, N. Y., study SPS catalog 


the answer to a plant man’s dream. 
\nd the value analysis angle is par 
ticularly important in the fastener 
business because of the price com 
petition. This book will help us 
meet that problem.” 

Huber scheduled a special meet 
ing of inside and outside salesmen 
to examine and discuss the catalog. 
Also, he has instructed salesmen to 
deliver copies of its personally to 
selected people in the plant they 
contact. The catalog features re 
minders to buyers printed through 
out that “Unbrako products are 
available from your local distribu 
tor.” 





Advertisers’ Survey Probes 
Industrial Buying Motives 


been 
A 124-page report is- 
sued by the Industrial Advertising 
Research Institute (an affiliate of 


(he industrial buyer has 


unmasked. 
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Huber, sales manager, and Richard Carlson, assistant, Chapin-Owen Co., 
“Answers plant man’s dream,” says Huber 


the Association of Industrial Adver 
tisers) contains the results of a two 
year “in-depth” study of industrial 
purchase decisions. ‘Titled “Motives 
in Industrial Buying,” the report 
covers 58 buying influences in 24 
companies, and includes verbatim 
interviews with purchasing agents, 
engineers, and production and man 
agement people. 

In making the study, the IARI 
used the widely-known “motivation 
research” technique, whereby the 
“why’s” of behavior can be probed 
and brought to the surface. ‘This 
study is one of the very few in 
stances where the technique has 
been applied to industrial buying 
behavior. Conventional surveys em- 
ploy direct questioning, but moti 
vation research requires the services 
of a qualified psychologist to frame 
questions and evaluate answers. 

Here are some of the buyer atti 
tudes elicited by the IARI’s study: 

> There are more favorable atti 





tudes towards sellers than unfavor 
able. It appears that there are im 
ages of the selling company in the 
mind of the buyer. He is concerned 
with whether the seller is genuinely 
interested in the buyer’s problems 

> While there is evidence of loy 
alty to certain suppliers, there is 
also evidence of an open-minded 
ness regarding change. 

P Ouality of a product is more 
often a deciding factor than is price 
in the final purchase decision. But 
other factors (price, delivery, etc.) 
also determine the decision. 

> Among buyers, there is a slight 
preference for large suppliers. This 
means the small supplier may have 
to convince the buyer that he can 
offer as much assistance 

P Only a third of the buyers in 
terviewed indicated that the sup 
plier’s location has any real influence 
on their decisions. Actually, it is 
the service that the seller can pro 
vide which is more important. 

> More than half of the buyers 
interviewed could not think of any 
company which was better in terms 
of salesmen, sales policies and serv- 
ice. Superior companies along these 
lines were described as providing 
fast, prompt service. Indirect ques 
tioning brought out factors more 
related to the individual character 
istics of company salesmen. 

P Superior salesmen were de- 
scribed as “experienced,” “good en 
gineers,” “keep customers informed 
as to new trends,” and “provide 
service.” At the same time, sincer- 
ity, intelligence, and honesty are fac 
tors in judging salesmen. 

Among the numerous personality 
traits of buvers revealed by the sut 
vey, “superior phobia” stood out ix 
more than half the cases—that is, 
the fear of having those above dis- 
agree with a purchase decision. 





Browning Has Catalog 
On “’Gearbelt” Drives 
Browning Mfg. Co., Maysville, Ky., 
has issued a new catalog on its 
“Gearbelt” drives. In addition to 
specifications on hundreds of stock 


items of Gearbelts and pulleys, the 
publication contains design and in 
stallation suggestions, engineering 
data, and examples. It contains, 
also, tables of numerous stock drive 
combinations. 





Lunkenheimer’s ‘Catalog 60” 
Covers Firm’s Full Line 


Lunkenheimer Co., Cincinnati, has 
issued “Catalog 60,” a hard-bound 
423-page publication covering its 
full line of valves, lubricating de- 
vices, locks, and specialties. 

The catalog contains full descrip- 
and detailed illustrations of 
various items, together with a 44- 
page section on engineering data. 
According to the company, the lat 
ter is intended to present the infor- 


tions 


mation most commonly used in 
specifying valves for piping systems. 

The publication contains, also, a 
brief preface describing the func- 
tions of distributors. Headed “For 
Dependable Service You Can't 
Match a Lunkenheimer Distribu- 
tor,” this section explains the sales 
and service resources of distributors, 
Lunkenheimer’s training program, 
and distributors’ inventory policies. 





Deming Promotion Kit 
For Its Distributors 


Deming Co., Salem, O., recently 
made available a new sales promo- 
tion kit for its industrial pump dis- 
tributors. The package consists of 


trends and 
sales aid: 


five four-page folders, four of which 
feature the most popular pumps. 
The fifth folder is a general pres- 
entation of several of the firm’s 
pumps. 

The folders are blank on the 
front, permitting Deming to print 
the distributor’s letterhead 
personal letter signed by the dis 
tributor. ‘The distributor can pre 
pare his own letter or make a choice 
of one of several prepared by Dem 
ing. The company then will mail 
a series of two or three of the im- 
printed folders to a list provided by 
the distributor—at mailing intervals 
specified by the distributor. 

Return postcards with the dis- 
tributor’s address are included with 


and a 


each mailing so that all inquiries 
come back to the distributor. 





SALES AIDS 


TUBING—Norton Co., Worcester 
6, Mass.—Bulletin on uses and tech- 
nical specifications of fused magne- 
sium oxide, aluminum oxide and 
zirconia thermocouple tubing used 
in aircraft turbines, atomic reactors, 
etc. 

FASTENERS—Townsend Co., Ell 
wood City, Pa—Brochure on pro 
duction facilities, plants and prod- 


ucts of newly-organized engineered 
fasteners div. 

FITTINGS—W eatherhead Co., 128 
W. Washington Blvd., Fort Wayne, 
Ind.—Bulletin on “Tef-Seal” nuts 


for eliminating leaks on 


pipe 
threads. 
RATCHET WRENCH — Imperial 
Brass Mfg. Co., 6300 W. Howard 
St., Chicago—Bulletin on “Kwik 
Tite” ratchet wrench for tube fit 
tings, pipe fittings, etc. 
FASTENERS — Stanley - Humason 
Inc., 33 Stafford Ave., Forestville, 
Conn.—Folder on fastener products 
custom service. 
CUTTING TOOLS-—M. A. Ford 
Mfg. Co., 1545 Rockingham Rd., 
Davenport, Ia.—Bulletin on four se- 
ries of solid carbide drills and series 
of solid carbide reamers. 


(Continued on page 167) 
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What it means to distribute 


One of the broadest 
lines in the industry 


The best material worked 


to High Quality Level 


RBé&W bolts start with top-quality rod, 
properly pre-conditioned for bolt mak- 
ing in our own plants under our own 
control, and then cold headed on ma- 
chines operated by some of the most 
experienced men in the business. 
Each RB&W fastener is exactly like 
its brother: strong, clean-threaded, 
standard. They satisfy customers. 


Thousands upon thousands of different 
types and sizes of fasteners are made 
and stocked at RB&W plants. It’s one 
of the most complete lines in its field. 
It’s on tap for a hurry-up order from 
you... you never need to lose a sale 
because you can’t get the item. This 
is breadth of line that satisfies every 
customer requirement. 


RUSSELL, BURDSALL « WARD 
BOLT AND NUT COMPANY 


Port Chester, New York 
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-RBeW FASTENERS 


Service and 
sales support 


Personal service is supplemented by 


printed sales aids for your use . 
backed by influential advertising in 
magazines that are widely read among 
your potential customers .. . initiated 
by leadership in such programs as “no 
spill” packaging, hex and hex, etc. This 
is support that’s sure to help satisfy 
your own sales quotas 


11Sth year 


You profit from 
modern pricing systems 


NEW 
LIST PRICES 


'VE oc TOBSER 
Oe 


A new program of pricing simplifica- 
tion speeds your paperwork . . . saves 
time on figuring costs and prices. Now, 
all popular products are priced to you 
by one list price and one simple dis- 
count. And we’ve modernized fastener 
terminology to end confusion and 
error. It all helps make handling of 
fasteners more profitable for you. 


Plants at: Port Chester, N.Y.; Coraopolis, Pa.; Rock Falls, 
lll.; los Angeles, Calif. Additional sales offices at: 
Ardmore, (Phila.), Pa.; Pittsburgh; Detroit; Chicago; 
Dallas; San Francisco. Sales agents at: Cleveland; Mil- 
waukee; New Orleans; Denver; Fargo. 
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* NEWS +: 


F. Marsena Butts, Past NIDA President, Dies 


I’. Marsena Butts, 72, president 
and treasurer of Butts & Ordway, 
Co., Cambridge, Mass., and a past 
president of the National Industrial 
Distributors 
uary |. 


Association, died Jan 
In addition to having been associa 
tion president in 1947, Mr. Butts 
was on the board of governors of 
NIDA. Also until his death he was 
Area 1 representative on _ the 
nominating committee. 

He was a past president of the 
New England Automotive Whole- 
salers Association, and past presi 
dent of the New England Iron and 
Hardware Association. 

Mr. Butts was graduated from 
Amherst College in 1909. In 1949 
he received the Alumni Medal for 
eminent service. 

During World War I he was a 
captain in the Army 
Department. 


Ordnance 


He was a member of the execu- 
tive committee of the National 





F. Marsena Butts 


Braille Press, and a former member 
of the Newton School Committee. 

In 1952 and 1953 Mr. Butts was 
director and clerk of the Cambridge 
Chamber of Commerce. 

Mr. Butts is survived by his wife 
Louise Butts, a daughter Nancy 
sons, M. 
Butts, 


, two 
Parker and Frederic H. 


and five grandchildren. 





Mid-Continent Supply Co 
Realigns Field Organization 

Mid-Continent Supply Co., Fort 
Worth, announced changes 
in its field organization. 

J. P. Jones was promoted to man 
agement coordinator-administrative. 
Mr. Jones will 
ment 


‘Texas, 


furnish manage 
administrative 
direction to the departments which 
handle purchasing, traffic invoicing, 
pricing, and automotive equipment 

J 4 


the new 


liaison and 


Elmore was promoted to 
position of, management 
coordinator, equipment 

H. D. Powell was named manager 
goods; R. M. 
sales, drilling 
used, W. S. 


sales, 


of sales, tubular 


Flippo, 


manager of 


equipment, new and 


Jones used 


manager of 
and J. H. man 


ager of sales production equipment 


materials; Kenyon, 
and gencral supplies 


120 
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RK. S. Weilman was appointed 
manager of materials with head- 
quarters in the Fort Worth general 
offices. Vann Campbell was named 
general service manager in Fort 
Worth; he will head the newly 
formed service department. L. A. 
Brown, formerly of Unit Rig & 
Equipment Co., assume the 
duties of assistant general service 
manager under Mr. Campbell. 


will 





Star Supply Company 
Holds Open House 

The Star Supply Co. San 
Antonio, ‘Texas, held a full week 
of open house, November 30 to 
December 5. 

Ihe new machinery and suppl 
located at 4017 Fredericks 
Road, will be headed by 
LaMar Bob Cichon. 


firm, 
burg 


Maurice and 
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Central Supply 
Spring Meeting 
Scheduled April 20-22 


The Central Supply Association’s 
Spring Meeting will be held in 
Chicago at the Palmer House, April 
70) rea 

The meeting will include member 
workshops, conference booths, mem- 
ber business meeting, industry re- 
ports, outside speakers, and a ban- 
quet and show. 

Reservation may be 
tained by writing to the Central 
Supply Association, 221 N. LaSalle 
Street, Chicago 1, Ill. 


forms ob- 





Hucksters Group 
Elect 1960 Officers 


Bob Cloonan, Armstrong Bros 
Tool Co., was elected president of 
the Hucksters, Chicago supply sales- 
men’s organization. The group will 
mark its 10th anniversary in March. 

Other officers elected were Landy 
Fuqua, Standard Pressed Steel Co., 
Phil Whittemore, 
Paul Boehn, Skil 
Mr. Cloonan had 
been vice president. 

Bud Schlitt, former 
and Russ Rasmussen, 


vice president; 
secretary; and 
Corp., treasurer. 
secretary, 
were named 
co-chairmen of the social entertain- 
ment Henry Michgel 
Co., was 
golf committee. 


committee. 
Allen Mfg. 


chairman of the 


son, named 


at tm 


Robert Cloonan 





Crane Co. To Purchase 
National-U. S. Radiator 
Management To Remain 


Crane Co. into an 
greement to acquire the operating 
assets of National-U. S. Radiator, 


according to an announcement by 


has entered 


ofhcials of the two companies. 
National-U. S. is to receive more 
than $15 million in cash for its as 
sets. National-U. S. will 
accounts 


retain its 
receivable, investments 
and cash. 

According to Mr. Evans, 
man of Crane Co., Crane Co 


operate the business as a subsidiary 


chair 
will 


or a division, retaining present Na 
tional-U, S. management and em 
ployees, under ‘Tom B. Focke, Na 
tional-U. S. president. 

National-U. S. 
and air 


sales of heating 


conditioning equipment 
powdered metals and special fabri 
cated products amounted to approx 
imately $54 million in the 


ended March 31, 1959. 


VCal 





Songer Named President 
By Crane Co. 
Wesley A. Songer 
president and chief administrative 
officer of the Crane Co. He 
formerly executive vice president 


was elected 


Was 


Ihe new president, before join 


ing Crane, was executive vice 
president of American Safety Razor 
Corp, and earlier had served on the 
president's staff of the General Elec 


tric Co 


Wesley A. Songer 











Marshall Supply Names Three Officers 


J. H. Dilbert F. C. 


Joseph H. Dilbert elected 
president of Marshall Supply & 
iquipment Co., ‘Tulsa, Oklahoma, 
succeeding W. Perry Marshall, Jr. 

Mr. Marshall, when he died June 
5, 1959, was first vice president of 
he Southern Distribu 


Was 


Industrial 
tors Association. 

\lso elected to new posts were 
I'red C. Robins, to vice president, 
ind Duncan C, Brown, to secretary 
treasurer. 


Mr. Dilbert was instrumental in 


Robbins 


D. C, 


Brown 


the formation of the Oklahoma In- 
dustrial Distributors Association, 
and had served as its president and 
as director. He joined Marshall Sup- 
ply shortly after the war. In 195] 
he was named vice president and 
sales manager. 

Mr. Robins joined the company 
in 1940; he was appointed treas- 
urer in 1953. He had been with 
Gates Hardware and Supply. 

Mr. Brown was appointed office 
manager and controller in 1946. 





William H. Morgan To Head 
Electric Overhead Crane 
William H. Morgan, president of 


Morgan was 


Engineering Co., 
elected president of the Electric 
Overhead Institute, Inc. at 
the institute’s annual meeting. 
William W. Peattie, Northern 
Engineering Works, Detroit, 


named 


Crane 


was 
president. John S. 
Jackson, Shepard Niles Crane & 
Hoist Corp., Montour Falls, N. Y.; 
Robert FI. Rice, Whiting Corp, 
Harvey, Ill., Harold H. 
Bansau, Conco Engineering Works, 


Mendota, I] 


vice 


and 


, were elected directors. 





Armco Steel Names Quail 
Distribution Vice President 


The Armco Steel Corp. elected 
Wallace B. Quail vice president in 
charge of distribution. 

Mr. Quail had been vice president 
of sales for the Armco division since 
1958. He will be succeeded in that 
post by Murray B. Wilson, formerly 
manager of the 


division’s central 


sales area. 
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J. E. Dilworth Co. 
Names Davis Sales Manager 

K. I. Davis, J. E. Dilworth Co., 
Memphis, manager of the cutting 
tool and abrasive department was 
promoted to sales manager. 

Mr. Davis started with J. E. Dil- 
worth in 1947 as a trainee. He has 
worked in all departments of the 
company since then. 





Robert D. Weiser 
Elected President 
Minnesota Bearing Co. 


Robert D. Weiser, sales manager 
of the Bearing Co, 
Minneapolis, was elected president 
to succeed J. K. Weiser 

Mr. Weiser, 28, started with 
Minnesota Bearing in 1946, while 
a student. In 1952, he became a 
full-time salesman for the firm. 
1936, Minnesota 
Bearing has branches in Minne 
apolis, St. Paul, Hibbing, Duluth, 
Fargo and Sioux Falls, and is 
afhliated with Dalton Gear Co., 
and ‘Thomas Machine Co, both of 
Minneapolis. 


Minnesota 


Founded — in 


Tay-Holbrook, Inc. 
Elects New Officers 

M. J 
dent, and J. 
man of the board of 


Burress was elected presi 
Milton Hagler chair 
l'av-Holbrook 
Inc., San Francisco distributor 

Mr. Burress, who joined the com 
1952, executive 
vice president since 1957. He came 
to ‘l'ay-Holbrook 
the Crane Co 

Mr. Hagler firm in 
1914, and has been president since 
1946. He is a past president of the 
Northern California 
\ssociation, and is 
of the 
of Suppl 


pany in has been 


after 25 vears in 


joined the 


Suppliers 
currently a 


clirector Institute 


American 


Associations 


Manning, Maxwell & Moore, 
Organizes In Europe 

Maxwell & \loore, 
has been organized in Fri 
Switzerland, as a 


Manning, 
s Aa 
bourg, wholly 
owned subsidiary of Manning, Max 
well & Moore, Inc. 

[he new company will take over 
the foreign operations of the par 
ent company in all areas, except the 
Western Hemisphere 


C. A. Moore, 


chairman of the 


board of the parent company is 
the 
P. Waneck is manag 


chairman of new Swiss com 
pany, and J 
ing director. J. S. Verhaeghe is man 
ager of sales and service. Mr. Wan 


eck and Mr. 


located in Fnbourg 


Verhaeghe will be 
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James G. Geddes 


Henry K. Porter 


H. K. Porter, Inc. 
Elects Officers 

H: i. 
Mass., 
James G. 
Porter. 


Porter, Inc., Somerville, 
the election of 


Geddes and Henry K. 


announced 


James G. Geddes, for many vears 
president of the corporation, was 
named chairman of the board and 
\Ir. Geddes 
will continue to take an active part 
in overall 


continues as treasurer. 


well 
as serving in an advisory capacity. 
Henry K. Porter elected 
president, with Francis T. Lind, 
executive vice-president. Walter E. 
Northcutt was elected vice-pres- 
ident. Harry M. Webster and 
Thomas M. Porter were re-elected 
vice presidents, with Roy S. Fletcher 
the assistant treasurer and Evelyn 
C. Lind clerk of the corporation. 


administration, as 


Was 





Gardner-Denver Co. 
Buys Dayton Firm 
Apex Machine & Tool 


Apex Machine & Tool Co., Day- 
ton, Ohio, will become a wholly 
owned subsidiary of Gardner-Den- 
ver Co., Quincy, Illinois, on March 
1, 1960, according to an announce 
ment issued by both companies. 

Apex is a manufacturer of screw- 
driver bits, sockets for power tools, 
and universal joints for machinery 
and aircraft. 

Gardner-Denver Co., manufactures 
equipment for construction, petro- 
leum, general industry and mining. 

Apex was founded in 1933 by 
C. A. Lange and Walter N. Frank. 
Mr. Lange will continue as _presi- 
dent and general manager, and Mr. 
Frank as vice president. ‘Treasurer 
is Julian 
founder. 


Lange, son of the co 





Southwestern Wholesalers 
Hold 33rd Annual Meeting 


More than 250 members and 
guests of the Southwestern Whole 
Distrbutors 
tended the thirtv-third annual meet 
ing at the San Marcos Hotel in 
Chandler, Arizona. 


sale Association — at 


Prominent politicians and indus 
try leaders were featured speakers 
at the convention. The speakers 
included: Dr. Orlo M. Brees, public 
relations the 
National Manu 
facturers; Honorable Paul J. Fan- 
nin, Governor of Arnzona; Honor 
able Barry Goldwater, U.S. Senator 
from Howard W. Price, 
executive vice president and general 
manager, The Salt Lake Hardware 
Co., and Robert G. Welch, execu 
tive vice president, American Steel 
Warehouse Association Inc. 

Che major theme of the speakers 
was participation of business men in 
government and politics, combined 
with a definition of the free enter 
prise system versus the socialist 
system. 

Mr. Price devoted much of his 
talk towards the need for industry 
support of research on inventory 
control. 


representative for 
Association — of 


Arizona; 





Goodyear Rubber & Supply 
Newly Consolidated, 
Names Officers 


Goodyear Rubber & Supply Co., 
Portland, Oregon, formed by the 
consolidation of Harris Supply Co 
and Goodyear Rubber & Asbestos 
Co., two recent Warren & 
Corp. acquisitions, named its new 
slate of officers. 

Lloyd F. Childers named 
president and general manager 
Iheodore Ahlberg was named vice 
president in charge of sales. Arthut 
\llen is vice president in charge of 
William 
product 
fittings 


Bailey 


Was 


research and engineering 


Armstrong was named 


valves, ind 
steam specialties. 


Albert ‘Tuch 


manager for 


is chairman of the 


board. Mr. ‘Tuch is also president | 


Miller & 


| Talicisco 


of Harris Supply Co., 
Stern Supply Co., San 
and a general partner of Warren & 
Bailey Corp., Los Angeles 





Master Pneumatic 
Promotes Edwards 


Robert L. Edwards was promoted 
to general sales manager of Master 
Pneumatic, Inc. 

Mr. Edwards began with Master 
Pneumatic ten years ago. His recent 
activities involved establishing and 
distributors in the 
\Midwest and Canada 
sales 


working with 
He served as 


regional manager for those 


areas for five vears 


os 


Robert L. Edwards 











rom left to right: Edward C. Maguir« 
Har t 1 and Je hn J Maguir pre 


Maguire and MeLernon, Balt 
more, purchased the Hamilton ‘Tool 
Supply Co., Baltimore, Maryland. 

Douglas Hamilton will remain 
with Maguire and McLernon du 


New Distributor 
Opens In Houston 


\ new distributor, the 
Bolt & Nut Co., 
2,500 sq. ft. warehouse at 
Road, Houston 


firm is 


Holme 


Ihe 


headed by Charles 


| 
Houston | 
has opened a | 
4310 | 


Sheftall, president, and Fred Keller, | 


vice president. Coy U. Spawn, Jr 


Hlouston 


attorney is secretary, and 


George \icNair is outside salesmari 


president, Maguire and McLernon; Douglas 


\lag ind NicLer 1 


the 


Hamilton emplovees will be perma 


ing transition period. ‘Two 
nently emploved. 
Hamilton ‘Tool will be a division 


of Maguire and McLernon 


Eaton Mfg. Elects deWindt 
Vice President-Sales 

E.. M. deWindt was elected vice 
president and director of sales of 
Katon Mfg. Co. He succeeds Ralph 
I. Fisher who retired recently. 

Mr. deWindt, 38 years 
started with Eaton Mfg. Co 


old, 
18 


| vears ago aS a production clerk. 


| tor of 


Che firm will carry the full line of | 


St. Louis Screw & Bolt Co 


Mid-Continent Supply 
Makes Movie Available 


\ twenty-five minute color-sound 


2 l'o 


20 Hours 
groups ac 


N. Shults, president 


Fort 


to interested 

cording to ‘| 
f Ntid-Continent 
W orth, 
Featured in covel 
the International Pet 
roleum Exposition, South American 
drilling operations, and the man 


Supplv.. 
l exas 
the film 


1959 


aTe, 


ige of 


ufacture and shipment of ten com 
plete drilling mgs to Argentina. 


Before he became assistant direc 
sales earlier this year, Mr. 
deWindt had been Stamping Divi 


sion general manager for five vears 


Sail,” is | 


| 
| 
| 
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Briggs-Weaver 
Houston Branch Observes 
10th Anniversary 


‘The Houston branch of Bnggs- 
Weaver Machinery Co., Dallas cel- 
ebrated its 10th anniversary with a 
party at the Golf Crest Country 
Club 

The 
those employees with the branch 
since its beginning. ‘They are: Ray 
Cripe, L. E. Rice, Wilbur Smith, 
F. S. Stark, Royce Turner, R. W. 
Lynch and Bill Koch. 

Service awards were given to Ray 
Cripe, with the firm 15 years, Bob 
Dickmeyer for 10 years service, and 
R. L. Gootman and Eloise Wright 
for 5 years service 


Houston branch honored 


Phillip McCallum Sworn In 
As SBA Administrator 

Phillip McCallum, of Ann Arbor, 
Michigan, was sworn in as Admin 
istrator of Small Business Adminis 
Wendell B. 


resigned to 


tration succeeding 


Bames, who 


re-enter 
private business. 


he 


serving 


new administrator had been 
as general counsel of the 
agency since 1956, and previousl, 
had served as associate general 
counsel and attorney 
1954. 

Mr. McCallum is a member of 
State Bar of the 
Bar and the 


American Bar 


adviser since 


the 
Federal 


Michigan, 
Association, 
Association 


Material Handling Institute 
Elects C. L. Fell, President 

C. L. Fell, vice-president of mar 
keting, ‘The American Monorail Co., 
is the new president of the Material 
Handling Institute. He was elected 
at the institute’s annual meeting at 
the Savoy-Hilton Hotel, New York 
City, December 15. 

Mr. Fell will serve as chief execu 
tive ofhcer of this national trade as 
sociation throughout 1960. He suc 
ceeds Caldwell, general 
manager of Baker Industrial ‘T'rucks, 
a division of Otis Elevator Co. Mr. 
Caldwell continues to serve as an 


MHI director. 


Eugene 
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Nott Sales Meeting Stresses Sales Potentials 


Talk on applications for “Uscothane”, a rubber-like elastomer developed by U. S 


Rubber Co., is given by Nott district manager Bob Jenkins. 


In audience are Nott 


salesmen and, starting fourth from right in front row: Wenz Lindfors, vice president 
in charge of sales; Vernon Lindquist, vice president charge of engineering; Phyllis 
Pratt, advertising and sales promotion manager; secretary Eleanor Hansen 


“Super in Sixty” was the theme 
of the annual three day sales meet- 
ing recently held by the W. S. 
Nott Co., Minneapolis. A buffet 
supper at the company’s office pre- 
ceeded the meeting, which was held 
in the Hotel Dyckman in Min- 
neapolis. 

Highlights of the meeting in- 
cluded talks and discussions by 
representatives of major suppliers, 
Nott management, and Nott sales- 
men on ways and means of explor- 
ing new and unknown markets and 
discovering new accounts and ap- 
plications in existing markets. ‘To 
realize this goal, three approaches 
were emphasized: (1) finding market 
potential through known market 
data (2) finding markets through 
research, and (3) better budgeting 
and use of sales time. 

Suppliers invited to the meeting 
included U. S. Rubber Co., Boston 
Gear Works, Pioneer Glove Co., 
R. & J. Dick Co., Reliance Elec- 
tric, Chain Belt Co., Falk Corp. 








Backdrop for meeting spelled out 
“Super” theme: Sell Unknown Poten 
tial, Earn Rewards 


and Pyrene. In 
tatives 


addition, repre 
Dupont, Dow-Corn 
ing Corp. and the Enjay Co. dis 
cussed applications for industrial 


from 


materials produced through chemis 
try. Six Nott gave 
talks on developing applications for 
various products. 


salesmen also 








Metal Goods Has Open House 
Metal Goods Corp., Tulsa, held 
an open house at the new warehouse 
of Metal Goods Corp. in Tulsa. 
The 21,575 sq. ft. building re- 
places the one burned down a year 
ago, and is 4,500 sq. ft larger. 





Dynamic Magnesium 

The magnesium association says 
that space age technology 
found in magnesium: the same 
vehicle that steel provided for the 
technology of the Industrial Re- 
volution. 


has 


ADDITIONAL NEWS STARTS ON PAGE 172 





IF IT’S YALE 
IT SELLS BEST! 


The Yale & Towne Manufacturing Co., Philadelphia 15, Pa. — Hand, air, and electric hoists; hand- and motor-driven trolleys. 
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Lifting and pulling jobs are sud- 
denly made easy when this Yale 
Pul-Lift is applied. In capacities 
to 3 tons, link chain, and to 15 
tons, roller chain, the Yale Pul- 
Lift gives a man the power he 
needs to lift and pull heavy loads 


| 


j 
) 
) 


with minimum effort and maxi- 


mum efficiency. The Pul-Lift is | 


especially useful in factories, 
maintenance shops and garages 
—altogether one of the most 
versatile tools available. Special 
features include non-fracturing 
safety hooks, a self-actuating 


load brake, and rugged super- 


tough chain links. 

And Yale backs up its distributor 
salesmen with informative, use- 
ful literature, sales training pro- 
grams, and products that live 
up to Yale’s century-old standard 


of safety, performance and relia- | 


bility. Remember —if it's Yale, 
it sells best! 





YALE 


INDUSTRIAL LIFT TRUCKS 
TRACTOR SHOVELS - HOISTS 





YALE & TOWNE 
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Price Index for 19 Product Classes 


(1947-49—100) 
% Change 
NAME OF PRODUCT CLASS _ —_ a Senta 
Abrasive Products 143.2 143.2 145.3 1.4 
Cutting Tools 168.8 168.8 160.5 + 5.2 
Fans and Blowers 182.2 182.2 181.6 + 0.3 
Fasteners 202.8 206. 200.0 + 1.4 
Dasntilieenel Lamps 190.0 190.0 159.6 
Industrial Rubber Products 152.9 152.9 149.4 
Lubricants 96.1 2. 89.0 
Materials Handling Equipment 172.9 os 167.8 


Mechanics Hand Tools 187.1 184.3 


(Files, saw blades) 

Metalworking Accessories 174.5 4.: 170.9 
Motors 107.1 110.4 
Paint 128.3 : 128.2 
Portable Power Tools 143.1 43. 142.7 
Power Transmission Equipment 181.0 174.2 
Precision Measuring Tools 147.9 143.5 
Pumps and Compressors 180.0 176.1 


Steel Products 186.8 186.9 


(Pipes, bars, nails, wire rope, ete.) 


Valves and Fittings 168.9 161.6 


Welding Machines 51.4 153.6 


(Equipment, Rods) 


Total Index (weighted average) 161.8 


urce: Bureau of Labor Statistics and Industrial Distribution 
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Eolbh 


makes the 


IFFERENGE 


.--and top design 
is one of many dividends 
when you buy 


QUALITY PROTECTED 
LYON STEEL 




















EQUIPMENT 


THE “QP’’ ON EVERY LYON 
CARTON IS YOUR ASSURANCE 
OF QUALITY EQUIPMENT 


Paral 
Cals ages 


See your Lyon Dealer for delivery from 
stock of the world’s most diversified line of 
steel equipment. 


2 
—— 








a 


LYON METAL PRODUCTS, INC. 


General Offices: 253 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill., York, Pa. and Los Angeles 


— 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED 


PRODUCTS 





Lock Roller 


Fabricates metal ducts faster, 
quieter, cheaper, better 

Lock Lectro-Lok, 
rolls smooth, tight seams on ducts 
in a fraction of 


roller, called 
needed for 
May be 
used on 18 to 28 gage metal with 
speeds ranging from 18 to 30 feet 


time 
hammering, maker claims. 


per minute. Suggested applications 
in sheet metal shops, among heating, 
air conditioning and ventilating con- 
tractors and in plants where main 
tenance crews are responsible for 

ct and other sheet metal work. 
Weighs 15 lbs., 

Millers Falls 
Mass. 


is 12-in overall. 
Co., Greenfield, 


Extensible Mine Conveyor 


Can operate as long as a week 
or more without being moved 


Extensible mine conveyor, for use 
in underground coal and hard-rock 
mining, is comprised of a belt which 
rides on idlers mounted on sled-like 
skids placed at 5-foot intervals. A 
conveyor may be constructed with as 
many as 200 skids, making a unit 
1000 ft. long. An electro-hydraulic 
tractor with crawler traction exerts 
tension on each end of belt. 

Hewitt-Robins Inc., 666 
brook Rd., Stamford, Conn. 


Glen 
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Shelving 


Raises present ceiling 

on in-plant storage 

Double-deck shelving units called 
“Double-Deck” 
ing, are constructed by placing one 


Erectomatic shels 
standard bracket-type shelving unit 
atop another of the same dimensions 
and joining them with vertical con 
Adjustable shelf feature, 
plus beaded corner posts and the 


nectors. 
absence of angles and *-es means 
greater use of shelf spac. than is 
with fixed shelving, 
claims \ll 
custom built basis. 

Columbia-Hallowell Div., Stand 
Steel Co., Box 519, 
Jenkintown, Pa. 


found 
maker 


type 


units sold on 


ard Pressed 


Rotary Compressors 


Parma-Vane blades have operated 
15,000 hours without servicing 
Rotary compressor models of 20 
HP and larger are equipped with 
Perma-Vane rotor blades of light 
metal alloy said to readily transmit 
heat through its entire mass, posess 
longer, more dependable life. 
Davey Compressor Co., Kent, 
Ohio 
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Tapping Attachment 


Meets torque and speed needs to 
accommodate new fluteless taps 
\djustable torque, high produc 
tion tapping attachment, model 500 
\, meets torque and speed require 
ments to accommodate new fluteless 
taps as well as all standard taps, 
maker claims. Recommended min- 
imum speed is 2000 RPM, and this 
speed unit reverses at 3000 RPM. 
Has torque control graduations 
based on the breakage factor of taps 
for determining proper torque for 
each size tap. Specifications: No. 4 
to +,-18 in tool steel; weight 2 Ibs 
12 ozs.; length 54-in; diam. 233-in. 
Tapmatic Corp., 845 West 16th 
St., Costa Mesa, Calif. 


Nylon Tire 


Rolls more freely, 
has less road friction 


Low profile nylon tire, called Air 
Float DeLuxe tire, said to give 25 
per cent more mileage for following 
reasons: lower, wider shape pro 
duces less heat because sidewall flex 
ing and slippage are reduced; more 
rubber on the road gives more 
mileage. Made of 100 per cent cold 
rubber tread, maker claims. 

Gates Rubber Co., Denver, Colo. 


1960 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





Wy 


‘a 


Ball Valve 


Compact, easy to maintain, can 

be “on flow” in either direction 
Stated features of allov ball valve 
include: Handle indicated for throt 
tliag adjustment, of “Delrin” for 
low thermal conductivity and posi 
tive-lock snap-on type construction; 
Stem stuffing 


which can be repaired under pres 


has adjustable box 


sure, positive slotted-drive keyway in 
“Vee” 
packing to eliminate leakage; ‘Teflon 


ball to eliminate wear, ning 
seats double sealed and extra broad 
for positive sealing; Union ends pro 
vide automatic self alignment with 
piping, adjustable shims to prolong 
life of seal, minimize maintenance 
ind adjust seal loading to accommo 
date pressure ranges; Full port open 
ings for straight through flow with 
Tested to 1000 psi 
to ?-in and to 600 psi in 


no restrictions. 


in sizes 4 


+ 


sizes 1 through 2-in in stainless steel 


Cooper Alloy Corp , Hillside, N | 


Electrical Tape 


Resists cold flow, has high electric 
strength, good conformability 
Electric tape is first pressure-sensi 
tive, fully cured flexible epoxy tape 
on market, maker claims. Called 
“Scotch” brand electrical tape No 
X-1099, tape has a backing of fully 
cured, flexible, 100 per cent solids 
epoxy resin reinforced with a .002 
in glass cloth. Recommended for ap 
plications requiring electric strength 
of epoxy resin, physical strength of 
glass cloth. 
3M Company, 900 Bush Ave., St 
Paul 6, Minn. 
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High Capacity Nozzle 


Used to fill five gallon and 

larger containers with liquid 

High capacity nozzle, No. 311, is 
said to cut filling time by loading 
at 30 gpm (more with high capacity 
Stated 


nozzle include double poppets, full 


pumps features of 1-in 
flow body openings, non-shock clo 
sure with built in dash pot to pro 
tect pumps and meters, cut down 
time, and leakproof permanent pack 
ing. Of and 


aluminum, bronze 


steel with ‘Teflon impregnated as 


bestos packing packing. For tem 
peratures to 225-deg. F., pressures to 
25 psi 

OPW -Jordan, 6013 Wiehe Rd 
Cincinnati 13, Ohio 


Swivel Jaw Nut Splitter 


Frozen and rusty nuts can be reached, 
split removed easily and quickly 
Swivel jaw nut splitter is designed 
to cut nuts up to, and including, 
g-in across flats. ‘To operate, swivel 
blade is placed against side of nut, 
and then tightened with a hand o1 
power wrench until enough pressure 


Tool 


won't damage bolt from which nut 


is applied to split the nut. 


is removed 
H. K. Porter, Inc., 74 Foley Se. 
Somerville 43, Mass. 


Winches 


Available with hand brakes 


as an optional feature 


New models of company’s 4 and 
1 ton hand winches have following 
stated features: 4 ton model in 
either 3 or 6-in drum widths, have 

ratio of 5.3:1. Oneton 


winches also offer a choice of 3 o1 


a geal 


and have two 
5.3:1 and 10.5:1. All 


* 
models have 2-way spring operated 


6-in drum widths 


speed ranges: 


holding dogs and can be ordered 
fitted for marine use. 

Beebe Bros. Mfg. Co., 2724 Sixth 
Ave. South, Seattle 4, Wash. 


Load Chain 


Handles heavy loads under 

difficult operating conditions 

Roller called Offset Side 
Bar Roller Chain is tough enough 
to use on heavy drives in oil field 


rigs, on construction machinery and 


chain, 


on mining and quarry equipment, 
maker claims. Chain is made up of a 
series of identical links held together 
with cotter or riveted pins. If elon- 
gation of the clain occurs during 
operation any link can be removed 
in the shortest possible downtime. 
Available in sizes to fit standard 
Sprocket Nos. 100 to 180 in single 
and double widths. 

Atlas Chain & Mfg. Co., West 
Pitiston, Pa. 





Ingersoll-Rand offers you the only complete line of 
pumps noted for their superiority by users who specify 
and recognize top efficiency and dependability. 

Far reaching promotion programs, national advertis- 
ing, colorful direct mail, folders and catalogs make up a 
constant preselling effort that directs sales to you. And 
behind all this the Ingersoll Rand pump specialists in 
branches throughout the country are ready and willing 
to assist you on tough pump problems. 


COOLANT LINE OF MOTORPUMPS 


These versatile pumps are designed for installation on a variety of 
equipment requiring circulating pumps. Immersion or side mounted 
types are available. You'll find many places where you can sell these 
as replacements on machine tools, industrial washers, evaporators, etc. 
They’re available from % through 74% hp, for deliveries to 425 gpm 
and for heads to 170 ft. 





a “K"” LINE OF MOTORPUMPS 


This off-the-shelf pump line is ideal for food, beverage, general manu- 
facturing plants and buildings as well as for air conditioning, cooler, 
condenser, dairy and washing applications. Boxed, ready to hook up to 
standard threaded pipe, they’re available in sizes 1/3 through 25 hp to 
suit any selection to 775 gpm with heads up to 190 ft. 








RV LINE OF MOTORPUMPS 


From this extensive line of rugged Motorpumps you can offer 
any size from % through 75 hp, offer deliveries to 3200 gpm 
and reach heads to 650 ft. There’s no equal when it comes to 
models available special materials or modifications to suit 
any need — and they’re built with either threaded or flanged 
connections. 





e| SELF PRIMING LINE OF PUMPS 


For petroleum products handling, mine drainage, sump drain- 
ing, irrigation, etc., self primers from 1% through 20 hp are 
available for deliveries to 500 gpm with heads to 190 ft. 
They are available either as cradle mounted or close coupled 
Motorpumps for service involving suction lift or presence of 
air or gases. 
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® CRADLE LINE OF PUMPS 


For applications where driver flexibility is desired, cradle 
mounted construction permits use of motor, belt turbine or 
gasoline engine. Hydraulically and physically, the pump ends 
are the same as used on the “RV” line of Motorpumps. They’re 
available with threaded or flanged connections for capacities 


to 3200 gpm and heads to 525 ft 








CHEMICAL LINE OF PUMPS 


For pumping acids, alkalis and other liquids in general process 
service, these cradle-mounted chemical pumps specifically 
recommended. Designed and made of high nickel-chromium — 
Molybdenum alloy steel, they are available in sizes to 50 hp 
for handling to 1500 gpm with heads extending to 200 ft. 











ST 
- uAL 


Q {TY --° 


HORIZONTALLY SPLIT 
LINE OF PUMPS 


ompleting the pumps available to you for handling are these 
Houble suction pumps ranging up to 10 inch discharge for 
ingle stage units and to 6 inch discharge for two stage units. 
hey’re ideal for fire protection service, general water service, 
petroleum products handling, etc. Like all other I-R pumps 
Hescribed, they’re totally enclosed for application anywhere 
doors or outside. Deliveries to 4000 gpm, heads to 1100 ft. 
p 400 horsepower. 


BIGGEST 
VARIETY ...| 


———— 
Neen 








nat 


If you are interested in learning how you can become a part of Ingersoll- 
Rand’s distributor set-up, write today to: Sales Manager, Merchandising 
Division, Ingersoll-Rand Co., 11 Broadway, New York 4, N. Y. 


a century 


of pump progress 





from the leading manufacturer. . . 


Ingersoll-Rand 


75A9 
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Merchandising Division 
11 BROADWAY, NEW YORK 4, N. Y. 


1960 





On the Market Today (Cont’d.) 


Pressure Swiich 


Volume is less than one cubic inch, 
weight is slightly over one ounce 


Sub-miniature, adjustable pressure 
switch is said to exceed requirements 
yf MIL-E-005272B for performance 
up to 200 psi under vibration, shock, 
and acceleration test conditions. A 
Ni-Span C pressure capsule and a 
snap-action switch are contained in 
For 


electrical switching in response to 


in all stainless steel housing. 


pressure changes in gas or liquid, 
switch is recommended for applica 
tions where miniature size, weight 
ire important. 

Bristol Co., Waterbury 20, Conn 


Forming Tool 


For rapid stock removal when used in 

the chuck of any 4-in and up drill 
lorming tool, called drum “Sur- 
H386, hardened and 
sharpened steel blade, fast cutting 
ind self cleaning qualities, maker 
claims. When used in a drill press, 
becomes an 


form” has 


router when 
making rabbet cuts. Can 
used free hand. 

Stanley Tools, Div. Stanley 
Works, 111 Elm St., New Britain, 


Conn. 


effective 


also be 


132 


Pavement Coring Machines 


For production type test coring on 
highways, other slab-type structures 


Pavement coring machine, called 
Drill Mark V, may be mounted on 
or demounted from any } ton truck 
or trailer in minutes, maker claims. 
Hydraulic drill motor accommodates 
diamond bits from 2 to 10-in diam. 
self-contained, 
unit has 3-way hydraulic drive that 
permits coring through steel rein 


Self-powered and 


forced concrete at rate of 30 seconds 
per inch. 

Mobile 
Pennsylvania 


Ind. 


960 N. 
Indianapolis 4, 


Drilling Inc., 


ot., 


Plastic Pipe 


New types mean one-stop buying 
of both asbestos-cement, plastic pipe 


our types of plastic pipe added 
to company’s line include “ABS” 

\crylonitrile Butadiene Styrene), 
Normal-Impact “PVC” (Polyvinyl 
Chloride), Polyethylene and High 
Impact Styrene-Alloy Sewer Pipe. 
\pplications include utilities, mu- 
nicipal water and home sewer work, 
petro-chemical industries, irrigation, 
industrial applications, farming etc. 
Pipe is said to offer a permanently 
smooth bore, convenient 10 and 20 
ft. lengths, high strength and light 
weight. Cuts easily with handsaw, 


joins easily with solvent weld, and 


resists breakage, maker claims. 
Keasbey & Mattison Co., Am 
bler, Pa 


Tape 


For wrapping joints of 
plastic-coated steel pipe 
Corrosion-resistant tape, called X 
‘Tru-Tape, serves to protect exposed 
ends of the X-Tru-Coat pipe which 
is supplied from the mill “cut-back” 
to allow welding (a primer also sup 
plied with the tape and the plastic 
coated steel pipe to form a complete 
package). ‘Tape is resistant to mois 
ture, acids, alkalies, salt, stray cur 
rents and corrosive environments 
maker claims. Colored opaque yel 
low, tape offers an insulation valuc 
of more than 500,000 megohms, has 
a dielectric strength to 15,000 volts 
In one, two and four-inch widths in 
100-ft. lengths. 
Republic Steel Corp., 1441 Re 
public Bldg., Cleveland 1, Ohio 


Laminate Trimmer 


Compact, utilizes ample power for 
heavy duty production work 
Laminate trimmer operates on 
either direct or AC of 25, 40, 50 or 
60 cycles, is available for either 115 
or 220 volts. Designed to automati 
cally produce a standard 22-deg. 
bevel, is said to replace a rough cut- 
ter and a bevel cutter. 
Black & Decker Mfg. Co., Tow- 
son 4, Md. 


INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1960 








Solenoid Valve 


For pneumatic or hydraulic fluid power 
applications in the 40 to 300 PSI range 


Four-wav solenoid actuated valve 
has full ,4;-in diam. flow area said 
to make it the largest capacity valve 
for its size. Available in over 100 


different variations in both side 
ported and manifold models, with 
single or double solenoid actuation 
valves are 


“CQ” 
ring seals which guarantee leakproof 


Designated series “A”, 
corrosion resistant and have 
operation after millions of cycles, 
maker claims. 

Versa Products Co., Inc., 150 


Coolidge Ave., Englewood, N. ]. 


Film Tape 


Atwo mil Teflon Film with 
a pressure-sensitive adhesive 


No. 423 Teflon flm tape can be 
used in electrical applications for 
holding and insulating where a class 
180 C tape is required; for coil wrap 
ping and as a conductor insulation 
for armature and field coils. For 
industrial 
stick, 


and corrosion 


applications, the anti 
self-lubricating, temperature 
resistant properties 
allow for a variety of uses in the 
chemical field where non-corrosion 
1S important; in packaging as an anti 
friction lining on heat sealing ma 
chinery, conveyor belts etc. 


Permacel, New Brunswick, N. ]. 


Toggle Clamps 
For light assembly work, 
lock in two positions 


Two new plunger-type toggle 
clamps lock in either an extended or 
retracted position, are designed for 
general purpose use in light assem- 
bly work of the electronics, aircraft 
and allied industries. Designated 
model 601 and 601-O, both clamps 
have rated holding pressure of 95 
lbs. Model 601 has tapped hole in 
plunger to take a rubber-tipped ad- 
justment spindle and lock nut for 
extending, shortening reach. Model 
601-0 has a 4-20 thread on plunger 
end to allow easy positioning of vari- 
ous holding devices. Plunger travel 
Center distances of base 


is @-in 


mounting holes are 3-in. to fit stand- 


ird ~=peg-board assembly 


plates. 
Plungers are iridite coated to resist 
wear, Corrosion. 

Detroit Stamping Co., 340 Mid- 
land Ave., Detroit 3, Mich. 


Precision cut, scientifically heat 
treated, individually checked, tested 
Company's “Star” line expanded 
Pattern files 
for shop practice, lathe filing, saw 
Milled Curved 
Tooth files (for use in auto body re 


to include American 
sharpening) and 


pair, garages, machine shops, air 
craft factories etc.) 

Clemson Bros., Inc., Middletown, 
N.Y. 


(Continued on page 134) 
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VW inute Wan 
KEYWAY BROACH KITS 


For cutting keyways from 4.” to 1” 
in any bore from 4” to 3” in one 
minute for as little as one cent. 





Winute Than 
SQUARE BROACHES 


For finishing 4%” to 4” square holes 
in one pass in cast or drilled bore. 


HEXAGON BROACHES 


For finishing 4%” to %” hexagonal 
holes in one pass in cast or drilled 
bore. 


i ee 
ROUND BROACHES 


For finishing 4” to 1” round holes 
in one pass in drilled bore. 





\ as wu 
duMONT TOOL BITS 


Hold a keener cutting edge longer 
due to “balanced” toughness, red 
hardness and wear resistance. High 
speed, groundsquare andrectangular. 





Winute Wan 
MAGNETIC BASES 


Hold dial indicator gages 
— save set up time. Al- 
nico magnet has 50 Ib. 
grip on all four sides. 
360° horizontal swing, 
180° vertical swing. 











For complete information on these fast 


selling, high profit tools, get in touch with 


The duMONT CORPORATION 


Greenfield, Massachusetts 











Franchise features designed tor profit 


sales bulletins 


Outstanding promotion 


points way to 
greater sales volume 


A major step to sales volume is promotion. Allis-Chalmers offers 
its distributors the broadest advertising and promotion program 
of its kind in industry. 

Direct mail makes sales calls for you; signs, decals and im- 
prints achieve fast identification with A-C; exhibits and displays 
are available for point-of-purchase use; and a wealth of literature, 
sales kits, novelties and films round out a big package. 


National advertising reaches millions of buying influences to 
pre-sell them on A-C, its products and its distributors. 


Promotion is only one feature of an A-C franchise. Training 
programs, profitable pricing arrangements, engineering help, field 
warehouse stocks, plus other profit pluses are all part of an 
Allis-Chalmers franchise. 

Territories are now available for motors, pumps, control and 


Texrope drive equipment in some areas. Write Allis-Chalmers, 
General Products Division, Milwaukee 1, Wisconsin. 


Texrope is an Allis-Chalmers trademark. 


ALLIS-CHALMERS 


A-1032 
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Gearbelt Drives 


Combine flexibility of belt drives and 
advantages of chain and gear drives 


Gearbelt drives transmit power by 
positive engagement of belt teeth 
with pulley grooves as in chain 
drives, rather than by friction as in 
belt drives, eliminating disadvan- 
tages of slippage, metal to metal 
contact, stretch and_ lubrication, 
maker claims. Available in five 
pitches to handle wide range of 
loads, speeds, and applications. 

Browning Mfg. Co., Maysville, 
Ky. 


Drill Press 


For high-speed, small hole drilling 
requiring precision and sensitivity 


Fourteen inch “Hi-Speed” dnl 
press, with speeds up to 12,000 rpm, 
is recommended for all drillable ma- 
terials, particularly precious metals, 
phenolics and non-ferrous metals 
such as aluminum, brass and copper. 
Stated features: drill breakage and 
work spoilage reduced by counter 
balanced quill that eliminates quill 
drop at break-through on through 
holes; preloaded, lifetime lubricated 
ball bearings with a 14-spline “float 





ing” sleeve drive provide vibration- 
free, accurate operation. Available 
in single spindle models or with any 
number of spindles in multiple spin- 
dle set-ups. Both single or multiple 
spindle models come with produc- 
tion table, No. 724-in key chuck and 
choice of single, three phase or D.C. 
4-HP motor. 

Rockwell Mfg. Co., Walker-Tur 
ner Div., Dept. 1012, 400 N. Lex- 
ington Ave., Pittsburgh, Pa. 


Lever-Type Grease Gun 


Delivers lubricant by means 
of a simple shifting device 
To change pressure ratios on lever 
type grease gun it is only necessary 
to shift a latch pin in the handle 
from one slot to another. Pressures 
up to 10,000 p.s.i. can be achieved 
in the high pressure position, and 
full pressure can be obtained with a 
stroke length as small as }-in to 
facilitate working in close quarters, 
maker claims. Has rubber pistol 
grip, nozzle extension that swivels 
360-deg. Can be loaded with stand 
ard 144 oz. grease cartridge, with 
filler pump, or by suction. 
Lincoln Engineering Co., 4010 
Goodfellow Blvd., St. Louis, Mo. 


Fexible Coupling 


For use in sizes from 35 to 700 HP 
at 1800 RPM, shafts to 51-in diam. 


Model GH flexible coupling con- 
sists of two metal bodies with inter 
locking jaws separated by non-metal- 


Product 


eS 
‘ m 


% 


cod 


This now-famous photo of a Super-Seal motor was used 
in Allis-Chalmers broad-gauge announcement program, Follow-up 
promotional efforts continue at a hard-sell pace. 





L af pa motors offer 
distributors unlimited 
sales potential 


This sure-fire exclusive from Allis-Chalmers is designed to 
give A-C distributors one of the greatest competitive advan- 
tages ever established in the motor industry, 


Super-Seal motors are of open-type design — yet can be 
applied in many areas formerly requiring more costly en- 
closed designs. Savings to users: 15% to 60%. In addition, 
users get a motor service factor enclosed machines do not 
normally offer. 


Acceptance by industry has already been remarkable. Users 
in every type of manufacturing and processing are aware 
that it’s just smart business to specify Super-Seal motors. 


This outstanding product exemplifies the advantages of an 
Allis-Chalmers motor franchise. Some franchises are now 
available for motors, control, power transmission equipment, 
and pumps. Contact your nearby A-C office, or write Allis- 
Chalmers, General Products Division, Milwaukee 1, Wis. 


Super-Seal is an Allis-Chalmers trademark. 


ALLIS-CHALMERS (AC) 
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Industrial 
Equipment 


2014 pages 


Each With Its 
Special Cataloging Problems 


Every one of these four recently-delivered Donnelley-built 
catalogs is hand-tailored to the selling needs of one particular 
distributor. 

Yet all of them are made up from the Donnelley Unit System 
of catalog building—a system that permits efficient and eco- 
nomical use of catalog space, sales-slanted presentation of the 
thousands of items included, and highly-accurate specifications 
and illustrations. Each was built with a minimum drain on the 
distributor’s time and effort. 

Let us show you how a Donnelley-built catalog can provide 
more efficient coverage of your market. A letter or phone call 


will bring full information. No obligation to you, of course. 


Catalog Compiling Department 
R.R. DONNELLEY & SONS COMPANY 


The Lakeside Press 
350 East Twenty-second Street 
Chicago 16, Illinois 


Teleph me: CAlumet 5-2121 
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lic load cushions which provide a 
strong cushion for vibration, shock 
loads and misalignment, maker 
claims. Has removable inserts held 
in place by steel collar to provide 
easy inspection or replacement with- 
out disturbing driving or driven 
units. No metal to metal contact 
or lubrication required. 


Gerbing Mfg. Corp., Elgin, III. 





Roll File 


Line increased to three 
tube diameters, 24 sizes 


lube sizes of roll file line for rolled 
prints, charts, maps and drawings 
now include a 16-tube, 32 I.D. size, 
in addition to the 36 tube, 24-in I.D. 
and 9-tube 42-I.D. sizes. Lengths 
from 18 to 60-in. Square roll files 
are 15,°;-in, of heavy gage steel with 
hard-baked enamel finish. Tubes are 
steel rimmed. Units can be placed 
on-end or stacked and interlocked 
to any height. Hinged doors open 
fully, are available with locks. 

Stacor Equipment Co., 295 Em- 
met St., Newark 5, N. J. 


Load Binders 


Have extra strength and safety 
factors of drop forged metal parts 


Load binders, in six models, fea- 
ture hot drop forging and precise 
heat treating of each integral unit, 
maker claims. 

Canton Mfg. Co., 2459 13th St. 
N.E., Canton 5, Ohio 





And what a stock! What you see above represents 
less than ten per cent of the standard fasteners— 
bolts and nuts, rivets, track accessories, and 
construction materials— which we keep in stock 
and ready to go. How do you get a shipment under- 
way”? Just call the nearest Bethlehem sales office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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“We have found 

the many applications 

for ANGlgear 

as diversified as the 

Chicago market... 

reception is very good” 

—says A. H. Runge, 

Samuel Harris « Co., Chicago, Ill. 


When you sell ANGLgear, your market is as broad as industry itself. 
Wherever there is a 90° power takeoff application, there is a poten- 
tial sale for this standardized right-angle drive. 


Furthermore, ANGLgear is easy to sell, because its advantages 
over other types of right-angle drives are immediately apparent 
to designers and production men. Compact, completely enclosed, 
permanently lubricated, and featuring universal mounting, ANGL- 
gear is readily incorporated into almost any power transmission 
system and requires little or no maintenance. 


Among the ANGLgear customers of Samuel Harris & Co. (currently 
observing its 85th year in business) are oven manufacturers, 
pharmaceutical houses, food processors, and packaging machine 
producers. Undoubtedly there are similar manufacturers in your 
territory. Why not call on them and explain the advantages of 
ANGLgear. 


You will arouse interest that is easily converted to sales, 


WRITE FOR INFORMATION. THERE 
MAY STILL BE A TERRITORY 
NEAR YOU THAT IS OPEN. 


<n Bonne == 


Engineered Equipment for Aircraft and Industry 
AIRBORNE ACCESSORIES CORPORATION 
1414 CHESTNUT AVENUE, HILLSIDE 5, NEW JERSEY 
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DISTRIBUTOR FINDS RECEPTION OF 


ANGLgear® GOOD, SALES INCREASING 
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Hand Operated Punch Presses 


Cabinet mounted for sturdier 
anchorage, convenient tool storage 


Hand-operated 
Nos. 91 


cabinets of heavy-gage, welded sheet 


punch presses, 


and 92, are mounted on 


steel said to permit operation of 
presses at full rated 10-ton capacity. 
As many as 28 sets of punches and 
dies can be stored in racks on slanted 
maker chute 
guides slugs to a convenient con- 
tainer within cabinet. Weighs 78 Ib. 

W. A. Whitney Mfg. Co., 636 
Race St., Rockford, III. 


shelves, claims. <A 
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Armored Chain 


For use where high chain yield points 
are needed, crushing loads encountered 


Heavy-duty bundling chain is 
made from low carbon steel, has fol- 
lowing stated properties: Non-kink- 
ing; will not crush in slab and billet 
operations; has same working load 
limit as high carbon, high test chain; 
is unaffected by high temperatures. 
In continuous lengths or assemblies 
with master links at each end. 

American Chain & Cable Co., 
Inc., 929 Connecticut Ave., Bridge- 
port 2, Conn. 





“But why didn’t you 
buy it from me, Charlie ?” 


It’s rough when one of your steady cus- 
tomers buys his shop equipment from 
someone else. 


You’ve been getting orders from him 
regularly—mostly for little, low-profit 
items—yet when a big order (with a good 
profit) for shop benches came along, some- 
thing went wrong. 

Your customer hadn’t needed any shop 
equipment recently, and you didn’t keep 
telling him about the Hallowell line. So, 
when the time came, he didn’t think of you. 
It’s tough, but people are like that. 
Every plant needs shop equipment—and 
more often than you would expect. So 
remember to keep selling Hallowell. Then 
you'll be the one who gets the order 
next time. 


FEATURE HALLOWELL BENCHES ON EVERY CALL! 


Selective Distribution gives you greater 
dollar return for time expended. 


They’re Easiest to Sell! No other benc! 
line offers such a variety of lengths, widths, 
tops, heights . . . or so many saleable acces- 
sories. They fit 99 out of 100 applications— 
can be tailored to customers’ needs. 

More Profitable—Greater profit margin 
than many other items you sell! 


Big Reorder Potential—Customers that 
start with Hallowell stay with Hallowell. 


Heavily Promoted— Hallowell presells 
strongly through advertising, backs you 
with good local sales aids. 


Finest Catalog— Hallowell Catalogs are 
regarded as the best in the field. They’re 
great sales openers, and free to you. 


COLUMBIA-HALLOWELL Division JENKINTOWN 13, PA. « SPS WESTERN, SANTA ANA, CAL. 


where reliability replaces probability 
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HARRINGTON PEERLESS 
HOIST PRODUCTS 

for profitable sales in 
many markets 


Wherever there’s a lifting or moving job to be done, there’s a 
Harrington Peerless Hoist Product to do it. And seldom will you 
have to turn down an order because you don’t have the equipment 
to do the job. The completeness of the line and the quality of the 
products in it help you build profitable sales . 
satisfied . . . assure repeat orders. 


. . keep customers 


And you are backed by a strong distributor sales policy, con- 
sistent national advertising, and sales-building promotional material. 
Some territories are open. Write today for complete information 
about the Harrington Peerless line and our policies. 


MODEL C PEERLESS PEERLESS PACKET 


HOISTS—*4 to 60 tons 
—also available in trol- 
ley and close headroom 
types. 


PEERLESS PACKET 
TROLLEY HOISTS— 
Y% to 2 tons—for lifting 
and conveying loads on 
a wide range of I-beam 
Sizes. 


BEARCAT ELECTRIC 
HOISTS — 170 to 4000 
Ib.—built in many 
combinations of hook 
speed and motor capac- 
ity to fit practically all 
requirements. 


PACKAGED CRANES 

up to 5 tons. Top or 
bottom running. An off- 
the-shelf item. Easily 
assembled with a beam 
and shaft from local 
warehouse to save 
freight. No welding or 
drilling required. Gantry 
crane illustrated has 2- 
ton capacity. 


HOISTS—* to 2 tons 


—all steel or aluminum. 


HARRINGTON I- 

BEAM TROLLEYS— 

geared and push types 
¥Y2 to 20 tons. 


LEVER PULLERS —™% 
and 1% tons. Light and 
compact, with steel 
mechanism for strength. 
True friction brake 
holds load in any posi- 
tion. 


SAFETY LATCHES— 
Convert conventional 
hooks to safety hooks in 
minutes with simple 
tools. A sell-on-sight 
item to any customer 
who uses hoists. Avail- 
able in 12 sizes to fit 
any hook. 


HARRINGTON COMPANY 


Makers of Hoists Since 1876 


Plymouth Meeting 11, Pa. 


‘ano serch sevens alushlimeanbhabehibilaenssdlar 


140 


INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1960 








Backhoe Attachment 


Enables backhoe operator to use most 
of machine weight when digging 


Operation of backhoe attachment 
is based on fact that hydraulic fluid 
is practically non-compressible \ 
one way hydraulic cvlinder is fas 
tened at the top of the mast. The 
evlinder piston is secured to the 
backhoe boom, forward of the boom 
seat. Unit contains an oil reservoir, 
a flexible hydraulic line and_ the 
reservoir to a valve and then on to 
the cylinder. With attachment, as 
soon as operator starts his inhaul, 
the hoist line goes slack, actuating 
the hydraulic valve and locking the 
oil in the cevlinder. This action is 
said to make cvlinder act as solid 
connection between boom and mast 
or back stay. Available for all sizes 
of American backhoes 

American Hoist & Derrick Co., 
63 So. Robert St., St. Paul 7, Minn. 


Nickel Anodes 


Less proportionate scrap 
loss per anode 
Nickel anodes, called Econ-O 
Shape anodes, are available in ellip 
tic shapes as well as flats, rounds and 
special shapes for inside anodes and 
other special applications. Anodes 
are detergent washed and free from 
chips, grease, maker claims. ‘Tita 
nium or monel hooks available. 
Hanson-Van Winkle-Munning 
Co., Church St., Matawan, N. ]. 








Excellent potential exists for Wood's new SVS drive in 
such applications as air conditioners, fans, blowers, 
pumps, conveyors and other equipment where infre- 


quent but positive speed change is necessary 


new Variable Speed Drives like this “sys” 
make Wood’s the hottest line in the industry 


Wood’s new SVS stationary control, multiple groove 
drive offers unique features... real selling advan- 
tages. Like the recently introduced MS and MCS 
drives, Wood’s SVS won’t freeze or stick. And, it 
requires no lubrication. Positive locking collars elim- 
inate fretting corrosion, cannot be overtightened. 
Patented features assure quick, easy speed adjust- 
ment. Wood’s SVS is simple, sturdy and highly effi- 
cient. . . uses standard v-belts and stock driven 
sheaves. Drive capacities range from 10 to 150 
horsepower. (Complete details are contained in 
Bulletin 6102. A copy is yours for the asking.) 


The SVS, as well as Wood’s new MS, MCS and 
Ultra-V Drives, are a part of an aggressive new prod- 
uct development program designed to put you out 
in front. Supporting you further are other, new and 
equally important activities . . . fast-acting, expanded, 
regional sales-engineering-management teams .. . 
comprehensive market data to pinpoint product 
potential . . . new liberal, written sales policy ... 
stepped up advertising and sales promotional efforts 
- MORE OF EVERYTHING TO HELP YOU SELL 
MORE EASILY AND MORE PROFITABLY. 


wy, 


6 


T. B. WOOD’S SONS COMPANY «+ CHAMBERSBURG, PENNSYLVANIA 


ATLANTA * CAMBRIDGE * CHICAGO «+ CLEVELAND «+ DALLAS 


SVS/160 D 
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Sell this advantage to your industrial customers... 


Best way to get 
reliable 


Yo} (o (=) q-1e mexe)alal-Yead le) ay— 


Automatic Torque Control 


Regulates amount of expansion or 
degree of tightness of tube joint 


soldering Tube rolling torque control 1s 


used with standard reversible uni- 


Irons with versal electric drills or tappers (110 


to 120 V AC 60 cycle), and the pur 


chase of additional electric power 

tools may be unnecessary since avail 

able electric tube rolling motors can 
| be used, maker claims. When using 

te mM pe ratu re Cc Oo nt ro | | a tube expander, driven with any re 


| 








versible universal electric drill or 


ONLY WELLER MAGNASTAT IRONS tapper, the control instrument auto 
OFFER ALL THESE ADVANTAGES: matically regulates the amount of 


expansion or degree of tightness of 
Less than half the weight of uncontrolled irons. tube joint. ‘Tubes can be uniform), 
H le al 
andile also remains cool. This means less operator rolled in boilers. condensers, heat 
fatigue and increased production 
exchangers and similar tubular heat 
Rapid heat transfer assures maximum efficiency 
in performance. In many instances the exclusive C Wiedeke C D 
Magnastat design permits the use of a lower wattage usta eeeiue on, iyton, 
iron than otherwise required Ohio 


transfer units. 


Tip temperature automatically remains con- 
stant. It's magnetically maintained for more reliable 
soldering, less tip redressing, less down time 





Expertly fabricated of finest materials. Each 
Magnastat iron is individually inspected and tested 
before it leaves the Weller plant 


3-wire grounding cord plugs into handle, reduces 
cord maintenance 


New 55-Watt Pencil-Type Model Expansion Bolt 


MODEL TC-55 controlled low temperature $go00 


iron. Tip temperature controlied to 700°F. To simplify fastening or anchoring of 


list ‘ A : 
" electrical equipment, machinery etc. 


Other Weller Magnastat Soldering Irons: 
MODEL TC-40—40 watts, for printed $900 jist One-piece, single integral expan- 


CHCURS, OCC. ‘oi eile . sion bolt is said to simplify fasten 
MODEL TC-60— watts, for medium . . . 
$10°° iist ing and anchoring in concrete, 


electrical soldering 

a oe masonry, plastic, steel and other 
SOLD THROUGH FRANCHISED DISTRIBUTORS non-frangible materials. Called 
A few franchised territories are available to qualified “ERT: ” . a > 
distributors. For details write to C. R. Robertson, W ej-It , bolt requires only one- 
pene size hole and expands as it is wrench 
tightened, maker claims. Eliminates 
v'] =i ae ot On 8-1 Om er) -) 7 601 STONE'S CROSSING RD need for marking operations. 


EASTON, PA Kirel Inc., Kingston, N. Y. 
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SELL TOP-RATED, TOP-DESIGNED 
TOP-PROMOTED KIDDE EXTINGUISHERS! 


Left to right: New pressurized water and anti-freeze; cartridge-operated water 


or anti-freeze; foam; soda-acid; pump tank — water or anti-freeze; pressurized 
loaded stream. All 242 gallon; pump tank also 5 gallon. 


GASOLINE, FLAMMABLE LIQUID 


C2 r. 


6 


Left to right: 242 pound pressurized dry chemical; 30 pound pressurized dry 
chemical; trigger carbon dioxide; squeeze-valve carbon dioxide; vaporizing 
liquid; foam; pressurized loaded stream. Wide variety of capacities. 


ELECTRICAL MACHINERY, EQUIPMENT © 


‘6 tid 


Left to right: 5 pound pressurized dry chemical; 20 pound pressurized dry 
chemical; squeeze-valve carbon dioxide; trigger carbon dioxide, vaporizing 
liquid. Wide variety of capacities. 


as C2 


Here’s why the trend is to Kidde! 


This complete line of portable extinguishers offers you a 
quality that has been unsurpassed for more than thirty- 
five years. In addition, Kidde affords you many other 
“extras”— highest U.L. ratings, exclusive designs, nation- 


wide warehousing for fast delivery, hardhitting national 
advertising and promotion, tried and proven sales aids, 
and selective distribution. And for all its quality, for all 
its advantages, the Kidde line is no higher priced than 
others! Cash in on these advantages — Write Kidde’s 
Market Development Department today. 


Industrial and Marine Division 


Walter Kidde & Company, Inc., 222 Main St., Belleville 9, N. J. 


Walter Kidde & Company of Canada Ltd., Montreal— Toronto— Vancouver 
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Spray guns 


Automation 
controls 














J» 


Electrostatic 
equipment 


Spray booths 


——- 


Airless 
spraying units 


Material 
handling 


Air compressors 


EVERVTWING OE 


211 


SPRAY FA/NI/NG 


Tell your customers to... 


put all their 


spray finishing 


problems 


in one basket 


Your customers are being told how 


Binks ‘‘total finishing’’ equipment | 


line and ‘‘total manufacturing’”’ con- 
cept are good reasons for calling a 
single source. 


Need alone can govern your rec- 
ommendation. Binks makes a com- 
plete line of air atomization, 
electrostatic and airless atomization 
spray application equipment. You 
can be completely objective in appli- 
cation method recommendation. 


Manual vs automatic vs automa- | 


tion. No two sets of production re- 
quirements are the same. This is why 


Binks line includes over 1400 units | 


... from the finest in spray guns to 


the very latest in electro-mechani- | 


cally automated equipment that 
handles production intermixes with 


virtually no loss in finishing materials. 


Production “‘horse-sense.’’ Know- 
ing how to apply finishes is only half 
the battle. Understanding the rela- 
tionship of finishing to overall pro- 
duction problems is the other half. 
Binks 67 years’ experience on both 
counts...is always available to 
both you and your customers. 


Call, wire or write today to see how 
Binks “‘total finishing,” “total manufac- 
turing”’ concepts can boost your sales. 


Ask about our spray painting school. 
Open to all... NO TUITION ...covers 
all phases. 


\—+», & 
Cer 


Nationwide service 


Binks Manufacturing Company 


3128-30 Carroll Avenue, West, Chicago 12, Illinois 


REPRESENTATIVES IN PRINCIPAL U.S, & CANADIAN CITIES + SEE YOUR aoe 
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Ball Screw Actuators 


Internal bypass 
recirculates balls 
Recirculating ball screw assem- 
blies with a pitch accuracy to .0002 
in per foot recirculate balls through 
an internal bypass consisting of a 
steel insert fitted across each com- 
plete turn of the ball groove in the 
nut, eliminating obstructions on the 
OD of the nut. Actuators said to 
have an efficiency of 90 per cent or 
better, which helps solve the stick 
slip problem, called a major cause 
of overshooting and undershooting 
when moving heavy machine as- 
semblies. 


Scully-Jones and Co., Chicago, III. 


Self Fluxing Brazing Alloy 


Vaporizing flux for brazing difficult 
alloys in hydrogen, argon atmospheres 

Line of self-fluxing “Nicrobraz” 
brazing alloys, for high temperature 
service applications, are available in 
alloys meeting same specifications as 
company’s following brazing alloy 
designations: Standard, 30, 50, 60, 
130, 150 and LM. Use same desig- 
nations with “W” suffix. Attacks 
no known base metal. 

Wall Colomonoy Corp., 19345 
John R. St., Detroit 3, Mich. 





AT A VERY INTERESTING PRICE! 


WITH WORTHINGTON QUALITY. .. 


THE NEW ECONOBLOC PUMP has been designed by 
Worthington to do just one thing: to give you a more 
economical installation. 

The Econobloc pump gives you Worthington quality through- 
out .. . at a competitive price. You save money, too, because 
this new pump is carried in stock in 7 Worthington ware- 
houses across the country (Roselle Park, N. J., Atlanta, 
Cleveland, St. Louis, Chicago, Houston and Los Angeles). 
All prices are F.O.B. warehouse. 

The Econobloc’s packaging is a real time saver. The package 
is attractive, light weight and easy to handle. 

After the pump is installed you can count on years of 
trouble-free life in the best Worthington tradition. In the 
rare event that trouble occurs, warranty service is provided 
from each regional warehouse. 

The new Econobloc pump is stocked in 6 sizes in the frac- 
tional horsepower range that delivers up to 110 gallons per 
minute and 115 feet in head. Additional sizes go up to 74 


horsepower. For more information write to Worthington 


Corporation, Section 20-11, Harrison, New Jersey. 


WORTHINGTON 








AN UNBEATABLE COMBINATION 





new faces... 





fresh ideas... 


SLOCOMB 


M | 


68 years is a long time but 1891 was the 
year in which the old J. T. Slocomb Co. 
of Providence, Rhode Island offered it's 
first hand-crafted micrometers for sale. The 
old plant is gone now...so are some of 
the ideas better suited to the 1890's, than 
the 1960's. But the unquestioned quality 
always associated with a Slocomb microm- 
eter remains. The original Slocomb pre- 
cision and long-lived durability has been 
built into an expanded line of micrometers 


SLOCOIN EU 


CR OM & Tt CS 


of over 900 different models . . . probably 
the most complete stock and specialty line 
available today. 

And we have a plan, a bold and ag- 
gressive marketing and sales plan. We 
are working hard at it but we cannot work 
alone. We need alert Industrial Distributors 
and we need them now! 

Write, won't you? We can promise that 
you will be glad you did. 


J. T. SLOCOMB CO. 

75 Matson Hill Road 

Glastonbury, Connecticut 

Fine Micrometers Since 1891 
15S59 
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Asbestos Gasket Tape 

Uniform gasketing fits around bolts or 
studs to form efficient double seal 


_— 


Double-seal asbestos gasket tape 
is said to eliminate need to make 
two separate gasket applications on 
either side of bolts or studs, or to 
perforate broad gasketing before use. 
Three types: a plain wire inserted 
folded asbestos tape with an open 
lattice, or bolt space, center (style 
746); a plain wire inserted asbestos 
tape woven flat to desired dimen- 
sions and bolt space openings (style 
738); and a plain woven non-metal- 
lic asbestos tape (style 748), similar 
to stvle 738. 

Union Asbestos & Rubber Co., 
Fibrous Products Div., Blooming- 
ton, Ill. 


frmete Compression Selfoliga 


Plastic Tubing Insert 


Available in both 
bras* and stainless steel 
Plastic tubing insert is said to 
prevent rupture of polyvinyl chlo- 
ride, polyethylene and nylon soft 
plastic tubing when used with brass 
or steel fitting connections. Avail- 
able in seven sizes for use with plas- 
tic tube sizes from } to #-in with 
x-in wall; ?-in size with ;'5-in wall; 
and 1|-in size with 4-in wall. 
Weatherhead Co., Fort Wayne, 
Ind. 





THE 
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BARNES 4 
DISTRIBUTOR 
SALES POLICY 


IS BUILT ON COOPERATION 


Ul 


The friendly cooperation of the Barnes Sales Engineer is your 
assurance of increasing hack and band saw blade sales and 
profits. The sole function of the Barnes Sales Engineér jis to. 
give your salesmen the very best in on-the-job assistance; to 
secure new accounts and keep them sold. His knowledge of blade 
selection and application, as well as his up-to-date metal cutting 


know-how, are available when you need them. Barnes is proud, ° 


too, that every Barnes Sales Engineer can devote an adequate 


amount of his valuable selling time to each of the distributors 
in his area. 

“Cooperation on Sales” has always been and will continue to 
be an important part of the Barnes Distributor Sales Policy: 


w. o. BARNES co., inc.. 





1297 TERMINAL AVENUE + DETROIT 14, MICHIGAN 











ACTUAL 


tools 





Pliers are Utica’s specialty! 
Keeping pace with the 
changing demands of 
industry, Utica produces 
and stocks over 1,000 
different types of pliers— 
fine precision tools for 
every conceivable use. 
Because of the job these 
tools have done to reduce 
costs and improve prod- 
ucts in many of the 
country’s largest and most 
specialized plants, Uticas 
are in widespread demand. 
Take advantage of this 
preconditioned market. 
Sell Utica. 


Utica Drop Forge & Tool 
Division, Kelsey-Hayes 
Company, Utica 4, N. Y. 





the experts use! 
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Shock Testing Machine 


For production anc laboratory testing 
of small electronic, mechanical parts 


Varipulse shock machine, No. 
16750, accommodates test specimens 
weighing up to 20 Ibs. and occupy- 
ing an eight-inch cube. States fea- 
tures: provides accurate and repeat- 
able half-sine, saw tooth and square 
waves; utilizes gravity free-fall prin- 
ciple for simplicity, economy of 
operation and minimum mainte- 
nance has remote push-button con- 
trol and a disconnect interlock for 
operator safety. Requires a 110 volt 
source—no gas or hydraulics. Ma- 
chine may be operated manually or 
automatically for any specified shock 
pulses. Drop heights may be preset 
for both manual and 
cycling. 

Barry Controls Inc., 700 Pleasant 
St., Watertown, Mass. 


automatic 


Magnetic Bowl Traps 


Larger diameter, 

more compact design 

Line of magnetic bowl traps in 
seven standard sizes—6 through 18- 
in—is able to withstand pressures to 





Now P-K helps make your small-order 
handling. more profitable! 


This is it 


10 It's new...it's exclu- 
sively yours... . It’s the new 1,000 piece 


You can now offer P-K Type ‘“A’”’ Pan Head HI-THRED Tapping Screws in an attractive factory-sealed 
package containing 1,000 pieces. It’s a convenient quantity for your customers—a convenient, easy-handling 
package for you. You sell on a Net Price Basis in larger quantity at increased dollar volume per sale, and you 
can make additional profit on the GRAND-PAK by placing your stock orders for ten GRAND-PAK’s of a 
type and size in one, unitized, easy-stocking corrugated container. 


IDEAL STACKING- Shallow height packages— More POPULAR SIZES—Twenty sizes ranging from #6 x 


wad 


and greater variety of sizes and types per given = (° to £14 x %" and additional sizes will be 


shelf area. GRAND-PAKaged as demand increases. 


EASY HANDLING — Sturdy, plainly identified 

ee cme NATIONAL ADVERTISING TO BACK YOUR 

_SALES—As with all new fastener ideas 
RO ig from Parker-Kalon, the new GRAND- 

P-K HI-THRED QUALITY— Every package carries fr AY PAK will be extensively promoted in 

the famous P-K guarantee. Your customer ' : ay sw Trade Publications, through Publicity 

gets the new threaded-right-into-the-head Hi- / A | “<i ‘\ and by Direct Mail. In addition, Sales 





packages—for Parcel Post shipping, local 


delivery or over-the-counter sales. 





; a é ; 
Thred and at no increase in price over the | y/ Aids are available for your use. 


older, conventional style. 


For price schedules and detailed information, call or write today. 


PARKER-KALON tapping screws 


PARKER-KALON, a division of General American Transportation Corporation, 4 Peekay Drive, Clifton, New Jersey 
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- GUILLOTINE 


POWER BLADES 


are 


PRECISION 
CUTTING TOOLS 


with Exclusive Features 
You can SEE and SELL 


® Die Set Teeth 
‘© Ne Tf -Yol t-te am Oleh adiale mm Mele] D, 
® individual Heat Treating 
'@ sto} ml © lalhiolaaalhayD, 
® Every Tooth a Working Tooth 
(33'’%3% More Cutting Action) 
® Extra Heat Treat of Pin Hole Area 
(For Maximum Toughness) 
® Scientific Pin Hole Location 
(Delivers Straight Line Cutting in Work) 


gis. 


mae . 


Plus: © Pro-Set—‘*Shatterproot’’ 
(Progressively Set Teeth—Cut like a Broach) 


DuW 


Let us tell you about our Merchandising Plan and many Sales Helps 





Protected 
territories Put your blade sales back on a 
profitable basis. 
Distributor sales aids include 
Proven items which will get your 
men into the shops. 


Guillotine Blades will stay sold. 


available 





THE —E. H. WACHS COMPANY 


1525 NORTH DAYTON STREET CHICAGO 22, ILLINOIS 
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75 psi and temperatures to 650-deg. 
F, maker claims. Designed for 
simple installation in liquid or slurry 
processing lines, the non-electric 
magnetic tubes forming the core of 
the trap are said to efficiently arrest 
and retain large or small pieces of 
tramp iron, effectively guarding fil 
ters, pumps, retainers and other 
equipment from damage and ex- 
cessive maintenance and insuring 
against intrusion of ferrous contam- 
inants into finished product. 

Eriez Mfg. Co., Erie 6, Pa. 


Rubber Container 


For truck transport, “piggy back” rail 
shipments, ship and plane transport 


Collapsible rubber container, 
called “Sealdtank,” is made with a 
rubber coated rayon fabric, formed 
in plies. Both ends are sealed by 
metal closures resembling spinal 
columns. Folds in small package 
and can be used to carry wide variety 
of bulk liquids. With container, a 
shipper can truck liquids one way 
and dry commodities on return trip 
to get full use of equipment, maker 
claims. 

United States Rubber, New York 
20, N. Y. 


Air Hoist 


Offers a choice of several 
throttle and brake systems 


\ir powered hoist is said to be 
idaptable for use in such divergent 





areas as mine shafts for hoisting men 
and materials, car spotting at indus- 
trial plants and mines, submarine 


drill barges as anchor or spud hoist, 
barge spotting at docks, decoking 
tank service. Lifting capacity ranges 
from 27,000 Ibs. at 37 fpm to 3,700 
Ibs. at 220 fpm. Called JCP-120 
hoist, is mounted on skid type base 
for portability. Five cylinder, radial 
air motor (10, 17 or 23 hp) with 
integral gear case drives large rope 
drum through multiple roller chain. 
Drum rope has capacity of 2300 ft. 
or 3-in wire rope. 

Joy Mfg. Co., Oliver Bldg., Pitts 


burgh 22, Pa. 





boosts your chain profits! 


Taylor Chain’s consistent quality assures complete customer 
satisfaction—leads to the sale of other Taylor products. Whole- 
salers’ reorders and comments bear this out. National advertis- 
ing ... new packaging in polyethylene bags . . . Taylor's new Bul- 
letin 59, a complete chain “sample” book ...many other out- 
standing sales helps are additional factors that assure faster 
turnover. Switch to Taylor Chain the next time you reorder, 


Air Control Valve 


Can be replaced, including plug-in 
solenoid, in less than 30 seconds 


Air control valve, called PDQ, 
can be completely removed by 
loosening two cap screws, twisting 
pilot cap, removing pilot cap and 
valve housing, maker claims. Valve 
weighs 4 Ibs., is a full 4-in n.p.t. 
valve that will flow 335 c.f.m. with 
100 p-s.1.g. initial pressure to atmos TM PROOF COIL—self TM BBB CHAIN—self TM MACHINE 
phere. colored or het-gatenn- colored or het-quien- — straight oot tee 


ized finish. Packed in ized finish. Packed in Bright finish. Packed in 
Hunt Valve Co S alem Ohio rugged meta! Tay-Pails. rugged metal Tay-Pails, distinctive cartons. 


Vacuum Cleaner Hose aylor 


TM CHAIN SALESMAKER holds an as- 
sortment of welded and weidiess chain, 
For pool vacuum and Store tested. Creates effective mass dis- 


aa ad > play. Chain cutter included. Requires less 
filtration use than two square feet of floor area. 


Flexible plastic vacuum cleaner 
hose, called Nylaflex, has spiral core CHAI ie “173, mains eee ee a 
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CAN YOU USE 
THIS SURE-FIRE 
DOOR OPENER? 


Bassick grooved whee! casters offer a 

natural means of getting your prospects to talk 
about his problems. 

They do the same basic job as elaborate 

materials handling systems, only they cost a 

lot less. Get your prospect to talk about his 
materials handling problems, and you can 

often “guide’”’ him into selling himself. Here’s 

an easy-reading summary of additional 

sales points... 

Efficiency — grooved wheels move along track 

3 times easier than flat wheels on a floor. 

Control — grooved wheel casters provide controlled 
movement of materials through production and 
assembly operations. 

Floor protection — wheels are always cheaper 
than floors! 

Total flexibility — wheels can be run on the track 
or in direct contact with the floor. There’s a saving 
every time an assembly or production line must 

be changed to adapt to new models. 

Mention Bassick grooved wheel casters on each call 
for the next week and see for yourself how well 
this suggestion works. THE BASSICK COMPANY, 
Bridgeport 5, Conn. In Canada: Belleville, Ont. 


°.7 





; vn 
| @, ees 
STEWART-WARNER CORPORATION 
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of highly tensile bronze-plated in- 
sulated steel spring wire said to pro- 
vide maximum flexibility, non-kink- 
ing, non-collapsible construction. 
Inner sleeve is of tough, non-porous 
nylon and outer sleeve is of non- 
porous polyvinylchloride that is abra- 
sive resistant, impervious to chemi- 
cals, maker claims. Available in 
variety of colors, in 14 and 1}-in 
diams., 40 and 50 ft. lengths. Can 
also be used for filling, emptying 
pool. 

Dayton Rubber Co., Dayton, 
Ohio 


Face Shield 


Adjustable elastic headband for 
comfortable fit on any size head 
Lightweight face shield, called 
“Spartan” series 6400, has polyethyl 
ene headgear, elastic headband and 
easy window installation. Fibre band 
with three positive snap fasteners 
holds clear or green acetate windows 
securely to wide fibre spark guard 
permitting easy installation and re- 
placement of windows, which come 
in 4, 6 and 8-in lengths and .020 and 
.040 thickness. 
Welsh Mfg. Co., 55 Magnolia St., 
Providence 9, R. I. 


Hydraulic Suction Filter 


Keeps hydraulic 

systems clean, dirt free 

Sintered metal hydraulic suction 
filter is designed for extra large sur 
face area for added depth of filtra- 
tion in protecting hydraulic and oil 
recirculating equipment. High flow 





capacity provides up to 50 per cent 
of voids in filter wall to give con 
trolled porousity for high flow of 
liquids through maze of small voids 
and stop passage of solids, maker 
claims. Pressure drop is negligible 
free flow of liquids through con 
trolled high porousity sintered pow 
dered metal retards surface loading 
Arrow ‘Tools, Inc., 1918 South 
Kostner Ave., Chicago 23, Ill 


Rotary Broach 


Resurafce in three 
fast, easy steps 


Rotary Broach 


he ids, 


Fully automati 


resurfaces cylinder engine 
blocks and similar work in following 


W ork set up on loading 


micrometer up-teed con 


+ 

StCps | 
table 2 
rol set for required positive stock 
removal and (3) automatic 


Machine 
shuts off at 


traverse 
feed is started 1utomat 


ically end of traverse 
Called model 570, broach requires 
17 sq. ft. of machine space, is said to 
resurface average cylinder head to 
microinch surface in ten minutes. 


Van Machine Co., 
Springfield, Mass 


Norman 








This distributor salesman Is 


eering with R/M 


to gain a new customer 


“Seveneering” has become a byword 
with authorized R/M packing dis- 
tributor salesmen because the idea 
of Seveneering is being received en- 
thusiastically by packing customers. 
They know that, as a rule, two or 
three of the R/M Big 7 packing 
types will satisfy all the basic needs 
for packings without compromise. 
The packings are engineered to do 
a custom job every time. 

You are “Seveneering” with R/M 
when you point up to your custom- 


ers the fact that the Big 7 packing 
types are engineered to reduce down- 
time; lower maintenance cost; per- 
mit preventive maintenance; elimi- 
nate stocking problems; do the right 
job in affording long wear and lasting 
results for you. 

R/M has published a Selecto- 
Packing Chart in handy form that 
will help your customers select the 
right Big 7 packing type quickly. If 
you have not received a supply of 
this helpful selling tool, write for 
your copies today. 


R/M's Big 7 packing types meet 95% of all packing needs 


BIG 7 PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, PASSAIC, N. J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 
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PUT Gruul 


IN THIS PICTURE 


SELLING SOSSNER TAPS! 


You'll have strong support from two allies — 


PRODUCT FEATURES LIKE THIS... 


TRIPLE TEMPERED TAPS 


T T The extra toughness built-in by triple 
tempering gives longer life plus greater 
T resistance to chipping and breaking. 


THE NEW SOSSNER PRESENTATION 


An entirely new concept in tap merchandising. Sossner dealers all over 
the country are using their mew presentation book (shown above) to tell 
the Sossner story effectively, and get results. It's the only sales tool of its 
kind in this market. 


YOU CAN GET INTO THIS PICTURE 


It's a good picture — one with many profit possibilities. 
If you’re not now a Sossner dealer, be one! Drop me 


a line for full details. — 


FACTORY WAREHOUSES IN NEW YORK «.LOS ANGELES « ST. LOUIS * DALLAS 
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ONE PIECE STEEL HEADS CHECK SEAL 
WITH WELDED MOUNTINGS 


PRESSURE SAFE FAST CHANGE 
TUBE SEALS CARTRIDGE GLAND 


Air and Hydraulic Cylinders 


In 1¥Y2 to 8-inch bores; capacities 
250 psi air, 400 to 1000 psi hydraulic 


Low pressure air and hydraulic 
cvlinder line, called Powrmation se 
ries, is available in a wide variety 
of mountings, rod diams. and rod 
ends. Mountings include side lug, 
center lug, basic, tie rod, flush side, 
front flange, rear flange, trunnion, 
clevis and double rod styles. Strokes 
can be made to any practical length 
Design features include: 1. Mount 
ings welded to one piece steel heads 
to prevent loosening. 2. Pressure 
safe tube seal is said to form posi 
tive seal at all pressures from zero 
to maximum. 3. Check seal cushion 
is said to minimize destructive 
effects of heavy or high speed loads 

Hanna Engineering Works, 1765 
Elston Ave., Chicago 22, Ill. 


<= 
=a 
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Welding Equipment Package 


Takes continuously fed weld 

wire without lag or slowdown 

Fully automatic CO2 welding 
equipment package features an auto- 





matic welding head coupled with a 
100 per cent duty cycle, 600-ampere 
constant potential power source. 
Unit is said to provide high-quality 
weld metal, high deposition rates, 
deep penetration, low-hydrogen weld 
metal, visible arc and no slag re 
moval. Can be used for single and 
multiple-pass butt welds, flat and 
horizontal lap welds, positioned and 
horizontal fillet welds and circum- 
ferential butt and fillet welds. Wire 
speeds from 55 to 1200 inches per 
minute are possible, maker claims. 
Completing package are: heavy-duty, 
water-cooled nozzle with external 
shielding for heavy production use; 
three-position mount; attached reel 
mount for holding spooled or coiled 
wire. 

A. O. Smith Corp., Milwaukee, 
Wis. 


Moulded Nylon Screws 


Can be ordered from stock in Nos. 0-80, 
1-72 and special 4-90 thread sizes 
“Watchmaker size” _ precision 
molded nylon screws are produced 
in a full range of lengths and head 
types. Provided with jewel socket, 
tiny screw incorporates ultra-fine 
threads for use in meters, or for any 
application where compactness and 
precise adjustments are needed, 
maker claims. Of nylon, screws are 
said to have higher strength-to- 
weight ratio than steel, high ability 
to deform under load for better self- 
locking fits, resistance to abrasion, 
corrosion and fungus. Suggested ap- 
plications include electrical appli- 
ances, electronic assemblies, busi- 
ness machines and instruments. 
Gries Reproducer Corp., 165 
Beechwood Ave., New Rochelle. 


N.Y. 
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TOGGLE BOLTS 


) TUMBLEHEAD 


GRAVITY TYPE 
Falls into open position 
to fasten work securely 
against hollow walls. 


TWO-WING 
SPRING TYPE 


FINE QUALITY and SKILLFUL WORK- 
MANSHIP are the distinguishing fea- 
tures of Arro Toggle Bolts. 


This well made toggle bolt makes fast- 

ening to tile, plaster, wall board, or any 

type of hollow construction, quick and 

sure. Its lively spring, when released, 
spreads the steel wings into open position 
—tightening develops maximum holding 
power. 


Used extensively by electricians, plumbers, 
decorators, maintenance men, sign men 


Ke 


RIVETED HEAD 
STUD BOLT TYPE 


Falls into open po- 
sition by gravity. 


and many other tradesmen. 


SCREW HEAD STYLES 


THE BEWARROSS LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 


——— 


ARRO-CORE MASONRY DRILL 


Ta oecce 


ARROFLUTE CARBIDE MASONRY DRILL 


a —— 


FOUR-FLUTE HAND STAR DRILL 


i ARRO 
2 ean 


A-C-E EXPANSION SHIELD MACHINE SCREW ANCHOR ¢ 


EXPANDER HAMMERLESS SETTING FOOL 
r - * —— 
sa A ag 
: a _} 
) MAL-LEAD BOLT ANCHOR 


FOUR-FLUTE DRILL POINT 
~ “ 


DOUBLE EXPANSION SHIELD —_ > 
TUD BOLT ANCHOR 


O-€ EXPANSION SHIELD 
8, ee, 


‘eee 


HOLD-IT EXPANSION SHIELD 


See 
- —_ 
Fe TWIST DRILL POINT 


CREW EXPANSION SHIELD @ PIRAL-DRIVE NAIL ANCHOR 


, A 
ym e op << 
7 


TWO WING TOGGLE BOLT 


= ; 


TUMBLE TYPE 


TOGGLE BOLT 
DISTRIBUTORS 


al 
at ome == 
— This Advertisement Appears 


SILVER KING in Leading Publications Di 
SELF DRILLING SHIELD rected to Your Customers 


ARRO EXPANSION BOLT COMPANY 


DEPARTMENT C, P. O. BOX 388, MARION, OHIO 


RUBBERGRIP DRILL POINT HOLDER 


Cen) 


LITTLE MAJOR TURNBUCKLE 


EAD SCREW ANCHOR 
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Cryogenic Container 


Has extra large open neck 
to facilitate filling and pouring 
Liquid 02 or N2 storage and 
transfer container is vacuum insulat 
ed, built of stainless steel. Auto 
matic self-pressurization system is 
provided for pressure transferring 
liquid from the container for use in 
intended application. Illustrated is 
Model 21176, a five liter size which 
weighs 10 Ibs., 4 oz. empty. Similar 
models in 10 and 25 liter sizes. 
Aro Equipment Corp., Bryan, 
Ohio 


Furnace Accessories 


Six accessory groups permit one model 
electric furnace do several operations 

Following accessories are said to 
make company’s Type 2100 ‘Ther- 
molyne furnace more adaptable as a 
salt bath, oil bath, melting, vertical 
muffle or crucible furnace: ‘Two 
stainless steel pots with cover for 
heating to 1000 and 1600-deg. F.; 
safety lifting handle for pots; per- 





forated stainless steel small parts 
basket with lifting handle; perfor- 
ited stainless steel skimmer for re 

moving sludge or crust; graphite KALAMAZO 
melting ladle for use to 1700 deg. F 

with no-slip lifting handle; high tem- 
perature refractory chamber liner; 


heavy, well insulated _ refractory 
chamber cover. 


Thermo Electric Mfg. Co., 50 | 4 - Py, 
Hel St., alias ae | oo Ul orth mor € lo 7 Ou 





For those Special 
Metal Cutting Jobs 


MODEL 824D 


Cuts 8-inch round and 24-inch 
flat stock. The 824D will give 
you extra capacity for special 
cutting jobs such as kitchen 
counter tops, steel mats and 
other projects where a little ex 
tra capacity is required. Accu 
rate and dependable 


Deceleration Valve 


Has adjustable throttle, is rated for 
5 to 25 GPM oil hydraulic applications 


Deceleration valve for hvydrau 
lically actuated machinery permits 
external adjustment of back pres MODEL 610D 
sure to provide desired deceleration ih Kiet, couad wk Wites 
rate, maker claims. Other stated flat stock. The 610D gives you 
j ~ it c 
features: machine tool set-up time a eee 
| and portability. Excellent as an 
is reduced as valve eliminates need on-the-job saw for electricians 
: - ] | plumbers and those in light 
for special valves, spool modifica | Ttiiisten ond welll Wee 
tions and deceleration cam altera all the features of the larger 
| Kalam del 
tions; adjustable needle valve pet — 
mits metering oil through valve 
when complete shut-off is not de 
sired; valve can be used for applica \ 
tions to 60 gpm without malfunc 
tion. Minimum recommended op Ask your Kalamazoo volte] (Jamiel m@Mel-tielll Melile Me Mel-Tuilelilticelilol Mey 
erating pressure is 3000 psi these two units or any of the other fine Metal Cutting Bench Saws 
\ k | Detroit 38. Micl in the Kalamazoo line. Remember, Kalamazoo . . . worth more 
l ‘TS ) "LT 5 ] 
CKCI nec., ecrrol % 1¢ to you 


Sectional Insulation | | 
For temperatures rorging MACHINE TOOL DIVISION 
from 200 to 1200-deg. F 
KALAMAZOO TANK and SILO COMPANY 
nsulating material, called 


“Zebra”, is multi-layer, sectional 759 Harrison Street @ Kalamazoo, Michigan 
type thermal insulation primarily 


» 
composed of calcium silicate-asbes- 
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...Men who use strength and power 


naturally use WILTON vises! 


} 
s 
“1 


t 


% 


46 
AS 


WHEN YOU SELL WILTON YOU SELL STRENGTH, 
RUGGEDNESS, AND TROUBLE-FREE PERFORMANCE! 


engineered 
Wilton’s malleable castings 


Heavy steel jaw faces wit 
Increased throat depth 


Sealed unit LIFETIME lubrication 


Attach this ad to your letterhead and mail today! 


WILTON 


WILTON TOOL MFG. CO., INC. © SCHILLER PARK, ILLINOIS © DEPT. ID-20 
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tos fiber bonded felts. Stated quali- 
ties: greater resistance to shock, im- 
proved handling characteristics, 
easier installation in single layer 
thicknesses in sectional form for 
pipe up to 24-in. in diam. Available 
in nominal thicknesses of | to 4-in. 
for pipe sizes 4 to 6in. diam., and 
in thicknesses of 14 to 4-in. for pipe 
7 to 24-in. diam. Also in larger sizes 
on request. Suggested applications 
in power plant, marine and petro 
chemical fields. 

Keasbey and Mattison Co., Am- 
bler, Pa. 


Hydraulic Hand Lift Truck 


For use with double 
or single-faced pallets 
Stated features of 3000 pound ca 
pacity hydraulic hand lift truck in 
clude: provides a full four inches of 
lift with seven strokes of the bal 
anced operating handle (load lowe: 
ing controlled by a foot release 
pedal); minimum pulling — effort 
achieved with smooth faced wheels 
which roll on tapered roller beat 
ings; five pint hydraulic oil reservoir 
insures long operation with infre 
quent maintenance; hydraulic lift 
ing unit totally enclosed for protec 
tion and pump is located in a 
position guarded from outside shock. 
Standard fork frame lengths are 32, 
36, 42, 48, 54 and 60-in. Standard 
fork widths are 19, 25, 27 and 30-in. 
Yale & Towne Mfg. Co., 11,000 
Roosevelt Blvd., Philadelphia 15, 
Pa. 





Radial Drill Press 


For pattern, woodworking, 
furniture shops and light industry 
Radial drill press is designed to 
drill to the center, or any point, of 
a 32-in. square and is ideal for rapid 
multiple drilling operations, hori 
zontal drilling and angular drilling, 
maker claims. Press is capable of 
sanding, shaping, routing, mortis 
ing, plug cutting. Features a head 
that swivels 360-deg. around the 
column and tilts more than 90-degs 
to the left and right. Four speeds 
available—700, 1250, 2400 and 4700 
r.p.m. 
Rockwell Mfg. Co., Delta Power 
lool Div., 465 N. Lexington Ave., 
Pittsburgh 8, Pa. 


Grinding Wheel Dressers 


Increase grinding efficiency by 
lowering heat at area of contact 
“Economy” grinding wheel dress 
ers are small, elongated diamonds 
mounted on a steel matrix which 
has the same coefficient of expan- 
sion as the diamond that bonds to 
it. Special shape and mounting of 
the diamond keep dresser sharp over 
its entire life, maker claims. Other 
stated features: dressers never re- 
quir resetting; same contact area of 
diamond is presented to grinding 
wheel through life of tool; a few 
standard dressing tools can be used 
on a variety of different machines 
for substantial inventory reductions. 
Precision Diamond Tool Co., 


P.O. Box 274, Elgin, IIl. 


to increase repeat profits on every call...remember... 


they 
always 
need 





more 


SSBOR 


paint 


brushes 


Extra income for the asking . .. because 
Osborn helps you make it 3 ways easier 
to build a steady volume of repeat orders 
that guarantee you steady repeat profits. 


Buyers know the Osborn brand... its 
acceptance helps you sell faster, more 
effectively. And Osborn advertising pene- 
tration paves the way for every call you 
make. 

Buyers respect genuine value... because 
quality is still the best buy in the long 
run. Buyers and users both rate Osborn 
brushes as superior buys. 


You assure repeat orders ... with 
Osborn’s line of quality brushing tools 
because satisfied buyers always come 
back for more. 


Add it up—extra profit is yours for 
the asking because Osborn Brushes are 
in steady demand everywhere. Get your 
share of this high-profit Osborn business. 
The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio 





METAL FINISHING MACHINES...AND FINISHING METHODS 
POWER, PAINT AND MAINTENANCE BRUSHES « FOUNDRY PRODUCTION MACHINERY 
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the only 3 
masonry drill-anchor 
that's 

DURATHERM For converting standard 
HEAT-TREATED hoist hooks to safety hooks 
pielmeleliliiiem ele) 4-36 sly Shoal sagen ied 


able from stock for heavy indus 
plus holding power... trial, foundry, material handling and 
similar hoist applications, im hook 
sizes through 10-ton. Sizes above 


Safety Latches 





10-ton capacity made to order 
Latches are fitted on any hook in a 
matter of minutes, using only hand 
tools, maker claims. Latches, de 


7) signed to prevent accidental drop 
AER =O) 0 "NG ping and detaching of loads, have 
DRILL-N-ANCHOR only two major parts: a clamp-on 


collar and a_ spring-loaded safety 
for fastening any kind of fixture to any kind of masonry latch which fits into latch opening 
* hardened so teeth keep their edge, drill a full hole fast Harrington Co. Gravers Road, 
* toughened so teeth won't snap off, even in hardest concrete . sg . 
al Plymouth Meeting, Pa. 


F DRILLS FAST...HOLDS TIGHT... 
7 * Drills its own hole in the hardest concrete, 


develops highest holding power. 
«CUTS COSTS ALL-AROUND * Tapered holding ridges around body make 
.* The anchor is the drill...no separate the Saber-Tooth bite harder, grip tighter. 
drills to handle or sharpen..-no * Expander slots assure complete, even expan- 
problem of matching sizes. sion when anchor is driven home—teeth un- 
«Core drill’ design saves drilling dercut hole deep in the masonry. 


time and labor. * All-steel construction resists shock, vibra- 


tion, fire, rust. 


* Snap-off joint is strong enough to hold dur- ——_—_— “th... 
ing drilling, yet breaks clean after the anchor ~~ me 
is in place. 


THE RAWLPLUG COMPANY, INC. Sub-Pump Guard 
204 Petersville Road New Rochelle, N.Y. 


Please rush my Saber-Tooth sample and complete facts. Offers unusual features 
as a torque resistor 





Te Sub-pump guard, model No. 6, 
a he : . 
ee fits 5 and sin, or-6-in. 1.D. casing 
or 3 and #-in. to 3 and 3-in. O.D. 
Sin, ne ae wom Pump, and eliminates extensive re 
_“90r expense, on your toughest masonry 4 : . rei . a 
anchoring job. send the coupon for. pair costs of submersible pump in 
free sample and tylt information. stallations, maker claims. Other 
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stated features: speeds and protects 
pumps during installation; is de- 
signed to reduce torque strain on 
motor and pipe while assuring a 
minimum of pounding by pump 
against casing or wall of well. 
Campbell Mfg. Co., Inc., Boyer- 


town, Pa. 


Valves 


Long service life, 
greater mounting flexibility 
Line of “Rotoram” 3 and 4-way 
valves feature a stem which has a 
reciprocating and rotating motion 
during actuation. ‘The stem’s 2-way 
motion is said to provide fast, 
smooth control of air cylinder ap 
plications. Valves are made for 4, 4, 
g and 4-in. pipe sizes and desigred 
for operating pressure to 200 ps! 
Port entry from either right or left 
side. 
Air-Mite Devices, Inc., 4401 W. 
Kedzie St., Chicago 


Wet Grinder 


Sharpens for dies used to blank out 
shapes in fibreboard, plastics, foil etc 

Adjustable speed wet grinder, 
model 61 AVSW,, is furnished with 
up to 20 HP for 36 x 4in wheel. 
Unit sharpens dies used in blanking 
out shapes in industrial packaging 
materials and can be used for grind- 
ing high speed tool bits such as in 
well drilling, mining and tool shops. 


Turnover Slow? 
Volume Low? 
Profits So-So? 


RANKO . 


REG. U.S. PAT. OFF. 


Solid Woven 





For consistent sales, sure profits . . . sell the best, 
FRANKO Solid Woven Belting. You always satisfy, 
because there is a type or size for every need. Available 
in 1” to 96” widths . . . Three popular types... 
“INNERLOK” for Industrial Conveyors. Famed dense 
weave assures minimum stretch, keeps belt true longer. 
Lightweight flexibility cuts power costs. 

“FINETEX” for Biscuit & Cracker Industry. Super-fine 
texture, for bakery and confectionery product uses. 
“SUPER-CORRUGATOR” for Corrugated Box Industry. 
Non-peeling, minimum stretch, strong and flexible. 


The original interwoven belting. Makes better board 
at lower cost. 


Write for details and samples today. 
“Builders 


of Better Belting 
Since 1875” 


tue FRANKLIN 


1118 Central Parkway 
Cincinnati 10, Ohio 
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SHELDON Distributors 


can sell all departments! 


for Production 


.-- mot only a full line of second operation lathes 
but a new series of turret tables with push but- 
ton selection of spindle s s. 1” collet capac- 
ity (1%" hole thru spindle). Standard equip- 
ment includes: 6 station bed turret with 6” 
stroke and hand lever cross slide with two ad- 
justable tool blocks. Much optional equipment. 


for the Tool Room 


...a@ complete line, 10", 11” and 13” 
Precision Lathes including new 11” and 
13” variable speed lathes that give any 
speed instantly under power (by sana. 
buttons and watching large tachometer 
dial in headstock). 


for Bigger Saving 


... new, larger, heavier 15 inch series of | 
lathes with revolutionary design, 112” | 
hole thru spindle, 60 pitch gear box, push | 
button stations, extra power and speeds 
to take full advantage of new cutting ma- 
terials. Optional gear-shift drive . . . low, 
low price. 


for the Laboratory or Shop 


... complete line of moderate priced small 
precision lathes, bench models, cabinet 
models, or pedestal mounted, with wide 
choice of drives. All have “Zero Precision” 
Tapered Roller Bearings. 

~ 


... fast selling Size “0” Sheldon 
Milling Machines and 12” Back 
Geared Shapers that are up to the 
minute in selling features. 


Write for Catalog, Dealer Aids and 
Distributor arrangement on this 
popular, nationally advertised line. 


SHELDON MACHINE CO., INC. 


4232 N. Knox Avenue 7 Chicago 41 
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Stated features: constant peripheral 
speed for longer wheel life; maxi- 
mum peripheral for either vitrified or 
high speed grinding wheels can be 
maintained for life of wheel; ad- 
justable wheels guard and changer 
interlocked to prevent overspeed- 
ing of grinding wheel; totally en- 
closed fan cooled ball bearing 
mounted in base. 

United States Electrical Tool Co., 
3640 Llewellyn St., Cincinnati 23, 
Ohio 


Variable Speed Pulleys 


For original equipment use and low- 
cost replacement on existing equipment 

Line of variable speed pulleys con- 
sists of five sizes ranging from frac 
tional to 1 HP, with speed ratios to 
2.8 to 1. As easy to install as an 
ordinary V-belt drive, pulleys permit 
accurate adjustment over wide 
range of speeds, maker claims. Fea- 
tures include curved pulley faces for 
full belt contact, high ratio for small 
face diameter, positive lubrication 
and compact, lightweight construc- 
tion. 

Lovejoy Flexible Coupling Co., 


4961 W. Lake St., Chicago #, III. 


Dynamometers 


Measure torque, compression 
traction, tension or weight 

Two new capacities, 150,000 and 
200,000 Ibs., have been added to 





company’s line of direct-reading, 
traction-type Dynamometers (port 
able force-measuring instruments). 
Both units have net weight of 23 


Ibs. and 10-in. diam. dials. Stated 
features include: resettable red max 
imum hand which “remembers” 
® . 


point of peak load; removable clev- ped aca 
ises of drop forged alloy steel; ultra- ‘ BEARING ALUMINUM BARS 
sensitive mechanism produces full “ee 
scale reading with only .040-in. de Heir). 
flection of the special alloy steel have you learned what Bunting Bearing Aluminum Bars can do for you? 


eeereeree eee eeeeeeeeeeeee 


~ 


beam regardless of capacity; fatigue 
tested beam retains resiliency in- No other low priced bearing metal delivers all the many fine 
definitely without creep or hystere qualities embodied in Bunting Bearing Aluminum. Its 
leas physical properties add up to a remarkable and ideal 

sis; overload protection built into material for most general bearing applications. Light weight 
the beam sustains appreciable surges is an added advantage. It machines easily and rapidly, saving 
without damage to calibration. labor cost. All bars are machined on all surfaces, reducing 

W. C. Dillon & Co.. Inc., 14620 waste metal to the minimum. And it is carried in stock in 
Keswick St.. Van Nuvs. Calif 138 sizes of 13’’ tubular and solid bars by your local 

ee ee Bunting Distributor. 


case in point* 

Specimens of Bunting Aluminum Bearings 
replacing bearings of other metals which 
cost twice as much. No sacrifice 

of performance or life. 


a2 
3 tri lif 4 


1. Cylinder gland bearing. An example of how to save 

money on large, thick-wall bearings. 2. A high speed 

150,000 RPM - bearing for turbo super charger. Intricate 
machining, many dimensions. close tolerances. 3. Solid 

gear bearing to replace roller bearing. Bunting Bearing 

Aluminur Jeal where thick-wall is essential. 4. This thick>wall 
floating rod bearing affords an attractive economy in material 


cost, and an additional value in light weight 


MACHINE SHOP SERVICE .. . Small lots of special design 
bearings, not obtainable from stock, can be procured 
immediately from fully:equipped machine shops through all 
Screw Bunting Branches. The wide range of sizes of Bunting stock 


; cast bronze and sintered bronze bearings makes the 
Drills and taps own hole in 


J alteration of a stock item to a special bearing easy and 
sheet metal, plastic, wood 


economical. Bunting Cast and Sintered Bronze and 
Screw. c illed Self-Drill Self I ip Bunting Bearing Aluminum Bars provide the material 
for special sizes and designs which cannot be made from 
screw, is designed for power driving 
? stock bearings. Your local Bunting Distributor can 
and is ideally suited for both man Silliies fer iuch work 


ual and automated assembly opera 
tions, maker claims. Also said to 
eliminate problems in drilling, po 
sitioning and hole matching, can be Ask for catalogs . . . 

preassembled with various types of See re igre sprees ot aot anes 
plain, special and lock washers and Ne. 258—Complete listing of Cast Bronze Electric Motor Bearings for all makes 
sealing washers to meet specific ap- and sizes of electric motors. 


aos —— , ; ¥ No. 46—Technology of Bunting Bearing Aluminum. A technical treatise on the 
plications. When preassembled with composition, machining and use of this new bearing metal. Ask your local 
washers, screws are said to eliminate Bunting Distributor. 


more costly work operations in The BUNTING Brass and Bronze Company « Toledo 1, Ohio 


many assembly systems. Branches in Principal Cities 


Reliance Div., Eaton Mfg. Co., BEARINGS, BUSHINGS, BARS & SPECIAL PARTS OF CAST BRON? “'NTEPED METAIE OR ALUMNI ALLOYS 


Massillon. Ohio | THIS ADVERTISEMENT APPEARS IN MILL & FACTORY @ AMERICAN MACHINIST © PURCHASING e 
— ? | MACHINE & TOOL BLUE BOOK © SOUTHERN POWER & INDUSTRY 
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GET READY FOR THE 


ELLING SIXTIES! 


with the BOND PROFIT LINE! 


MANUFACTURERS of the leading basic line of 
POWER TRANSMISSION EQUIPMENT 


ALWAYS IN READY SUPPLY * COMPETITIVELY PRICED! 


SPEED REDUCERS 

Wide range of worm gear speed re- 
ducers. Vertical and horizontal units. 
Single and double reductions; ratios 
5:1 to 3264.1 for 1/30 to over 11 
H.P. input. 


STOCK GEARS 

Complete line of stock gears: Spur, 
Mitre, Bevel, Worm Gears and Worms. 
Also, gears made-to-order to your cus- 
tomers’ specifications. 


SPROCKETS AND CHAINS 

Cut Cast Iron and Steel Sprockets 
suitable for light or heavy drives— 
available from STOCK. Special sprock- 
ets to order per your specifications. 


FLEXIBLE COUPLINGS 

5 Types—Nearly 100 different sizes. 

For any drive up to 500 H.P. at 100 

R.P.M. Each has only 3 parts—re- 

quires no adjustments or lubrication. a 
Available in iron or aluminum. . 


UNIVERSAL JOINTS COLLARS 


PILLOW BLOCKS 


Write today for the facts on how Bond dealers earn 
‘high profits with off-the-shelf sales. Choice territories 
available. Bond’s marketing program works for you to 
create s sales! 


All of the eis beias Tameliia Shend line 
ARE CARRIED IN STOCK. 


CHARLES BOND COMPANY/ 617-623 ARCH STREET © PHILA. 6, PA. 
Gentlemen: Please send me 

(1) Facts on profitable Bond dealerships 

[) Catalog No. 100 on Bond’s Complete Line 
NAME COMPANY 


ADDRESS 


& CHARLES BOND COMPANY 


17-23 ARCH STRE eal LAD HIA £ PENNSYLVA 
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“BUILT-IN” INCENTIVE 
Starts on page 92 





firm’s salesmen. “We have found,” 
he says, “that it is talking to them 
in terms that are really important to 
them: the basis on which they are 
compensated.” But self-interest isn't 
the only influence at work. “They 
often find, in these reports, product 
lines which in themselves deserved 
more of their attention. So we're 
confident the report is helping them 
to do a more creative selling job.” 


Salesmen Like It 


Mau-Sherwood’s salesmen are 
fully in agreement with Shaw’s esti- 
mate of the new report. Says Jack 
Tiedt: “When I get this report, I 
go right down the list and circle 
where there’s a loss, or where the 
profit figure is off from last year. I 
get an immediate idea of where I 
should be spending my time—or 
whether I’ve been spending my time 
on the right lines.” 

Like many another distributor, 
Mau-Sherwood used to depend on 
the standard reports to salesmen, 
with varying degrees of success. Per- 
haps the greatest drawback to the 
previous types of reports was that 
year-to-year comparison was some- 
thing the salesman had to work out 
himself. The result was he was sub- 
merged in paperwork and “paper- 
keeping.” The present report con- 
denses all these data on one sheet, 
and when the salesman receives the 
sheet for the next month, he can 
throw the present sheet out since 
the information has all been up- 
dated. 


Other Reports 


Mau-Sherwood prepares _ three 
other analyses for salesmen. One is 
a gross profit analysis of products by 
customer, which helps the salesman 
determine if he’s spending sufficient 
time on some customers, too little 
on others. Two other analyses are 
made: One showing the total sales 
for the entire company with a total 
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from John F. Spaulding, President, SKIL Corporation 


SKIL Corporation 


5033 ELSTON AVENUE + CHICAGO 30, iLL 
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HAMMERS 
WITH AUTOMATIC 
POWER ROTATION 


HAMMERS 
WITHOUT 
ROTATION 
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DRILLS 
WITHOUT 
HAMMERING 


New! Revolutionary Skil Roto-Hammer 


Exclusive 3-way action obsoletes all other electric hammers! 


It’s actually 3 different tools in one: 
Powerful hammer with automatic power 
rotation that drills holes in masonry up to 
65 times faster than by hand... up to 5 
times faster than ordinary hammers .. . 
without tiresome rotation of star drills. 


Hammer without rotary action for all 
kinds of hammering jobs, including chan- 
neling, routing, chiseling, riveting, demo- 
lition work, setting self-drilling anchors. 

Drill without hammering action for bor- 
ing holes in masonry, wood, metal, or any 


material that can be drilled with standard 
electric drills. 


Costs per hole are lowest of any ham- 
mer (see chart). Maintenance costs are 
lowest, too, because of unique “‘electro- 
pneumatic” drive. No springs to break 
... powerful hammering is air actuated. 


Ask your Skil distributor for demon- 
stration of Model 726 (14-1 inch) and 
Model 736 (1-2 inch). Or write for 8-page 
brochure. Skil Corporation, 5033 Elston 
Ave., Chicago 30, Ill. 


«2. and SKILSAW POWER TOOLS 


Over 20 SKIL Roto-Hammer Ads similar to this will run in leading trade magazines in 1960. 


- 
"ies 


LOWEST COST PER HOLE 
Based on 1000 holes (" x 4” deep) in 
masonry—labor at $3.00 per hr. 
SKIL 
NO. 726 HAMMER 
1 Carbide Bit* needed 


ORDINARY 
HAMMER 


24 Star Drills needed 


100.4 hours of labor 


$80.14 (labor & bit) 


$337.20 (labor & bits) 
8¢ per hole 34¢ per hole 


*New SKIL Carbide Bits stay sharp 20 to 30 
times longer than star drills. 


for each salesman, and the other 
showing total sales for each product. 

The influence which these reports 
have on the salesmen’s efforts is re- 
peated in the case of management's 
efforts. The management group can 
direct sales effort to make sure that 
it is being aimed at the right cus- 
tomers, with the right products, 
with the most efficient expenditure 
of time and talent. 





SALES AIDS 
Starts on page 117 





WELDING HELMET — Sellstrom 
Mfg. Co., Palatine, Ill_—Catalog on 
fibre glass welding helmets. 
VALVES—Lunkenheimer Co., Cin- 
cinnati—Revised version of 500-page 
valve catalog, titled “Catalog ’60” 
presenting firm’s entire line, with 
24-page “valve selector” section and 
engineering data. 

CUTTING TOOLS—Union Twist 
Drill Co., Athol, Mass.—Folder on 
“Co-Van” aircraft series drills. Also: 
bulletin on new “UTD” nylon driv- 
ing sleeves for taper shank drills. 
SHOP ACCESSORIES—Brown & 
Sharpe Mfg. Co., Providence, R. I. 
—Catalog on machine shop acces- 
sories, including arbors, adapters, 
collets, etc. 

FLOOR TRUCKS—Thomas Truck 
& Caster Co., Keokuk, Ia.—Catalog 
on full line of standard platform 
trucks, two-wheel trucks, skids, cast- 
ers and wheels, and trailers. 
CRAYONS—Tempil Corp., 132 W. 
22nd St., New York, N. Y.—Bro 
chure on “Tempilstiks” tempera- 
ture indicating crayons. 

PUNCH PRESSES—Kenco Mfg. 
Co., 5211 Telegraph Rd., Los An- 
geles—Bulletin on punch presses 
from two to 18 tons capacity. 
HOISTS — Harrington Co., Ply- 
mouth Meeting, Pa.—Catalog on 
hoist products for overhead handl- 
ing of loads from }-ton to 60 tons. 
VALVES — Jamesbury Corp., 148 
New Street, Worcester, Mass.— 
Product data sheet on electric motor 
operators for use with “Double 
Seal” ball valves in } to 4-in. size 
range. 


SHELVING 





lf your parts are large or small — 
Equipto drawers will take them all 


now in all sizes 


The vast and varied Equipto line offers the widest selection of capacities and 
combinations ever built into drawer storage units. They include everything 
from simple 2 drawer units to the large 7’ high multi-drawer combination 
shown above. They are of heavy duty construction and not to be confused 
with other units on the market. Different types of interchangeable drawers 
permit thousands of arrangements within the units to satisfy your needs — up 
to 6,184 drawer compartments in only 3 sq. ft. of floor space. 

Some of the drawers are shallow for tiny parts . . . others are Jumbo size 
for large objects. Up to (17” long by 1144" wide by 64” deep) All have 
adjustable dividers that lock in place —can’t creep up — small Parts cannot 
get from one compartment to another. Heavy gauge steel construction pro- 
tects parts .. . prevents sagging or sticking . . . prolongs life of units. 


Equipto is the most complete line of drawer ond drawer units on the market. 
Send for your free copy of big 32 page drawer catalog No. 302 showing hun- 
dreds of different units. Don’t delay, act today! 


= 


BENCHES DRAWER UNITS LOCKERS EQuiPTo ROBE STOCK CARTS ANGLE 
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Stop breakdowns, cut down time 
with Loctite, the new liquid lock 


Loctite Sealant stops costly breakdowns due to nuts that work 


loose... 


repairs loose bearings without expensive shaft or housing 
preparation . 


. seals pipe and tubing joints pressure tight. 





Makes any threaded 
part self-locking 


* prevents breakdowns 








caused by loose bolts, 
nuts and studs 


Simplifies servicing 


SS SME 
y 


e makes any threaded part 
vibration-proof yet easy 
to disassemble with ordi- 
nary tools 





RETAINS 


Makes bearing 
replacement easy 


e retains bearings without 
press fit 


e eliminates reboring, 
sleeves, shims, and weld 
metal builds 


Acts as liquid shim 


e corrects fitting of a part 
on a shaft by filling 
clearance where slippage 
occurs. Also locks set 
screws 


can be used to retain 
pulleys, gears, rollers, 
drums, hardened sleeves, 
oil seals 








Simplifies tube joining 
e replaces solder 


e requires no heat or cor- 
rosive fluxes 


e no mixing . 
ready to use 


. comes 


Prevents leaks in high- 
pressure fluid lines 


e completely fills joints 
with tough plastic 
resists heat, cold, fuels, 
oil, water, solvents, all 
hydraulic fluids 
contains no solid par- 
ticles to foul valves 








LOCTITE Sealant simplifies repairs 


. minimizes inventory problems 


A single drop of Loctite makes any nut a lock nut—any 
screw a lock screw. Each drop a “‘Liquid Lock Washer”’ 
that fits all sizes. A free-flowing liquid plastic, it wicks 
into threaded parts and close-fitting metal joints .. . 
then hardens from the inside out. 


Easy-to-apply Loctite comes ready for use. It requires 
no heating or mixing . . . will not air-dry . . . and stores 
for years. There are Loctite service kits for all types 
of maintenance applications. 


You can count on your distributor 
salesman for service that keeps things 
running. Ask him for information on 
how to use Loctite to perform main- 
tenance magic. 


LOGTITE * SEALANT 


SOME SATISFIED LOCTITE USERS 


Portable Electric Tools Inc. 

Bendix Aviation Corporation 

Consolidated Diesel Electric Corp. 

Emerson Electric Manufacturing Company 

General Dynamics Corporation, Electric Boat Division 
The Maytag Company 

Veeder-Root Incorporated 

Westinghouse Electric Corp. 

Remington Rand Univac 

Capital Airlines Inc. 

The Martin Company 

A. 0. Smith Corporation 

Philco Corp.—Government & industrial Div. 

General Electric Company 

Hamilton Standard, division of United Aircraft Corp. 
Holley Carburetor Company 

Kaman Aircraft 

Raytheon Mfg. Co. 


American Sealants Company + 441 Woodbine St., Hartford 6, Conn. 
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Seiling 
LOGTITE 


is profitable - 
Here are 


T reasons why! 


é Great door opener. Lo: 

tite is revolutionary. Its 
secret is a brand-new lock 
ing concept publicized and 
praised in leading technical 
journals. 


Low 
locking fea 
tures have been tested and 


Wide acceptance. 
tite s unique 


approved by many of the 
country’s leading manufac 
turers 


Fast, easy sales. Prospects 
find Loctite 
are quick to see it will save 
them time and money. Re 


exciting and 


peat business is excellent 
Huge potential market. 
Every one of your present 
customers 18 a prospect for 
production or maintenance 
applications 


» Maximum turnover and 
profit. Loctite requires 
little shelf room and but a 
minimum dollar invest 
The 


compares with hundreds of 


ment one product 


mechanical locking devices 


cy Sales leads. Inquiries re 

sulting from national ad 
vertising are passed onto 
you 


Solid sales support. As a 
distributor you get con 
and 


tinuing sales 


tion aid 


LOGTITE 


SEALANT 


promo 


Limited and selective distribution policy. 
Distributorships available in some areas. 


AMERICAN SEALANTS COMPANY 
Woodbine St., Hartford 6, Conn. 
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PRECISION TOOLS—L. S. Star- 
rett Co., Athol, Mass.—Folder on 
precision tools, gages, 
hacksaws, hole saws, band saws, flat 
stock. 

STAMPS—Greenfield Steel Stamp 
Wks., Greenfield, Mass.—Catalog 
sheet on “MarkRite” steel stamps. 
FOOT SWITCH-—Linewaster 
Switch Corp., Woodstock, Conn.— 
Brochure on “Hercules” heavy duty 
for applica 


measuring 


footswitches various 


tions 

COMPOUND-—American Sealants 
Co., Hartford, Conn.—Bulletin on 
“Loctite” liquid sealant for fas- 
teners, bearings, oil seals, joints. 
CUTTING TOOLS-—Bicknell 
Co., Greenfield, Mass.— 
Catalog on counterbores, counter 


l‘homas 


sinks, and extensions. 

COMPOUND — Supersite Corp., 
Derby, Conn.—Catalog page 
“Du-Ol” penetrating compound for 
rust-bound or corroded 


on 


loosening 
parts. 
PINS—C.E.M. Co., 24 School St., 
Danielson, Conn.—Technical data 
manual on “Spirol” spring pins; also 
bulk price list on same item. 
GEARS-—Gries Reproducer Corp., 
400 Beechwood Ave., New Rochelle, 
N. Y.—Catalog on die cast gear and 
pinion combinations available from 
stock dies. 

PIPE—Resistoflex Corp., Roseland, 
N. J.—Technical bulletin on “Flu- 
oroflex-1” pipes, 
thermowells, and nozzle liners for 


dip spargers, 
high temperature applications. 

FASTENERS — Fastway Fastener 
1676 E. 28th St., Lorain, O.— 
“Fastway Jr.” tool kit containing as 


Inc > 


sortment of pins and tool for driv- 
ing pins into concrete, concrete 
block, etc. 
VALVES—OPW-Jordan, 6013 
Wiehe Rd., Cincinnati—Bulletin on 
nylon dise gate valve no. 76. 
HAND TOOLS-—Stanley Wks., 195 
Lake St., New Britain, Conn.—New 
“Uni-Rak” 


tools and 


to display “Surform” 
blades. Also: folder on 
Uni-Rak unit, with retail prices and 
packing. 
SHEAVE-—T. B. Wood's Sons, 
Chambersburg, Pa.—Bulletin on sta- 
tionary control “SVS”  variable- 
speed cheave for standard V-belts. 
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Hamilton 
means 
Business ! 


(Good Business for You) 


A COMPLETE ONE-SOURCE LINE HELPS 
YOU SERVE BETTER—SELL MORE 


Casters, wheels and floor trucks—all from one 
source / No need to shop around for the right 
supplier; with the extensive Hamilton line you 
have the equipment your customers need. 
Hundreds of styles, sizes and capacities for 
materials handling in every industry. Head- 
quarters, too, for “job engineered”’ built-to- 
order equipment. 


50 YEARS OF PLEASED CUSTOMERS. Industrial 
buyers know and respect the Hamilton name... 
that’s why they buy from Hamilton distributors. 
For over 50 years Hamilton casters, wheels and 
floor trucks have been opening many doors to 
many sales. And their proved performance keeps 
the door open—helps you increase sales on all 
the other items in your line. 


POWERFUL CONSISTENT ADVERTISING. Hamilton 
helps you by pre-selling industrial buyers through 
hard-hitting advertising and publicity in national 
trade publications and direct mail campaigns. 


2 BIG CATALOGS. One for casters and wheels, 
one for floor trucks. You'll be proud to show the 
handsomely illustrated and attractively bound 
Hamilton catalogs. Special easy-to-order format, 
indexed for ready reference. 

PUT YOUR SALES ON HAMILTON WHEELS! 


Write for details of 
Hamilton's “ Factory-direct” sales plan. 


THE . 
Hamilton 
CASTER & MFG. CO. ~ 

1751 Dixie Highway 
Hamilton, Ohio 





Again 
Coffing 
Brings You 
a New Line 
of Hoists 


For the second time in less than a year Coffing 
has introduced a new hoist line to give you 
easy, safe, positive efficient lifting power at 
moderate cost. 

The new RA Series Safety Pull Aluminum 
Ratchet and Pawl Lever Hoist is easy to oper- 
ate—requires minimum handle pull—only 59 
pounds for the %,-ton model to 97 pounds for 
the 6-ton model. It may be operated from 
either side and the design prevents freezing a 
load. Load rotation is easy because of ball 
thrust bearings in the load hook assembly. 

Safety has been built into the hoist. It will 
not ratchet under load if handle is released 
nor will it free chain. Controls are protected 
from inadvertant shifting. The bottom stop 
eliminates any hazard from the handle being 
released unintentionally and prevents handle 
from being moved to a position parallel to the 
load chain which would develop undesirable 
twisting action. The exclusive safety handle 
bends to indicated overload. 
® Strength without excess weight in the new 
hoist is achieved by a special aluminum alloy 
which is used in the body and handle. Long 
service life has been provided by the high ten- 
sile material in the chain retaining guide, 
heat treated load sheave and the plated, high 
tensile, heat treated alloy steel link chain. 
Maintenance is held to a minimum by the 
rugged construction and simplicity of design. 

The new Coffing RA Series Safety Pull Alu- 
minum Ratchet and Pawl Lever Hoist is avail- 
able in six models with capacities from % to 
6 tons. Write for Bulletin ADH-86. 


COFFING HOISTS 


DUFF-NORTON COMPANY 
806 Walter Street * Danville, Illinois 
COFFING HOISTS DUFF-NORTON JACKS 


Ratchet Lever ° Air DUFF-NORTON Ratchet * Screw 
Hand Chain * Electric = Hydraulic * Worm Gear 
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HAND TOOLS—Proto Tool Co., 
2209 Santa Fe Ave., Los Angeles— 
Merchandising panel for 12 new 
sizes and types of retaining ring 
pliers. 

DRYERS-—Jeffrey Mfg. Co., Co- 
lumbus, O.—Brochure on electric 
and mechanical vibrating type cool- 
ers and dryers of direct and indirect 
type. 

VALVES—Hunt Valve Co., Salem, 
O.—Bulletin on new 4-in. “PDQ” 
air control valve. Also, bulletin on 
“Trim Line” valves. 
GRINDERS-Sheffield Corp., Day- 
ton, O.—Catalog on model nos. 10] 
and 103 precision thread and form 
grinding machines. 

DRILL PRESSES—Walker-Turner 
Div., Rockwell Mfg. Co., 400 N1 
Lexington Ave., Pittsburgh—Bulle- 
tin on new 15-in. drill presses. 
COMPOUND~—Devcon  Corp,, 
Danvers, Mass.—Bulletin on appli 
cation of “plastic steel” product. 
PIPE—Keasbey & Mattison Co., 
Ambler, Pa.—Brochure on four types 
of plastic pipe—acrylonitrile buta- 
diene styrene, polyvinyl chloride, 
polyethylene, styrene-alloy. 
POWER TOOLS—Foredon Elec 
tric Co., Bethel, Conn.—Catalog on 
flexible shaft machines and acces 
sories. 

COMPOUND-—RustOleum Corp., 
2425 Oakton St., Evanston, Ill.— 
Catalog providing “treatise” on rust 
and corrosion control, showing color 
chips of firm’s product. 
CLUTCHES—McMahon & Co., 
45 Water St., Worcester, Mass.— 
Bulletin on friction clutches, pulleys 
and cut-off couplings for power 
transmission applications. 


“Boy! What a bonus! Now | can buy 
that pack of cigarettes I’ve been want- 
ing!’ 








DIAMALLOY 


“There is nothing finer than a DIAMOND” 


The DIAMOND and DIAMALLOY trade-marks 
assure the user lifetime service satisfaction 

in wrenches, pliers and snips. The finest tools have 
these trade-marks... 


_ 4, Sold by 
DIAMOND ray Leading Distributors 


Manufacturers of fine forgings for over fifty years! 


DIAMOND TOOL aid /o/'seshoe(, 


DULUTH, MINNESOTA « TORONTO, ONTARIO 











model 


iT) 900 ” 
2to8 
spindles 
drilling area 
to 22%" 


model 


**500"’ 


2to6 
spindies 
drilling 

area 
to 18%" 


model 


sé 8-1 2 ” 
2 to 15 
spindles 
drilling 
area to 
25%" 


x 
21%" 


SELL the COMMANDER LINE 


model 


* 400°’ 


2,30r4 

spindles 

drilling 
area 
3" 


model 


6399"" 
2 to 15 
spindles 


4218 W. KINZIE STREET @ CHICAGO 24, ILLINOIS 102 


you have the most complete line of multiple 
spindle drilling and tapping units made .. . 


and you can recommend and sell the 
right tool for any job. For example, 
there are 7 basic models of the 
MULTI-DRILL, and each model is 
available with options and accessory 
equipment to make it the most effi- 
cient and saleable multiple spindle 
drilling head on the market. 


MFG. CO. 








continuously. 





NAVA 


The Collis j 


MAGIC-TYPE CHUCKS 


save operating time 


MAGIC-TYPE CHUCKS 


Reduce production costs with Collis Magic Chucks. Now tools can be 
changed without stopping or slowing down the spindle. Boring, counter 
boring. drilling. reaming. tapping, etc., can be performed practically 


Let our 40 years of manufacturing experience help your customers select 
the proper equipment for the job. 


"Call COLLIS For Service” 
mT HE COLLIS COMPANY samme 


Dept. A, CLINTON, IOWA 
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NEWS 


(Starts on page 120) 





Howard M. Schramm 


Howard Schramm Honored 
For Fifty Years Service 
Howard M. Schramm, president, 
Turner Supply Co., Mobile, Ala., 
was presented with a gold watch by 
his fellow employees on the comple 
tion of 50 years with the company. 
He has been president for 30 years. 
Mr. Schramm started with the 
company in his early teens, and be- 
He was 
elected first vice president of the 
Southern Industrial Distributors 
Association in 1941, and president 


of SIDA in 1942. 


came president in 1929. 


Ridge Tool Co. Announces 
New Appointments 

J. A. Frates, president of the 
Ridge Tool Co., announced the 
following appointments: 

William L. Parcell, formerly vice 
president and director of sales was 
named executive vice president. 
R. D. Fye takes over the duties 
of sales manager, and H. L. Palmer 
becomes advertising manager and 
assistant sales manager. 

Herman Weible was appointed 
plant manager and Clarence T. 
Heintz will be production superin- 
tendent. John Meese will be in 
charge of product development. 
Anton Janik will assume new duties 
as tool room superintendent. 





RIGHT...in every shape and size 


SIMONDS 
SNAGGING WHEELS 


FOR PORTABLE GRINDERS 


Right for your customers who want rapid metal removal 
and long wheel life. That’s what they can count on for sure, 
every time they order Simonds Snagging wheels from you. 
Made for all portable grinders and available in straight 
wheels, cup wheels, cones and depressed center wheels. 
Resinoid bonded for high speeds up to 9500 sfpm. Vitrified 
bonded for regular or low speeds up to 6500 sfpm. Cur- 
rently featured in Simonds advertising. Make it your 
business to carry these fast-selling wheels and to let your 
customers know you have them. 


Write for Bulletin ESA-304 


SIMONDS 


ABRASIVE CO.) 


— a 
PHILADELPHIA 37, PENNA. 


$ / YOUR SIMONDS DISTRIBUTOR 
\ COUNT ON /rasr SERVICE @ LOCAL STOCKS 


WEST COAST PLANT: EL MONTE, CALIF.— BRANCHES: CHICAGO « DETROIT « LOS ANGELES « PHILADELPHIA « PORTLAND, ORE. « SAN FRANCISCO 
SHREVEPORT —IN CANADA: GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO., Liv., SROCKVILLE, ONTARIO « ABRASIVE PLANT, ARVIDA, QUEBEC 
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PRODUCTS 


There are four reasons why BAY is the fastest growing company in 
the field of steel shelving and shop equipment manufacturers: 

better products, lower prices, quicker delivery, and sensible sales 
policy. Our system of limited franchise distribution and complete 
distributor protection insures freedom from wanton price cutting— 
and leaves us free to make finer value products for our 

distributors to sell. 


Even though some areas are now closed to new distributors, 
we'll still be glad to send you our catalog. See for yourself 
what has made BAY grow! 


BAY PRODUCTS DIV. Alonzo G. Decker 


AMERICAN METAL WORKS, INC. 
1843 W. Cambria St., Phila., 32, Penna. BAidwin 9-1805 Richmond Federal Reserve 
Names Decker Chair 
STEEL SHELVING HANDICABINETS SERVICE TRUCKS SMALL PARTS airman 
BENCHES 


WORK BENCHES ENCHE: STACKING BOXES | CABINETS AND : 
STOCK CARTS PARTS BINS CASES Alonzo G. Decker, Jr., executive 


vice president of Black & Decker 
Mfg. Co., was reappointed to a 
three-year term as director and chair- 
man of the board of the Federal Re- 
serve Bank of Richmond. 

Mr. Decker was named a director 
of the Reserve Bank’s Baltimore 
branch in 1952, and was appointed 
a director in Richmond in 1954. 
Beginning in 1955, he served as 

deputy chairman and in 1958 was 
PUSH OR PULL ccielated to succeed John B. 
Woodward. 

Mr. Decker, whose father was co- 
founder of The Black & Decker 
Mfg. Co., started with Black & 
oe | Decker in 1929, and in 1940 was 
" named vice president in charge of 
manufacturing, and a director. In 

1956, he was named executive vice 
Seamer president. 


NEXCELLED IN QUALITY 
ar — PERFORMANCE ECONOMY! 





$vitfL0°MACHINE-KUT’ | svéFio°...NO.1 


CUTTING OlL CUTTING OjL 


POWER DR 


Morse Co. Will Meet 
Challenge Of Nuclear Age 


Field representatives of the Morse 
Twist Drill & Machine Co., a divi- 
sion of Van Norman Industries, 
Inc., were told here recently of the 
firm’s plans to “lead the way into 
a new epoch of metal cutting tech- 
niques.” 

Morse president, John Hayes, said 
that the company expects to meet 
Sulflo Products Are Sold By Selective Distributors the challenge to the metal cutting 


(If you don’t know who yowr local SULFLO Distributor is, write us— Saal Ve > . 
we'll be glad to send you literature and put you in touch with him.) industry, to develop new products 


which will successfully machine the 
SULFLO, INC . ELIZABETH 4, N.J. new super-alloys required for missile 


and rocket construction. 
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Here's your 
complete threading service 


MOUAUULLUUULUUL LU TT ease 











Card supplies everything your customers need for top-quality, low-cost 
threading ... everything you need to make sure they get it. Card taps and dies 
deliver fast accuracy... and Card gages make users sure of it. Warehouses — 
in Atlanta, Chicago, Detroit, Fort Worth, Los Angeles, New York City, and San 
Francisco — assure fast service through you to your entire area. And Card 
technical men are always ready with the expert know-how that bene- 
fits your customers and you. S.W.CARD DIVISION, Mansfield, Mass. 
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DIVISION OF UNION TWIST DRILL COMPANY 
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CAMPBELL ; 


FALL MARA 
CHAIN 


is identified 3 ways... 
for your permanent protection f 


in ot ‘r opben Ty 


°omph Cver . 
e/ Yo 
Via sgt lin nk menently 


* Your ay 





dite. 


From now on when you sell any of the tour 
grades of Campbell Chain listed below, you 


and your customers will always know the 
make, grade and length of every piece of 
chain in their plants. The grade and make 
—the two most important safety gauges — 
are permanently recorded where they are 

> ee 


oh 





most needed . .. right on the chain itself! Get | 
complete information on all of the out- 
standing sales advantages that make 
Campbell the chain line for you to sell 


CODE SPECIFICATIONS 


Proof Coil Chain 


BBB Chain 


High Test Steel 


CAMPBELL CHAIN Gonsany 


FACTORIES: York, Pa.; West Burlington, lowa; Alvorado, Calif 
WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Tones} 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 


wr. 









C. R. Beach 


Capewell Appoints Beach 
Michigan Sales Engineer 

C. R. Beach was appointed sales 
ngineer for Capewell Mfg. Co. in 
the Michigan area. 

Prior to joining Capewell, Mr. 
Beach was associated with Rutland 
Tool Service. 


T. B. Wood’s Names Miller 
To New Post 


Robert M. Miller was appointed 
regional sales manager, north cen- 
tral region, for ‘T. B. Wood’s Sons 
Co., with headquarters in Chicago. 

Mr. Miller will direct the work of 
seven field men, operating in ten 
states. 

Francis X. Reilly succeeds Mr. 
Miller as field sales engineer in 
Cincinnati. Richard J. Ward con- 
tinues as district manager of Wood's 
Chicago territory, and Ronald E. 
Lindley is field sales engineer in 
Chicago. 

James H. Coble was named field 
sales engineer for the Birmingham, 
Alabama territory. 

Mr. Coble has been with the 
Wood's company since last Septem- 
ber. Previously he was with the 
Roberts Co., Sanford, N. C. 


R. H. Miller F. X. Reilly 


Mac-it’s Willingness to help 


keeps your customers sold 


Mac-it distributors 
have this to say... 


We like, particularly, Mac-it’s willing- 
ness to help. 
Cupmore Suppty Co., New York, N. Y 


Factory personnel is understanding and 
willing to cooperate in giving our custom- 
ers good service and a quality product. 
THe J. H. Ettiotrr Co., WAsHincTon, D. C 


Service is wonderful . . . when a promise 
is made it is always kept. 
W. S. EnrReNnFeLD Co., INC., YORK, PA 


Willingness to make one or more pieces 
on “specials” is a big advantage. 


Meyer-Exstrom Co., Mecrose Park, ILL. 


— 
fil 
/ 





Mac-it’s willingness to help is more than a tradition—it is a working 
fact. We know that our distributors can serve their customers 
effectively only when we back them up all the way. 

Prompt delivery of the finest product at the right time builds 
customer satisfaction. 

Effective, friendly and personal technical assistance from our 
field and factory men gives you the edge you need to make sales. 

Providing a full product line, supplemented by “‘specials’’ made 
to your customer’s order, enables you to supply just what your 
customers want. 

Meeting emergencies with matching action helps you satisfy 
your customers. 

This willingness to help is one of the important ways we make 
your Mac-it line of alloy steel screws profitable to you. And you, 
after all, are essential to us. 

Your territory may be open. Write, wire or phone for information. 


MAC-IT PARTS COMPANY « DEPT. 15, LANCASTER, PA. 


jeal] 


— 
\gitec’) MAC-IT ALLOY STEEL SCREWS 
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\t J. H. Ryder Machinery Co., 
the company’s records to seniors of the 
College 


Clarkson Seniors 


The senior class in industrial dis- 
tribution at Clarkson College of 
Technology New York, 
spent four days in Montreal on a 
departmental field trip, designed to 
give the students some practical 


Potsdam, 


knowledge of modern business and 
industrial operations. 

Participating in the program were 
five Montreal distributor firms, Wil- 
liams and Wilson Ltd., J. H. Ryder 


Machinery Co., Just Equipment 


lan Wilson, Williams and Wilson, Ltd. 


the machinery at Williams and Wilson. 
Wilson, Robert Holton, Stephen Harris, 
Wing and Bruce Virkler. 


178 


£ 


Montreal, Don Wilson (middle) controller, explains 


industrial distribution class at Clarkson 


Take Field Trip 


and Supply Co., Chas. Cusson, Ltd., 


and Canadian Fairbanks-Morse Co., 


Inc. 

On the first day, the thirty-four 
students toured the mining field and 
manufacturing facilities of Asbestos, 
Canada. They heard a paper on 
marketing by D. L. Monroe, sales 
manager of Johns-Manville. 


The next day the students were 
of Canadair 


the facilities 
Ltd. Here they participated in dis- 


shown 


, Montreal shows the students some of 
Students are (1 to r): John Woods, Mr. 
Walter Moyer, John E. Cheevers, Tod 
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cussion groups with Canadair per- 
sonnel. 

The Montreal Advertising and 
Sales Executives Club was host to 
the students at dinner. They heard 
a marketing management discussion 
sponsored in cooperation with the 
Machinery and Equipment Manu- 
facturers Association. Panel mem- 
bers were: Jean Giller, Montreal 
Citizens Committee, chairman; 
William B. Turner, Canadian In 
gersol-Rand; Michael Layton, Steel 
Company of Canada, Ltd.; Robert 
W. Grassby, Montreal Locomotive 
Works; and John Runkel, Alumi- 
nium Company of Canada, Ltd. 

The third day of the trip was 
designated as “Distributor Day” 
with morning tours sponsored by 
the five distributor firms. After 
lunch the men toured Canadian 
Vickers, Ltd., and that night at- 
tended a dinner sponsored by the 
Machinery and Equipment Manu- 
facturers Association of Canada. 

The final day’s touring included 
the Dominion Bridge Co., the 
Montreal Stock Exchange and Dow 
Brewery. 

Clarkson officials said that be- 
cause of the fine cooperation of the 
Canadian firms, it is expected that 
the program will be repeated again 
next year for the industrial distribu- 
tion senior class. 


Receives Contribution 


The New York State Industrial 
Supply Association has contributed 
$500 to Clarkson College of Tech- 
nology to be used as a loan fund for 
students majoring in industrial dis- 
tribution. Michael L. Brengande, Jr., 
Baldwin Hall Co., Inc., Syracuse, re- 
cently forwarded the association’s 
check to the college. 

Roger W. King, president, R. W. 
King Co., Meridan, Conn., con- 
tributed $100 to the college, to 
establish $25 prizes to be awarded to 
the outstanding senior, junior, 
sophomore, and freshman in the 
Industrial Distribution department 
at the annual “Moving Up Day” 
ceremonies in the spring. 

Mr. King was a guest speaker on 
November 3 for the senior seminar 
at Clarkson. 





Skil Corp. Appoints 
Six District Managers 


Skil Corp announced the appoint- 
ment of Christopher Herbst to the 
northeast district with headquarters 
in New York; John E. Cumberland, 
southern district in New Orleans; 
and Wallace M. DeLong, Great 
Lakes district based in Cleveland. 

Also named were: Paul F. 
Boehne, north central district with 
headquarters in Chicago; Stanley F. 
Morgan, south central district with 
headquarters in Des Moines; and 
Anthony W. Frewen, western dis- 
trict with offices in Los Angeles. 

Mr. Herbst will supervise sales- 
men in the New York-Hillside-Con- 
necticut area. He joined Ski! Corp. 
in 1950 as a New York salesman. 

John E. Cumberland will work 
with salesmen in Florida, Alabama, 
lennessee, Arkansas, Mississippi 
and Lousiana. He joined Skil in 
1949. 

Mr. DeLong will work with sale 
men in the Cleveland-Buffalo 
Syracuse-Pittsburgh area. He joined 
Skil in 1953. 

Paul Boehne will guide the Skil 
sales force in the Chicago-Peoria 
South Bend area. Mr. Boehne 
joined Skil Corp. in 1948. 

Mr. Morgan, in charge of the 
Des Moines, Omaha, Kansas City, 
and Denver area, started with Skil 
in 1949. 

Mr. Frewen, who started with 
Skil in 1951, will supervise sales- 
men in the Los-Angeles-San Diego- 
Phoenix area. 


Corning Electronics 


Names Riley Sales Manager 


James F. Riley assumed the new 
position of field sales manager for 
Corning Electronic Components, a 
department of Corning Glass 
Works. 

Mr. Riley joined Corning in 
1957. He was a sales _ service 
specialist in the electronic compo- 
nents plant. Last year he became a 
sales engineer in the Corning Glass 
sales office in Los Angeles. 
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New Tubing Cutters 
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RIAID Ne. 205 Tubing Cutter 


Time-Saving, Slide-to-Size Ys”’ to 2%’ O.D. Capacity 


Your customers will find these 
new lightweight but strong 
ricer Tubing Cutters 
extra-handy on every job. 
Slight push on handle of large- 
size-range Ritaip No. 205 
snugs cutter wheel against 
tubing . . . locks it in position 
until released. Feed screw fully 
protected and enclosed .. . 
always feeds into tube with 
easy handle turn. . . can’t jam 
with chips or dirt. Wheel gives 


quick, clean cuts of copper, 
brass, aluminum tubing and 
thin-wall conduit . . . no burr. 
Grooved rollers give easy flare 
cut-offs without tubing waste. 
Tubing always turns freely on 
2 of 4 Rollers. Rollers smooth 
tubing ready for soldering. 
Fold-in reamer always handy. 
Spare cutter wheel in handle. 
Wheel for plastic and alumi- 
num pipe available for No. 
205 only. 


Conform to Fed. Spec. GGG-C-771b Type I1—Class I—enclosed feed mechanism 


=e J 


Wie 


RIERID Ne. 105 
Tubing Cutter 


Protected Feed Screw 
Always Easy-Turning 
Ve" to 1Ye”’ O.D. Capacity 


Get ready for sure sales! Order your supply of these new 
Rifaip Tubing Cutters today! 
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FIRST CHOICE OF 
INDUSTRIAL BUYERS 


Since 1892 Morgan Vises have been 
preferred by Industrial Buyers the world 
over. This preference means more profit- 
able sales, and easier too, for Morgan 
distributors. Morgan’s engineering and 
production facilities have always been 
devoted exclusively to the manufacture 
of the best vises that can be produced. 


SHEET METAL 


MACHINISTS’ 


Solid Jaw Swivel! Base 


— 


HINGED PIPE 


~ 


=—- 


UTILITY BENCH 
COMBINATION PIPE 


MORGAN VISE CO. 


Hickinbotham Holds Industrial Trade Fair 


—.. 


The Industrial Trade Fair sponsored by Hickinbotham Bros 


was well attended by interested visitors 


More than 1600 customers and 
guests attended the two day open 
house held by Hickinbotham Bros., 
Ltd., Stockton, California. 

Booth space limitations permitted 
only 18 exhibitors, were 
selected to provide a cross-section 
of the products that an industrial 
distributor can supply in the fields 
of welding, wood, and metal work 


g 
ing. 


who 


This was the first opportunity that 
some of the management, plant, 
and shop people had to visit the 
warehouses. Many of the employees 
said they gained a better picture of 


, Ltd., Stockton, Calif 


Fighteen firms supplied exhibits 


the service Hickinbotham was able 
to offer customers. 

\ drawing was held every hour 
and a prize was given to someonc¢ 
in attendance. A portable television 
set was given as a grand prize for the 
two days. Winners were selected by 
drawing a copy of their registration 
card. 

Robert M. Sawyer, sales manager 
for Hickinbotham Bros. said that the 
degree of interest shown in the 
varied products stocked, and services 
rendered, by an industrial supply 
distributor and a steel service cente1 
pointed to a successful show. 





108-112 N. Jefferson St. Total registration for the show was 1600; some guests came as far as 150 miles 
Chicago 6, Illinois Her 


re some of the guests pause for refreshments 
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New Business Analysis Aid 
Serves As Basic Reference 


A study designed to encourage 
good business management by 
analyzing accounting records was 
issued by the Business and Defense 
Services Administration, U. S. De- 
partment of Commerce. 

Prepared by the Office of Distri- 
bution of BDSA, a 76-page booklet, 
“Guides for Business Analysis and 
Profit Evaluation,” discusses various 
management tools used in the 
analysis of accounting records, and 
provides a comprehensive listing of 
financial studies currently available 
from both government and business 
sources. 

Serving as a basic reference for all 
who analyze business operations of 
retail, wholesale, and service trade 
establishments, the publication is 
directed also to accountants, bank- 
ers, credit men, appraisers, and oth- 
ers who must evaluate the operating 
performance of other businesses. 

Major emphasis is given to the 
use of operating and financial ratios 
developed from income and balance 
statements. The value and limita- 
tions of ratio analysis are examined, 
and the computation and principle 
uses of significant ratios in financial 
analyses are described and illustrated. 

The use of statistics from the 
Census of Business and Internal 
Revenue Service is given special 
treatment, including examples of 
analyses developed from _ these 
sources, 

“Guides for Business Analysis and 
Profit Evaluation” is available at 30 
cents per copy from the Superin- 
tendent of Documents, U.S. Gov- 
ernment Printing Office, Washing- 
ton 25, D. C. Subscriptions may also 
be made through any of the 33 field 
offices of the Department of Com- 
merce. 


AMF Expands Subsidiary 


American Machine & Foundry 
Co., purchased an additional 37,000- 
sq.-ft. of land to bring the total Sao, 
Paulo, Brazil site up to 83,000-sq.- 
ft., as part of a $925,000 expansion 
program to provide additional facili 
ties for AMF do Brazil. 


cv NEW 1E ‘t NEW NEW NEW NEW NEW NEW 
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you know the temperature! 


ee 


To THERMOmELT | |< 


to determine 
exact working temperatures! 


Just mark or stroke the surface with THERMOMELT ... 
when it reaches the desired temperature, the mark liquefies. 
There’s no guesswork, no wasted time or material... 
THERMOMELT is the quick, precise way to determine 
heating temperatures. Accurate to within +1%. 


A STIK FOR EVERY TEMPERATURE from 113°F. to 2000°F. 


ALSO AVAILABLE IN LIQUIDS AND PELLETS for inaccessible 
or hard-to-measure applications. Wide range of temperatures. 


Send today for free THERMOMELT literature and pellet 
sample (indicate temperature desired). 


MADE BY THE MANUFACTURERS OF MARKAL PAINTSTIK MARKERS 
AND PROTECTIVE COATINGS 


y AR KAL COM PA NY..:. West Carroll Avenue, Chicago 12, Illinois 
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TEMPLETON, KENLY & CO. 2523 GARDNER ROAD « BROADVIEW, ILL. 
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SCREW JACK MODELS 
TO CHOOSE FROM 


THE WORLD'S MOST COMPLETE LINE! 


SCREW 
JACKS 


SIMPLE 


SCREW JACKS 


4-WAY HEAD—19 MODELS 


10 to 24 tons capacity. 


Ball bearing, Malleable Housing, 


Safety peep hole. 


RATCHET HEAD— 
10 MODELS 


20 to 24 tons capacity 


for close-quarter operation. 


PLANER JACKS 
—5 MODELS 

2 to 8 tons 
capacity. 2%,” to 
7” high. 1” to 
4Y," Lift. Swivel 
head & lock screw. 


TRAVERSING BASES and 
TRAVERSING BASE 
SCREW JACKS 

7 Models—10 to 50 tons cap. 
Vertical & Horizontal travel. 





JOURNAL JACKS 
8 Models, three 
with aluminum 
alloy housings. 
15 to 50 tons 
capacity. 

©} 


eeeeerereeeeeereeeeeeeeee 


REEL JACKS— 
3 MODELS 


5 and 15 ton 
capacity. 


eee ee eeeeeeeeeeeeeeeeee 


TRENCH & 

TIMBER BRACES 

22 Models, Drop-forged steel 
—1%”" & 2” dia. screws. 
Adapt to any width of trench. 


eeeeee ee ee eee eeeeeeee 


Other screw types: Steamboat Ratchets & 
load Binders, MINE ROOF AND TIMBER 
JACKS, Rail Puller & Expander, and Gear 
& Wheel Pullers, Bumper Jacks. 
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SHORING JACKS 

8 Models, Forged Steel. 
Machine cut screws. 

25 & 35 ton cap. 


PUSH & PULL JACKS 
12 Models 
Util-A-Tool—the tool of 

a thousand uses. 


Look for further 
information on Hydraulic 
and Lever Jacks in 

other advertisements. 





Edward P. Mitchell 


A. O. Smith Corp. Names 
Mitchell Sales Engineer 


Edward P. Mitchell was ap 
pointed sales engineer for the East 
ern Region sales staff of the Weld- 
ing Products Division, A. O. Smith 
Corp. 

In his new position, Mitchell is 
responsible for welding electrode 
and machine sales in New York City 
and neighboring New Jersey coun 
ties, 

Mr. Mitchell, was associated with 
P. Mitchell Co., and Bendix Avia- 
tion Corp. 


Increase Floor Space 


The manufacturing floor space of 
the Welding Products Division 
plant in Elkhorn, Wisc. has been 
increased more than 25%, by an 
addition to the assembly area ad 
joining the plant structure. 

A. O. Smith also announced the 
purchase of about 74 acres of farm 
land adjoining the Elkhorn plant as 
insurance for the continued growth 
of its welding business. 


Butterfield Appoints 
Sales Engineer 


Donald M. Wallace was named 
sales engineer for the Butterfield 
Division, Union Twist Drill Co. 

Mr. Wallace will cover North and 
South Carolina, Va., West Va., 
Md., Washington D. C., and 
Kentucky with headquarters in 
Charlotte, N. C. 





Two Eaton Subsidiaries 
Become Divisions 


Eaton Mfg. Co., announced that 
its wholly owned subsidiary, The 
Cleveland Worm & Gear Co., and 
the latter’s subsidiary, The Farval 
Corp., became divisions of Eaton 
under their respective names. 

George H. Acker, president of 
Cleveland Worm & Gear and Far 
val, was appointed general manager 
of the two divisions. 

Cleveland Worm & Gear, a man 
ufacturer of industrial worm gears 
and worm gear speed reducers, and 
Farval, a producer of centralized 
lubricating systems, were acquired 
by Eaton in 1959, and since then 
were operated as subsidiaries. 





Hesket H. Kuhn Named 
To Head Development Group 


Hesket H. Kuhn, president of the | * Industry has accepted Milwaukee as 
Hardware & Supply Co., Akron ber eo of strong, durable, efficient 
. . brush “tools”. This industry-wide accept- 
Ohio, was named chairman of the ance means that @ large part of your 
Akron Area Development Commit selling job is done. And present users, 
tee knowing Milwaukee’s dependable service, 


The development group was SS provide a profitable source of repeat 
founded in 1954 and has been a business for you. 

tive in bringing a number of indus 
tries into the Medina, Summit, and 
Portage County area. 


Milwaukee helps you sell three ways. . . 


® assures you a single source of supply 
for all brush needs. 


provides complete technical brush ad- 


Atkins Saw Division 
Names Matter and Lusk 
Donald B. Matter was named in- 


dustrial sales representative in the 
western New York area for Atkins 


visory assistance. 


has the right brush answer regardless 
of the problems you encounter. 


The market is BIG . . . because each 
mill, factory, shop and institution in every 
territory is a prospect. The use of Indus- 


Saw Division, Borg-Wamer Corp. trial Brushes can be termed practically 
; universal. 
Mr. Matter’s territory will include 


Buffalo, Syracuse, Rochester, Utica, oo bons kee bar? vad : 
PS, 2 ie | pom |e 
and Elmira. 
Dietz Lusk’was named hardware 
sales representative for the company, Shin fer 
in the Midwest. Descriptive Literature 


Mr. Lusk will represent Atkins in THE MILWAUKEE BRUSH MANUFACTURING CO 


Nebraska, Kansas, Iowa, and Mo. 2212-36 NORTH 30h STREET MILWAUKEE 45, WISCONSIN 


, aL 


i 7 ; - 
J | 





D. B. Matter 
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AND STAYS SOLD 


partan sett 


CUTS FASTER LASTS LONGER 


Regular, Skip-Tooth and Hook-Tooth types 


CONTROLLED HARDNESS — Super hard teeth, 
with tough flexible back, scientifically accom- 
plished by our own Spartanized methods. 


HEAVIER FEEDS—HIGHER SPEEDS—Saf-T-Bands 
will hold hardness longer at higher speeds, per- 
mitting heavier feeds, on tougher and harder 
metals. 


LONG LIFE—Spartan’s Saf-T-Band, puts hundreds 
of high speed steel teeth into cutting action, re- 
sulting in longer life and much less down time. 


Here's ANOTHER 


SAF-T HOLE SAWS 
WELDED EDGE—SHATTERPROOF 


Double welded giving a tough body com- 
hined with High Speed Steel cutting edge. 
A full selection of interchangeable arbors. 


We sell only through Distributors, give full protection 
and DON’T OVERLOAD TERRITORIES. 


SPARTAN Distributors don’t find another SPARTAN 


just around the corner. 


Spartan and their Distributors are partners in— 
POLICY—PROMOTION—PROGRESS—PRODUCTS—PLANNING 


SPARTAN SAW WORKS, INC. 
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SPRINGFIELD, MASS. 





Richard McClure Clayton Rybak 


Alfred Gutt S. Westhead 


Strong, Carlisle & Hammond, 


Names Sales Supervisors 


Richard McClure, Clayton Ry- 
bak, Alfred Gutt, and Stanley 
Westhead, were named field sales 
supervisors for Strong, Carlisle & 
Hammond, Cleveland, Ohio. 

Mr. McClure, with Strong. 
Carlisle & Hammond since 1958 
will be responsible for advertising, 
promotion and other sales activities 
connected with steel tubing. 

Mr. Rybak, with the company 25 
years, will supervise all sales power 
transmission and material handling 
supplies and equipment. 

Mr. Gutt will represent the com- 
pany in all industrial supply sales, 
and aid in planning advertising, and 
other sales promotion activities. He 
joined the company in 1935. 

Mr. Westhead, an employee since 
1941, will be responsible for advertis- 
ing, sales meetings and field sales 
activities relative to cutting tools and 
abrasive sales. 


Black & Decker 
Names Shakelford 


Harry K. Shakelford was named 
industrial-automotive sales represen- 
tative by the Black & Decker Mfg. 
Co., for the San Francisco sales dis- 
trict. 

Mr. Shakelford has been em- 
ployed with Black & Decker since 
1957. He will replace Harry Ohlson, 
who resigned. 





Bauer-Wenner, Ince. 
Names Wenner, President 


Ralph B. Wenner was named 
president of Bauer-Wenner, Inc., 
Toledo, Ohio, to succeed Earl 
Bauer, who died recently 

Other officers are William I 
Hackler, vice president; John M. 
Webb, secretary, and Mrs. M. C 
Bauer, treasurer. 

Mr. Wenner, along with Mr: 
Bauer, founded the company in 
1955. 

Mr. Hackler was formerly district 
sales engineer for the B. I’. Good 
rich Company. 


Houston Firm Merges 
With Chicago Concern 

The Gulf Coast Bolt & Nut Co., 
Houston, Consolidated with the 
Sterling Bolt Co., Chicago 

Gulf Coast established in 1952 
has been operating as an indepen 
dent distributor of Sterlings prod 
ucts. The Houston firm has a 
30,000 sq. ft. plant and employs 
about 40 people. E. G. McNeil will 
continue as general manager of the 
new Gulf Coast Bolt and Nut 
Division of the Sterling Bolt Co 


Parker Kalon Names Two 
As Fieid Engineers 


William Cuthbertson and Rich 
ard B. Jamison were named field 
engineers for Parker-Kalon, a d 
vision of General American ‘Trans 
portation Corp 

Mr. Cutinbertson will serve in 
Southeastern Pa, Southern N. J., 
Marvland, Delaware, Virginia, Dis 
trict of Columbia, and North Caro 
lina. 

Mr. Jamison will have Missouri, 
Kansas, Iowa, and eastern Nebraska 
as his territory. 


W. Cuthbertson R. B. Jamison 








“6 J-BOSS’ 
sama mt HOSE COUPLINGS 


| 
| 
| 





Style X-34. The original washerless coupling that is unequalled for safety 
in every high pressure service, and will therefore serve with exceptional 
efficiency and economy on all low-pressure applications. Contractors 
demand it for pile driver hose. All industries use it for a wide variety of 
applications. Built to withstand hard use and rough handling. Ground-joint 
union between stem and spud provides leak-proof, trouble-free seal... 
no lost or worn-out washers to replace. All parts malleable iron or steel, 
thoroughly rustproofed. Furnished with super-strong “Boss” Offset and 


Interlocking Clamps. Sizes Y%" to 6", inclusive. Also available in washer 
style, “Boss” W-16. 


"GJ-Boss” and “Boss” Couplings are Completely Described in Catalog No. 250 





INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1960 





False Economy Is Costly 


..» Makeshift Bracings 
Court Disaster! 


There are really no short cuts to economy when it comes to reliable 
methods of bracing excavations. Makeshifts aren’t worth the gamble, 
especially where lives are concerned. There’s no consolation in economy 
when substitute bracing gives way and your panic-stricken men are buried 
in an agonizing cascade of debris. It’s then one realizes . . . all too late 
... that the small amount saved has caused untold misery, lost time 
and costly redigging. 


WESTERN 


TRENCH BRACES and FITTINGS 
Give Quality for Safety in ALL Types of Excavations 


The complete line of Western Trench Braces and Fittings is constructed 
to withstand intense side pressures in all types of trench and ditch 


CuOR VENTER: 13 Trench Braces with Pipe 


+ 
e 5 Trench Braces without Pipe 
e 5 Timber Brace Fittings 
e 4 Three-way Lever Nuts 


Fittings are available separately or with pipe or timber extenders and 
are regularly furnished with two-way lever nuts made of drop forged 
steel. Western offers three-way lever nuts for use in close quarters where 
the standard two-way nut cannot be used to advantage. 

There’s a Western Trench Brace and Fitting for every excavation need 
—to help you to do the job with maximum safety and greater economy. 


& 


Write Now for Catalog and Price List 
9324 
Member, American Supply and Machinery Manufacturers Assn., Inc. 


WESTERN INDUSTRIES 


INC. 
Industrial Division, 2726 West 36th Place, Chicago 32, Illinois 
EXPORT: Overseas Equipment Corporation, 350 Fifth Avenue, New York 1, N.Y. 
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Gates Rubber Company 
Opens Mexican Plant 


The Gates Rubber Co. inaugu- 
rated its second foreign manufactur- 
ing plant in Toluca, Mexico, about 
40 miles west of Mexico City. 

Present at the opening cere- 
monies were two executive vice 
presidents, Charles C. Gates and 
Frank S. Bosley and three vice 
presidents, Ralph Hansen, Robert 
G. Bonham and Harry G. Naylor. 
Mexican state and church officials 
assisted Mr. Gates in the dedication 
ceremonies. 

Robert L. Hall, manager of the 
Sioux City, Ia., plant for the past 
three years, is general manager of 
the new Toluca operation. 


Distributes Earnings 


The Gates Rubber Co. dis- 
tributed $1,705,7 in profit-shar- 
ing dividend checks to employees. 

The amount will be shared by 
5,214 eligible employees, averag 
ing 15.6 day’s extra earnings, over 
and above regular wages or salaries. 


Millers Falls 
Appoints Riggs 


Divie R. Riggs was named sales 
representative to cover the San Fran- 
cisco, Oakland and Northern Cali- 
fornia area, for Millers Falls Co. 

Mr. Riggs will work under Stanley 
G. Britt, Pacific Coast Manager. 

Prior to joining Millers Falls, Mr. 
Riggs was associated with the Zonne 
Industrial Tool Co., L. A. 


Divie R. Riggs 





BUY AMERICAN © 
quality first 


It’s the long run... 
not just for today 


Let’s get to the heart of this thing—quickly. 


Billions of man hours have been spent 
by American manufacturers to design, de- 
velop and to market their products since 
our country was founded. 


Today, the words ‘‘Made in U.S.A.” have 
a universal meaning—an indisputable rep- 
utation for quality and a guarantee far in 
excess of merely replacing a broken article! 


With it we have built America! 


Continue to build wisely. Think in terms 
of the ‘‘long run’”’ and not just for today. 
Buy American. 





BUY AMERICAN 
Billings selected Distributors like to do 


business under these conditions! 
Are you one? It’s profitable business! 


* 
* 
* 
* 
* 
* 
* 
* 
* 
* 
x 
* 
* 


Are you interested? 
Reprints gladly sent. 


WRENCHES - SHOP TOOLS 


SINCE 1869 TOOLS & FORGINGS OF QUALITY 
THE BILLINGS & SPENCER CO., HARTFORD 1, CONN. 
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CHECK THESE SALES-BUILDING FEATURES 


(%! Fine Quality 
(% Excellent Service 


(% Nationally Advertised and Accepted 
Products 


{% Engineering and Technical Aid 


(% Assistance in Developing New 
Customers 


(& Sales Promotional Literature 


{% One Source of Supply for a Com- 
plete Allied Line 


ET your sales boost into orbit with 
the complete Upson-Walton line 
that will increase your profits! 


Inquire as to how it will pay you 
to distribute Upson-Walton products. 
Catalog and product literature avail- 
able upon request. 


CRANE HOOK BLOCKS 


K 
UPSON-WALTON 
COMPANY 


12525 Elmwood Avenue 
Cleveland 11, Ohio 


WIRE ROPE DROP 
FORGED STEEL GOLD CLIP 


Manufacturers of Wire Rope, Rope Fittings, Crane Hook Blocks, Tackle Blocks Since 1871 
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. A. Longley 


G. K. Lewis 


Allis-Chalmers Names 


Three To New Posts 


J. A. Longley was named regional 
representative for transmission and 
distribution equipment, Pacific Re 
gion; I’. E. Meyers was named man 
ager San Francisco district, and 
G. K. Lewis was named manager of 
the Portland district, for the Pacific 





Region of Allis‘Chalmers Industries 
Group. 

Mr. Longley has been with the 
company in the San Francisco dis- 
trict since 1946, and was manager 
for the last nine years. 

Mr. Meyers, manager of the Port- 
land district since early 1959, was 
a sales representative in the Los 
Angeles district from 1952 to 1957. 

Mr. Lewis has been a sales repre- 
sentative in the San Francisco dis- 
trict since 1948 and manager of util- 
ity sales there since 1956. 


Foredom Electric 
Names Four Agents 


As the first phase in a long range 
program to strengthen distribution, 
Foredom Electric Co. appointed 
four manufacturers agents. 

Gustav Fischer, Greenwich, Conn. 
will cover metropolitan New York, 
and southern New Jersey. 

Ed. Walker, Syracuse, New York, 
will cover northern and western 
New York State. 

Roger King, Meriden, Connect- 
icut, will cover the New England 
area. 

Metal-Aides, Inc., Philadelphia 
will cover Pa., southern N. J., Dela- 
ware, Maryland, and Wash., D. C. 


New Brass Valve Company 
Butte Brass & Controls Co. 


The Butte, Brass & Controls Co., 
a new brass and non-ferrous valve 
and fittings manufacturer was in- 
corporated in Butte, Montana, for 
one million dollars. 

Timonthy J. Sullivan, president of 
the Sullivan Valve Co., and a direc- 
tor of the new company, said that 
Butte Brass had already received 
inquiries on their products. 


58% Own Own Homes 


Fifty-eight per cent of America’s 
nonfarm families own their homes 
today, and almost half of these 
homes have no mortgage debt out- 
standing, the National Industrial 
Conference Board reports in the 
latest chart in its weekly “Road 
Maps of Industry” series, 


GOING BIG—COAST TO COAST 


*Name on request 





C4 , Me . 

FULL LINE=- SINGLE 

nation are reporting success with the Sprayon line—a single source and a single 
advertised brand for virtually every aerosol product used in industry, from wire 
rope lubricant to blue layout fluid...47 different maintenance and production aids 
in self-spraying containers. No quality worries—fully laboratory tested and war- 
ranted. Heavy national advertising in purchasing and industrial magazines. Made 
by the oldest and leading custom- loader of aerosol specialties. Sprayon Aerosols 
for Industry are distributed on a selective basis through industrial distributors 
only. Call today for your Sprayon representative. Industrial Supply Division, 
Sprayon Products, Inc., 2075 East 65th Street, Cleveland 3, Ohio. 
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A NEW LEADER 


MARK II 


Shoplifter 


uy 





greater t) 


capacity 
greater 
saf 


lower price | | 
19500 || 


F.O.B. 
CHICAGO 


« The popular old favorite Type D 
Shoplifter...now the all new Type D 
Mark II...has been completely re- 
designed to provide extra capacity, 
complete safety features, at a lower 
orice. At $195.00 the Mark II Shop- 
fitter is priced 25% under former 
models with equivalent specifications. 
This is the biggest value ever pre- 
sented in a Shoplifter. Ask for Bul- 
letin D-195. 


ELEVATING TABLES 
. = One ton capacity. 
For use as a die 
| handler, constant 
. height table, load 
nt aged or port- 
, able work table. 
~~ Ask for Bulletin 
ET-245. 
SHOVE-L TRUCKS 
The all-purpose truck for 
handling crates, cartons, 
bundles, fibre drums, or 
any heavy load. Available 
in six models...choice of 
wheel size in both metal 
and rubber. Priced from 
$34.00 to $44.00. 


RED ROCKER BARREL STANDS 
>7—>~ Everybody needs them! 
-,) For safe and easy one- 
man draining of 55 gallon 
drums. 18” and 24” drain 
heights...with and with- 
out wheels. 
All Economy products are readily sold 
on routine calls because of their broad 
application, price attraction and 
strong national advertising support. 
Write for specific information, prices 
and resale information. 


Conon wy 
I AVGUINEEIRING 
4532 W. Lake S$t., Chicago 24, lll. 


New Top Management For Metal Edge Industries 
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The new top level management team announced this week by Elias Wolf, president of 
Metal Edge Industries, Barrington, New Jersey. Mr. Wolf (seated) will assume the 
duties of chairman. James Eiseman (left) has been named to take over Mr. Wolf's 


duties as president. Mr. A. E. Wolf (right) has been appointed sales director. Mr 
Frank Joyce (center) will remain as vice president in charge of Production. 


Roy Helge Named Top Industrial Salesman 





Roy H Helge (lett) accepts the president’s award for being named salesman ot the 
year for the industrial division of the Joseph Dixon Crucible Co. The prize, an 
engraved wrist watch, was presented by Frank G. Atkinson, president, at the com- 
pany’s annual sales convention in Atlantic City, New Jersey. 





British Exhibition 


The Federation of British Indus- 
tries is sponsoring the British Ex- 
hibition in the New York Coliseum 
next June 10-26. The Birmingham 
Engineering Center has contracted 
for nearly 2,000 square feet of floor 
Space. 


Accident Prevention Book 

The National Safety Council an 
nounced publication of the fourth 
edition of “Accident Prevention 
Manual for Industrial Operations.” 
Further information may be ob- 
tained from the National Safety 
Council, 425 N. Michigan Ave., 
Chicago 1], Ill. 
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STRONGER * MORE POWERFUL *° GUARANTEED UNBREAKABLE 


OLUMBIAN 
macuinists’ VISES 





"T" section hardened tool steel faces pinned to jaw. . Front jaw beam covers and protects screw. 


Easily replaceable. . Longer back jaw body for perfect alignment. Malleable 


Malleable iron front jaw with heavy internal ribs for iron castings guaranteed unbreakable. 
added strength. Guaranteed unbreakable! . Large ground and polished anvil. 


Steel handle balls forged from handle stock. Can't come . Precision-machined nut and back jaw keyway guarantee 
loose. positive alignment. 

Powerful cold-rolled steel screw. . Malleable iron base. Guaranteed unbreakable. Swivels 
Self-lubricating graphite bronze thrust bearing. Reduces full 360°. 

friction. Prevents wear. Eliminates end play. . Forged steel, tapered-gear lock bolt prevents slippage. 


REPLACEABLE COLVMBIAN SWIVEL KIT 
JAW FACES CONVERTS STATIONARY VISE 
Outstanding among TO SWIVEL BASE VISE 

Columbian features are re- 
placeable hardened tool 
steel “T” jaw faces. Drive 
pins anchor faces securely 
in castings, so they cannot 3-32 - 4- 4% - 5-inch Columbian 
come loose, but are easily stationary base Machinists’ Vises are 
replaceable.’ Sdlid -grip- easily converted to Swivel Base Vises 
ping surface covers entire by addition of the Columbian Swivel 
jaw face area. Smooth jaw _ Kit. Swivel can be installed in 2 minutes. 
faces available without Kit. includes swivel base, lock nut, lock 
screw heads or screw holes bolt, center bolt, washer, bushing and 
in gripping face. plug cap. 


for best advice about VISES... See your COILUMBIAN distributor 


SLEOGE 


THE COMMBIAN VISE & MFG. CO. cleveland 4, Ohio _ 


sm 


A-1311 A 





Ray A. Davies 


Davies Named 
Division Sales Manager 

Ray A. Davies was appointed sales 
manager of Chester Hoist Division 
National Screw & Mfg. Co., at Lis- 
bon, Ohio. 

Mr. Davies has been with the 
hoist manufacturing division since 
1954, and succeeds Raymond C. 
Blair who retired recently. 


Aro Of Canada Names 
Zinsmaster Vice President 
K. H. Zinsmaster was promoted 
to vice president-general manager of 
Aro Equipment of Canada, Ltd. 
Mr. Zinsmaster first started with 
REED MACHINISTS’ VISES last a long, long the parent company, Aro Equip- 
ee... . “ ment Corp. in 1931. He worked for 
time. The few seconds saved by Reed’s easier, Y 
; acm Aine rane many years in the company’s ac- 
faster, no-play action are significant in a sing counting departments, and became 
work week ... substantial throughout the long, assistant to the executive vice pres- 
useful life of the vise. Further, good workmen ident and general sales manager. 
like good tools ... do better work with them. In 1957 he was named manager of 
, 28 ment and iuct planning. 
Yes, @ vice ts © vice. But Reed Machinicte’ procurement and product planning 
Vises are better .. . with differences that lower 
labor costs for your customers and build good 
will for you. It pays to sell quality! 


ASK YOUR DISTRIBUTOR 


REED MANUFACTURING COMPANY 
eee ee ee eee ee ee 





K. H. Zinsmaster 
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If it’s CARBIDE....... 
e make it! 











SUPER .. . THE TOOLS THAT TESTIFY IN 
THEIR OWN BEHALF BY GIVING 
LONGER LIFE AND PRODUCING 
AT LOWER COST 


Super Tool Company maintains a large stock of drills, reamers, 
counter-sinks, milling cutters, and many other industrial tools. if 
we don’t have the tool you want, our ‘specially trained product 
engineers will visit your plant, review your operation and suggest 
a tool to best fit your specific needs. Super Tool has the men, the 
equipment, and the know-how to give you the finest products in 
the tool industry. 


The next time you need ao Carbide drill, reamer, end mill, or any 
specific Carbide tool, call the men at Super Too! Company, they'll 
give you the best service and highest quality products. 


DETROIT * ELK RAPIDS, MICHIGAN * GLENDALE, CALIFORNIA 








SUPER TOOQOQL COMPAN Y 


21650 HOOVER ROAD Division of Van Norman Industries, Inc. DETROIT 13, MICHIGAN 
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_ another ALLEN 


ser 


from your § 


vice that helps 


e our pens 


helves! 











The ALLEN MAN 
is working for you 
and your customers... 


All over the country, Allen’s Field 
Representatives are helping you make 
more sales of Allen products . . . helping 
your customers get all the advantages 
that genuine Allen products have to give. 

Allen’s men are ready to help train 
your own salesmen. They’re ready to 
make tough customer calls right along 
with your own men. They’re ready to 
meet any challenge in fastening—to 
show your customers why genuine 
Allens do the job better, for longer, 
and cost less in the long run. 

They’ll help you make best use of 
Allen’s many sales aids. They’ll check 
your stock—and help you keep it up 
to customers’ needs. And every call 
they make increases your sales—be- 
cause Allen products are sold ONLY 
through Industrial Distributors! 


When your customer faces a fastening 


problem where difficult 


technical 


factors are critical, the Allen Field 
Representative will bring the skilled 


Bernard Manion 


H. P. Weller Supply Names 
Field Sales Supervisor 

Bernard Manion was appointed 
field sales supervisor, industrial 
supplies, for H. P. Weller Suppl 
Co., Erie, Pennslyvania. 

The company operates in Erie as 
a branch of the Strong, Carlisle & 
Hammond Co. a division of White 
Sewing Machine Corp., Cleveland. 

Mr. Manion will be responsible 
for all advertising and sales activi 
ties in the Erie area. He has been 
associated with Weller since 1953 
as a field sales representative. 


Babcock & Wilcox Elects 


Barr Vice President 


Robert A. Barr was elected a vice 
president of the Babcock & Wilcox 
Co., and was named head of the 
Refractories Division. 

Mr. Barr replaced James E. 
Brinckerhoff, who retired after 40 
years of service. 


services of another “‘Allen man” to 
bear on that problem—the Allen 
Sales Engineer. His training and 
practical good sense are available to 
you and your customers at any time 

—and he brings you the experience 
and skill of Allen’s entire engineering 
department. 


Write now for full information on the many Allen services 
that help Allen Distributors to make more sales. 


A 5 é EE N- MANUFACTURING 
COMPANY (FE 


HARTFORD 1, CONNECTICUT, 


HEX-SOCKET SCREWS 





Robert A. Barr 
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A leading distributor tells us: 


“We identify ourselves intimately with a line; 





therefore we appraise a manufacturer carefully. We must get 


good service... 


eee fo 


. be competitive. The line must be good 


. . ” 
merchandise ... give us a good return. 


Mr. Wallace Campbell, 
President, Campbell Industrial 
Supply Co., Seattle, 
Washington, and 1959-1960 
President, N.1.D.A. 


"| DISTRIBUTOR Sala 


Jz POLICY 


we 
WAREH E AVAILABILITY 
hited 
a aed 


FIELD 
SALES ASSISTANCE 


‘“‘Firm distributor policy makes 
Gates one of our strongest lines” 


“The Gates policy of selective distribution, excellent and 
continuing field service, maintenance of our V-belt and hose 


inventories, and prompt delivery are a few of the reasons why Gates 
has always been on the ‘strong’ end of the list. 


“Gates distributor policy and programs contribute to our 
profitability and have helped us improve our position 
in the Seattle market.” 


LE The Gates Rubber Company 


ee World's Largest Maker of V-Belts 


Denver, Colorado TPA 881 
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Charlie Whitehead 


Pipine & ‘ 
air condition'™ 


Joe Zinkgraf 


Wessendorff, Nelms & Co., 
Promotes Whitehead 


Charlie Whitehead was promoted 
to assistant to the president of Wes- 
sendorff, Nelms & Co., Houston, 


Texas. Joe Zinkgraf was promoted 
=a P ] | 8) to manager of machine tool sales to 
succeed Mr. Whitehead. | 
Mr. Whitehead started with Wes 
sendorff, Nelms, in 1928, when the 
6 0) ld oi Of. f company was Only six years old. 
Prior to his promotion, Mr. Zink 


graf served as a sales engineer for 
BULLDOG “Gold Digger” drill/anchors the firm. He has been with Wessen 
are being advertised in these leading t BULLDOG DIVISION dorff, Nelms since 1952. 
* ‘ | (Formerly Polis Manufacturing Co.) 
trade magazines...to your pros- GREGORY INDUSTRIES, INC. 
pects and customers. Distributors 110-148 Toledo Avenue © Lorain, Ohio 
will “cash in” on this continuing | 
program for the huge concrete fasten- | 
! 
| 
| 
| 
| 


Paint Kills Bugs 

A paint that kills insects which 
alight on it was recently developed, 
reports Purchasing Week, McGraw 
Hill Publication. The paint is ap 
plied by conventional techniques. 
Insect-killing power is said to last as 


Name 





ing market. 

If you are not already a BULLDOG 
“Gold Digger” distributor, send the 
coupon today for product details and 
the “high-profit picture” in your area. 


ate ° . 
** With exclusive POW-R-GRIP gripping ridges. 


Firm 





Address 





City __ 








L aktenereresnnernsases 





BULLDOG DIVISION, GREGORY INDUSTRIES, INC., 110-140 Toledo Avenue «Lorain, Ohio long as the paint itself. 
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THOMAS has MILLIONS 


Non-Tilt Trucks 


All-Duty Trailers 





Barrel Racks 


2-Wheel Trucks Pry Trucks 





Stacking Boxes 





ar 


Jak-Tung Platform 


(OF COMBINATIONS) 


THOUSANDS 


(OF DOLLARS) 


A wide choice of casters and wheels, hundreds of chassis 
and innumerable standard superstructures that can be 
used with each other, make the possible combinations 

of materials handling units produced by Thomas 

literally run into the millions. This wide selection permits 
buyers to match the truck to the job to be done. 


There isn’t a load . . . up to 50 tons, at least... ora 
product that Thomas doesn’t build a truck to handle. 
Trucks that will do the job better, safer and more 
economically than you ever figured possible. 


“JOB-SUITED"”’ 


and a 
“‘POWER-SUITED"’ 


Flush Top Skids an. 





Thomas trucks are all job-proved. 
They maneuver easily and carry 
loads safely. Thomas trucks team 
up with modern power equipment 
to speed loading and unloading. 
They quickly pay for themselves. Formed Steel Casters | Resonite Plastic Wheels 





For standard or special equipment 
to meet any materials handling 
problem, see the Thomas line .. . 
the largest line of trucks in the 
world. 





Drum Truck 190-290 Series 
Extra Heavy Casters 








White for... Mian 


Thomas catalog .. . 

giving the complete 

specifications for cast- 

ers, wheels, hand 

trucks and super- 

structures. Also, if requested, the man from 
Thomas will give you the personal attention 
of an expert in materials handling. 


THOMAS TRUCK & CASTER CO. 


1044 Mississippi River Keokuk, lowa 





INDUSTRIAL DISTRIBUTION e¢ FEBRUARY, 1960 





Reaching the 
METAL 


WORKING 
MARKET! 


Hard hitting Product Ads... 
Appearing Monthly... 

In the leading Trade 
Publications... 


Reaching THESE Metalworking 
Buying Influences. 


The Complete STANDARD Line: ~ 


Twist Drills - Reamers - Taps - Dies - Milling Cutters + End Mills « Counterbores + Hobs - Corbide Tools and Gages. 


~ Stanparp Joo. (0. 


BRANCH WAREHOUSES IN: NEW YORK - DETROIT - CHICAGO - DALLAS - LOS ANGELES - SAN FRANCISCO 
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Keenan Pipe & Supply 
Opens Denver Facility 

Keenan Pipe & Supply, Los 
Angeles, opened a Denver office, 
with Elmer A. Young as the man- 
ager. 

A distributor of industrial, oil, and 
plumbing-heating supplies, Keenan 
Pipe & Supply Co. already has 
branches in north Hollywood, Po- 
mona and Bakersfield California. 


Rubber Sales Expected 
To Set Records in 1959 


H. E. Humphreys, Jr., chairman 
of U.S. Rubber Co., predicted that 
1959 rubber sales would aggregate 
a record $6,200,000,000, and that 
1960 should rise to $6,600,000,000. 

Mr. Ross Ormsby, president of 
the Rubber Mfg. Association, said 
that the new rubber consumption 
index (1947-49 base) jumped from 
115.6 in 1958 to 136.7 in 1959. 


Master Power Corp 
Appoints Williamson 


Harry L. Williamson, Jr., was 
named vice president and general 
manager of Master Power Corp., 
subsidiary of Black & Decker Mfg. 
Co. 

Mr. Williamson came to Black & 
Decker in 1958 from General Elec- 
tric Co. He was named general 
sales manager of Master Power 
Corp. when that company was 
formed in 1959 as a subsidiary to ac- 
quire the operation of Master Pneu- 


matic Tool Co., Bedford, Ohio. 


Harry L. Williamson, Jr. 








BELMONT 


Ajax Spiralwound 
Metal-Asbestos 


FLANGE and BOILER GASKETS 





BELMONT | 


b vitesse with steel centering ring for 


Raised Face, Van stone and Lapped Joints. 


ALL NOMINAL PIPE SIZES from !."’ through 
24”’ in pressure ranges from 150 psi through 
600 psi: and from !."’ through 12”’ in pressure 


ranges from 900 psi through 2500 psi. 


> EW with loop centering guide for 


Raised Face, Plain Face, Van stone and Lap- 
ped Joints. 


ALL NOMINAL PIPE SIZES from !4” through 
24”’ in pressure ranges from 150 psi through 
600 psi (except 400 and 600 psi gaskets above 
8’ for which services STYLE SR Gaskets are 


immediately available). 


for Boiler Manholes in 3 pres- 
sure ranges—0 to 499 psi, 0 to 999 psi and 
1000 psi and over. 


POPULAR SIZES AS FOLLOWS: 


pomreA for Boiler Handholes and Tube 


Caps in 3 pressure ranges —0 to 499 psi, 0 to 
999 psi and 1000 psi and over. 


POPULAR BOILER REQUIREMENTS 





Make of Boiler Gasket Size Width 
and Gasket No. | and Dimensions (in.) (inches) 





BABCOCK @ 

WILCOX 
No. 24 Oval | 4-9/16 x 5-1/2 LD. 
No. 40 Diamond | 3-3/8 x 3-3/4 ID. 


(oval) 
No. 48 Oval | 3- 13/16 x 4-3/4 LD. 
No. 70 Round =| 3-9/32 1.D. 


| 








COMBUSTION 
ENGINEERING 


4N-L740 Round | 3- 1/8 1.D. 
29N-L839 Diamond | 3-3/8 x 4-1/4 I.D. 
31N-L579 | Diamond | 4-1/4 x 5-1/8 I.D. 


4 





EDGEMOOR |. 
No. 4 Oval 4-1/8 x 5-1/4 1.D. 





ERIE CITY Oval 3-1/32 x 4-1/32 LD. | 
Oval 3-17/32 x 4-17/32 LD. | 








Dimensions Flange Width | Thickness 








yy," 175” 


FOSTER 
WHEELER 


2%" tube | Oblong | 2-25/32 x 3-13/32 LD.| 
35/16’’tube| Oblong | 3-11/32 x 3-31/32 LD. | 








13/16” Vad 





15/16” YA"" 


HEINE Round 3-5/8 1.D. 
Oblong | 3-5/8 x 4-5/8 LD. 











Ya" 175” 








12 x 16” 15/16” 


KEELER Round 4-1/4 1D. 
Diamond | 4-1/4 x 5-1/4 1.D. 











12 x < 13/16” 
12 x 16” 15/16” 














Pear 4-1/4 x 5-1/4 1D. 





Oval 3x 41D. 
Oval 3-1/2 x 4-1/2 L.D. 


























THE BELMONT PACKING & RUBBER COMPANY 
Butler & Sepviva Streets « Philadelphia 37, Pa. 


q@ Use this card to get pertinent information on how you may benefit. 





4 


Arch Warden F. 


B. Farrington 


Farrington Retires, Warden 
Named President Of Xcelite 

Arch Warden was named presi 
dent of Xcelite, Inc. on the retire- 
ment of F. Birney Farrington. 

Mr. Warden has been vice presi 
dent in charge of sales since 1957 
and was sales manager since 1947. 
He will continue as sales manager 

The founded by 
Mr. Farrington in 1921 under the 
name of Park Metalware Co., Inc 
In 1951, it took on its then 30-year 
old trade name, Xce'ite, as the cor 
porate name. 


company was 


J. I. Case Names Brinker 
Executive Vice President 


John H. Brinker was elected ex- 
ecutive vice president and a mem 
ber of the board of directors of The 
J. I. Case Co. 

Mr. Brinker was formerly with the 
Permaglas division of A. O. Smith 
Corp., as vice president and gen 
eral manager. He rose from south 
western sales manager to corporate 
director of marketing for the entire 
A. O. Smith Corp. in only five years. 

As executive vice president, Mr. 
Brinker will head up the staff of 
executives who comprise the Case 
operating management group. 


John H. Brinker 


SHOVELS 
merece] aMal-)| of <-1-10 


job costs down. 


Ames. has the exclusive solid 
ilelt| See dilela a ole lile Maer 
struction, made from one 
solid bar of steel. One 
rivet 3” 
down socket elimi- 


horizontal 


nates breaking of 
important wood 
fibers. Ames shock 
band absorbs the 


strain of lifting, 


reducing handle 
-breakage. 


FINER PRODUCTS 


0. AMES CO. 


here are 


2 BIG 
REASONS 


why... 


A lighter weight 
shovel with most quality features of 
heavy duty shovels; shock band, for- 
ward step, full length handle and 
ro fol] o) (Mel o\-1amielde|-to Mol (ele l- 


America’s most popular 
medium weight solid shank shovel. The 
vo fol0] o} (Mle) ol-ahielge|-to Mo) folo(-MMulele(-Migelu 
one solid bar of steel, is unconditionally 
rel Velgelahi t-te 


and 
These heavier weights in solid shank 
construction are available when you 
need extra rugged service. 


THRU HIGHER STANDARDS 


PARKERSBURG 
WEST VIRGINIA 


AT-49 





7 Ames also manufactures the famous lines of Ames Aire CAMES* 
== Casval Furniture and Ames Maid Metal Household Furniture \ 
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Industrial Distributors: 


There's Profits in Sprockets 
in the OEM! 


Check these reasons: 


We manufacture a complete line of 
made-to-order stee] stock sprockets. 


Our sprockets are dip-painted or phos- 
phate coated for corrosion-resistance 
and salability. 


V/ We manufacture gears from 96 D.P. to 
2” C.P. and from %” to 72” P.D. 


Production orders handled thru LD.’s. 
and sold to the OEM are competively 
priced. 


We offer our services as a first or second source 
of supply. 


V 
V 


V 


Send for FREE catalog and discount schedules. 


DALTON GEAR COMPANY 


2309 Snelling Avenue Minneapolis 4, Minn 
PArkway 9-7376 


We also manufacture roller chain flexible coup- 
lings in stock sizes that meet most power trans- 
mission requirements. 


We welcome distributor inquiries for OEM busi- 
ness. 





More Capacity 
“4. per pump with 
7’) VIKINGS 


new alloy 


This 
and Similar Ads 
are appearing in 
32 LEADING 
PUBLICATIONS 


At new rated speeds, capacities are doubled in some % T0 HELP 
cases, with the new line of Viking Heavy-Duty Rotary (5 
Pumps. On thin liquids, pumps are operated up to 100% oe | YOU. SELL 
rated speed. Resultant savings amount to as much as 4 VIKING 


STAINLESS STEEL MONEL 
DUCTILE IRON . 


+ STEEL - NICKEL 
AND MANY OTHERS 


+ NI-RESIST 


¢ 


several hundred dollars 


These new rated speeds are possible because of our 
entirely new, modern electric foundry facilities and manu 
facturing processes enable us to meet more 
exacting requirements than ever before throughout the 
complete line of Viking alloy pumps 


They 


If your specifications cal! for stainless steel or other alloy pumps, 
see how you, too, can save. Write for Catalog MM. 


VIKING PUMP COMPANY 


" Cedar Falls, lowa, U.S.A In Canada, it's ‘‘“ROTO-KING’’ Pumps 
. See Our Catalog in Sweets Plant Engineers File 
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Fred Hamilton Joins 
Richards Machinery & Supply 


Fred Hamilton joined the Rich- 
ards Machinery & Supply Co., 
Shreveport, Louisiana. 

Mr. Hamilton, a former president 
of the Shreveport Purchasing Agents 
Association, has 13 years experience 
in purchasing and several years in 
sales, all with oil industry supply 
companies in Shreveport. 


Morse Appoints Stacks, 
Donnelly To Assist 


Elmer C. Stacks was named dis- 
trict manager in the Baltimore, Va., 
and eastern Pa. areas for Morse 
Twist Drill & Machine Co., a divi- 
sion of Van Norman Industries, Inc. 

Joseph A. Donnelly will assist Mr. 
Stacks in the eastern Pa. area. 

A Morse employee since 1955, 
Mr. Stacks was a company represen- 
tative in the Baltimore-Virginia area 
prior to his promotion. 

Mr. Donnelly has been a sales en- 
gineer with Morse since 1952. 


- Donnelly 





New Order Index Down 1% In November It's easy 





























4 
ae) 





TT TTT Tr TTT 
sf mamsisaton rma mss ASOMD: 7mAmISASONBS PmAMIJASONDS PmAMsJASONDJ FMAM) J ASOND 


1954 1955 1956 1957 1958 1959 


TELL YOUR CUSTOMERS about this ideal wah. 

system for their drills! No more 

around in dark drawers and boxes. eee 

are made in 17 sizes to hold one-of-a-size of 

fractional, number, letter, metric, stub or 
taper shank drills. 
(Drills not furnished). 
Made of steel, hammer- 
lin enameled. The con- 
venience and attractive 
prices make them sell on 
sight. Remember— 


“Huot rhymes with Do it” 
Write for catalog pages 


OT MFG. CO. ‘3c 
s s St. Paul 4, Minn. 


The index of new orders placed by distributors with their suppliers dropped 1.0% 
in November, the American Supply & Ma hinery Mfrs. Association reported. The 
new order index dipped 2 - points to 2U2 





Fisher Incorporates Riegel Advances Miller 

The Fisher Tool Co., New York William J. Miller was named 
City, changed its name to Fisher | manager of sales and production for 
‘Tool & Equipment Corp., and will | the Bias Buff Div., Riegel Textile 
conduct business as a corporation. Corp., at Conover, N. Carolina. 








BLACKHAWK’'S nal 0.2 


.. . introduces another product family tor 


a specific user group . portable hydraulic 


tools for machinery maintenance 


Marketing Approach Plan No. 2 is another in Black- 
hawk’s series of profit programs for distributors . 


YOUR BLACKHAWK TERRITORY 
MANAGER has a booklet ex- 


based on the proven concept of product-family, user-group 
selling. Its user group consists of machinery maintenance 
men. And the Blackhawk product family includes: 

1. a full line of Holl-O-Ram pullers 

2. handy, versatile maintenance kits 

3. low-cost shop presses 


Not only does MAP No. 2 pin-point the market and supply 
a made-to-order product family. It also provides field 
sales help, comprehensive direct mail, new catalogs 

all the concentrated sales assistance you need to get your 
share of maintenance dollars in the ‘Soaring Sixties” 


ahead. 


MAP No. 1 is producing results! A high rate of inquiries testi- 
fies to the wide-spread interest in MAP No. 1's ‘family’ of portable 
lifting equipment for maintenance: mechanical jacks, hydraulic jacks, 
remote control jacks, mobile cranes. 


plaining MAP No. 2 in detail. 
Also, new Catalog/Manual L- 
300 containing complete data 
on Blackhawk's family of port- 
able hydraulic tools for ma- 
chinery maintenance. Contact 
him today for your free copies. 


BLACKHAWK 


BLACKHAWK INDUSTRIAL DIVISION 
13320 W. Reichert Place, Butler, Wisconsin 
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STANDS TOUGHEST SERVICE 





BUILDS PROFITABLE SALES 





ATLAS 


OFFSET SIDE BAR ROLLER CHAIN 
OPENS UP NEW SALES ON HEAVY EQUIPMENT 


PRECISION CLEARANCES for efficient operation ... accurate fit and 


smooth bearing surfaces. 


PINS TOUGHENED for shock loads. Precision hardened rollers, bushings 
and links to stand severe operating conditions. 


DETACHABLE ASSEMBLY mokes link replacement easy. Chain made up of 
series of identical links held together with cottered or riveted pins. No searching 
for connecting link. 


BUILT-IN MISALIGNMENT COMPENSATION to allow for sprocket 


variance. Requires same sprockets as for standard roller chain. 


Here's a heavy load chain that can put you in the driver's seat where the drive 
is tough and “long service” clinches the sale. This chain has the same Atlas 
Distributor Profit Plan behind it as all other Atlas Products. Write today for 
sales and profit data on Atlas Offset Side Bar Chain to ... 


ATLAS CHAIN & MANUFACTURING CO. 
Subsidiary of Prudential Industries, Inc. 
West Pittston, Pa. 


GET YOUR COPY OF THE NEW FOLDER 
ON HEAVY DUTY CHAIN! 
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Garrett Supply Holds 
Series Of Tool Shows 


First of a continuing series of tool 
shows was held in December by the 
Garrett Supply Co., Phoenix, Ari- 
zona, a division of The Garrett 
Corp. Over 200 guests attended the 
two day show. 

Representatives of fifteen firms 
from the 140 tool lines distributed 
by Garrett introduced new products 
or techniques at the show. 

Presenting the representatives and 
their displays was Garrett Supply 
manager Ed Castle. 


Garrett in Europe 


Garrett International, Geneva, 
was formed to conduct all Garrett 
Corp. business with customers out- 
side North America. 


West Germany Gets 
Water Power Reactor 


lhe Atomic Energy Commission 
authorized the export of a 62,000 
kilowatt boiling-water-power reactor 
to West Germany. 

‘The export license was the second 
one issued, the first going to Bel- 
gium, for export of a +3,000 kilowatt 
reactor. 


Rockwell Mfg. Co. Names 
Two School Representatives 

Quinton R. Meek and F. Richard 
Bonnifield were named East Cen- 
tral and Eastern regional school 
sales specialists, respectively, for 
the Delta Power Tool Division, 
Rockwell Mfg. Co. 

Before joining Rockwell, Mr. 
Meek was an industrial arts in- 
structor at Logan City High 
School, Logan, Ohio. 

Mr. Bonnifield formerly worked 
as a safety engineer with National 
Union Fire Insurance Co. 


Q. R. Meek F. R. Bonnifield 





LIFE GUARD 
commutator 


For top efficiency and long brush life Ingersoll-Rand’s 
exclusive design features a safety stop on brush he'der 
to keep spring from contacting or damaging commuta- 
tor and burning out motor. Commutator can be dressed 
while tool is operating, simply by removing reverse cap. 
Wider commutator bars permit wider brushes and more 
brush area. Red @ ball extras like these make the 


IMPACTOOL 
Size 5U-HD, 2” Drive 


another red a ball extra 
that SELLS IMPACTOOLS/! 


C2 Dirt-Sealed Trigger. Plunger-operated switch is 
sealed tight from dust and dirt. Another |-R 
exclusive. 


& “Cuss-proof” Socket Retainer. Sockets can’t fall 
off accidentally, but strong, spring-held retainer 
can be easily replaced. Another |-R exclusive. 


best design—biggest line 
= Sealed Nose Bumper. Exclusive |-R rubber guard look for the red ® ball extras 


seals out dirt in addition to protecting impact 
mechanism. 


€ Job-Tailored Motor. Not “adapted” but built Ingersoll-Rand. 


specifically for rugged Impactool duty. 11 Broadway, New York 4, N. Y. 


T-Anvil Drive. Unlike other types, provides true ID46A-18 
radial blow with maximum power transmission. 
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ne Drills 
pH 














Do it Again... 


TAKE THE 
THRUST OF “THE WORLD'S 
MOST POWERFUL RADIAL DRILL” 


To demonstrate their new 50-horsepower, 
pushbutton-operated Thrustmaster...the 
most powerful radial drill ever built... 
Cincinnati Bickford tooled up with the 
toughest twist drill on the market— Morse. 


Why Morse? Because other drill manu- 
facturers threw up their hands at produc- 
ing a drill to match the Thrustmaster’s 
power. But Morse took on the job, ap- 
plied a regular taper shank drill right off 


f/ 


the shelf that more than meets the re- 
quirements of this exceptionally powerful 
machine. 


If you haven’t already experienced the 
demonstrated superiority of the world’s 
most complete line of quality cutting 
tools, call your Morse-Franchised Dis- 
tributor today. He’ll gladly show you the 
practical economies of buying the best... 
Morse Cutting Tools. 


Look at these chips made during demon- 


stration uf the Thrustmaster. 


Feed: .087” per revolution at 105 RPM 


Drill: Regular Morse Taper Shank Drill 
(style 1302) driven in solid steel. 


Morse curmne roots 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS 


WAREHOUSES IN NEW YORK, CHICAGO, DETROIT, DALLAS, SAN FRANCISCO 


A Division of VAN NORMAN INDUSTRIES, INC | Wag | 


MORSE means “THE MOST" in Cutting Tools 
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Peninsular Distributing Co. 
Appoints General Manager 
William W. Lightbody was 
appointed general manager of Rayl 
Industrial Supply, Ferndale, Michi- 
gan, the mill supply division of 
Peninsular Distributing Company. 
Since 1946, Mr. Lightbody 
worked in the industrial supply 
business specializing in sales and 
sales production. Prior to that he 
was in the army as head of Continen- 
tal Air Forces’ training aids division. 


Keasbey & Mattison 
Promotes Norman Barr 


Norman L. Barr was promoted to 


a é y.\ ee é rat G vice president-sales and a member 


of the board of directors of Keasbey 

& Mattison. D. W. Widmayer, vice 

is i iT & president, marketing consultant and 
a board member, retired. 

x Mr. Barr has been general sales 


manager of the company a year. He 
RELUBE TYPE 


When you need a relube type bear- 


ing unit, you can get more compact 
design and lighter weight by specifying 

yy Browning. Reason: these new pillow 
blocks, flange blocks and take-up units 
have housings of unbreakable malle- 
able, which is stronger and virtually 
indestructible even under the most 
punishing loads. The new relube type 
units feature self-aligning ball bearings 
secured to the shaft by two set screws 
in the wide inner ring. All have elon- 
gated bolt slots for wide adjustment 
and maximum interchange. Available 
in 29 shaft sizes from 4 to 2%". New 
catalog BU-103 containing complete 
details is available on request. Write 
to Browning Manufacturing Company 
Maysville, Kentucky. 


Norman L. Barr 


PAPER PULLEYS COUPLINGS CHAIN DRIVES S. W. Widmayer 
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joined K&M as a salesman in 1948, 
became Atlanta district manager in 
1953, general sales manager of the 
asbestos-cement pipe division in 
1956, and assistant to the president 
in 1958. 

Mr. Widmayer completed 42 
years’ service last September. He 
has been a director since 1948 and 
was elected a vice president in 1951]. 


Power Pumps Inc. 
Opens Bakersfield Branch 


Power Pumps, Inc., Long Beach, 
Calif. announced the opening of a 
branch store at 2424 Mohawk Road, 
Bakersfield, Calif. 

The purpose of the new branch, 
according to Ralph Abbott, pres- 
ident, is to bring service closer to 
customers in the San Joaquin Valley 
area. 


Brown & Sharpe Mfg. Co. 
Announces Appointments 

The Cutting Tool Division, 
Brown & Sharpe Mfg. Co. an- 
nounced the 
ments. 

Henry A. Szostek, will be district 
manager for the North Central Dis- 
trict. Gottlieb R. Mohn will be 
district manager for the Midwest 
District. Jack Petersen will be dis- 
trict sales manager for the West 
Coast District. Colin Sharp will be 
service manager for the West Coast 
District. Dimitry Yasinczuk will be 
supervisor, inside sales department, 
and Albert Cummings and Joseph 
Mori will be inside salesmen 

The following outside sales en- 
gineers will join the Cutting Tool 
Division: Richard A. Borjeson, Mid- 
west District, Gordon F. Packer, 
West Coast District and Robert W. 
Kenny, Jr., John J. McAleese, Stuart 
E.. Jencks and Edward A. Chace in 
the Northeast District. 


following apoint- 


Profit Sharing 

With sales reaching a high of 
over $58,000,000, Ducommun Me- 
tals & Supply Co. will share more 
than $644,000 of its 1959 earnings 
with its 988 employees. 





Now, right in your own shop, you can attach “Holedall” 
Couplings to any type of industrial hose... to meet your 


customers’ requirements for coupled hose promptly, and 


with the assurance that you are furnishing the strongest, 


safest couplings for every type of service. 


The “Mulcoram” ... the hydraulic press for making the coup- 


ling attachment...is small, compact and inexpensive. It is 


easy to operate, either manually or by power. 


aan 


The “HOLEDALL” 
HOSE COUPLING 


Attached quickly and easily by the hydrau- 
lically-operated ‘‘Mulcoram”, this unique 
coupling is there to stay ... virtually molded 
to the hose by a multiple gripping arrange- 
ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, 
it is not necessary to alter the hose in any 
way before making the attachment...no 
buffing ofcutting of the cover. 


"“MULCONROY Sigrid... 
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With the “Mulcoram" and “Hole- 
dall” Couplings, you can quickly 
supply complete hydraulic hose 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubber 
or cotton covered hose with coup- 
lings attached. Never before has 
such a practical, economical meth- 
od, or such assurance of customer 
satisfaction with the couplings sup- 
plied, been available. It will pay 
you to get all the details. 


& 
WRITE FOR BOOKLET 


Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easily and economically it can be 
operated ...in your own shop, with- 
out skilled labor ...to provide coupled 
hose of any description, with coup- 
lings that can't come off and which 
actually prolong the life of the hose 
by protecting it against the effects of 
continuous flexing at connecting points. 


WHERE OTHERS Sion!” 





112 Year 
Distributor 
Partnership 


The long established Wilcox- 
Crittenden policy of selling 
through Industrial Distributors has 
made it possible for leading U. S. 
distribu:tors to provide their indus- 
trial customers with top quality 
forged hardware promptly and 
profitably. 

If Wilcox-Crittenden Industrial 
Hardware is not one of your pres- 
ent lines, we would like to show 
you its money making possibilities. 


New Catalog No. 300 and Handy 
Price Book is proving to be a pro- 
ductive sales builder. 


Division, North & Judd Manufacturing Company 


Ci) WILCOX-CRITTENDEN 
101 Sowth Main Street, Middietown, Connecticut 
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Mutual Pipe & Supply Co., 


Formed in Indianapolis 


Crane Co. has closed its business 
in Indianapolis after 49 years. 

William S. Hague, manager of 
the Indianapolis office for the past 
20 years, and his associates in the 
Crane firm have formed a new cor- 
poration, Mutual Pipe and Supply 
Co. The company is located at 2225 
N. College Ave., Indianapolis. 

The Crane building in Indian- 
apolis was bought by the State, 
which took over the property Jan- 
uary |. 


Albertson & Co. 


Appoints Jacobsen 


Don E. Jacobsen, was named gen- 
eral sales manager of Albertson & 
Co., Inc., on the retirement of G. 
M. Moore. 

Mr. Moore was with Albertson 
for 35 years. He first served as a ter- 
ritory salesman and later as manager 
of the company’s southeastern dis- 
trict. 


Atlas Chain & Mfg. Co. 
Appoints Reeves 


Joseph L. Reeves was appointed 
assistant sales manager of Atlas 
Chain & Mfg. Co. 

Mr. Reeves brings to Atlas more 
than twelve years of experience in 
the manufacturing and marketing of 
roller chain. In his new capacity he 
will assist in sales work covering 
both distributors as well as original 
equipment manufacturers on a na- 
tional scale. 


Joseph L. Reeves 





DISTRIBUTORS 


WANTED 


or 
Pneumatic 


HAND TOOLS 


e grinders «sanders « drills 
e screwdrivers «¢ nutsetters 


Our full line of up-to-date 
pneumatic hand tools have had 
complete acceptance since their 
introduction. We operate plants 
in Springfield, Ohio, Canada and 
the Netherlands and enjoy a 
strong financial position and a 
steady growth pattern. 


To extend our position we 
want to establish relations with 
strong, active distributors in key 
areas where we still have open- 
ings. If you meet the qualifica- 
tions, are interested and have a 
solid industrial following, we 
want to hear from you. 


Write on your letterhead, tell 
us about your background and 
outline the territory you cover. 
We'll furnish complete details on 
the unusual profit opportunities 
available with Airetool’s line of 
pneumatic production and main- 
“— tools. 


) AIRETO OL 


MANUFACTURING COMPANY 





—_~ 
) 


\ SPRINGFIELD, OHIO 








Edward D. James 


Wilton Appoints James 
Regional Sales Manager 


Edward D. James was named re 
gional manager of the newly com 
bined Philadelphia and metropol 
itan New York sales territories of 
the Wilton Tool Mfg. Co., Inc. 

lhe new territory will comprise 
the two cities plus eastern Pa., Mary- 
land, Virginia, Delaware and the 
northern half of New Jerse, 


Burns Named Vice President 
Of Van Norman Machine Co. 


George P. Burns was elected vice 
president and sales manager- 
machine tools for Van Norman Ma- 
chine Co., division of Van Norman 
Industries. 

Mr. Burns joined Van Norman 
20 years ago. He was named service 
manager in 1952, and in 1955 he 
became notheastern division man- 
ager. 


George P. Burns 


CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT—Best materials throughout tool 
Right and Left hand Threaded Bushings 


for Automatic Tightening 


steel cutters... 


EASY TO HOLD— Extra 
Weight well distributed 


for smooth handling. 


Also CALDER Fine Diamond Dressing Tools 


SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania 











There’s a BIG FAMILY 


K-D 


HAND TOOLS 














com y\.4: — 
HARD JOBS EASY! ee omer ie 





Dozens of snap rings are used 
in Power Transmission Equip- 
ment, Industrial Engines, Mo- 
tors, Fractional h. p. applica- 
tions. 


A “universal” set with 9 pairs INTER- 
CHANGEABLE POINTS. 


3 TYPES POINTS 90° 
515° =F 45° 20'Sh 
Finest quality hex steel. Points lock in tool 


jaws, can't slip. 4 sizes each. 
Free dispenser box. 














WRITE FOR FREE CATALOG 
K-D MFG. CO., LANCASTER, PA., U.S.A. 
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Profit-minded dealers agree 


H. K. Porter Company, Inc. 


RAMSET FASTENING SAYE Gets Netherlands Plant 


H. K. Porter Co., Inc. acquired a 


plant in Holland for the manufac- 

. MEANS BIG VOLUME ture of industrial and automotive 
wi ti friction products. 

The Netherlands plant, Fabriek 

REPEAT BUSINESS voor Remvoeringen en Frictiemate- 

riaal N. V., at Klazienaveen, was op- 

erated by Messrs. Vojtech and Egon 

Feiner, Vojtech Feiner will remain 

as a consultant and Egon Feiner will 
manage the plant. 


Establish Overseas Branch 


H. K. Porter Company, Inc. has 
established a world-wide marketing 
and distributing subsidiary in 
Geneva, Switzerland, to be known 
as H. K. Porter & Cie., S. A. 

Marketing of the Netherlands 
plant’s products will be handled in 
Holland by the plant personnel, in 
other areas by H. K. Porter & Cie. 





| 
— 
2. 





ean ty 
ef 


Rivett Lathe & Grinder, Inc. 


Names Three Executives 


Rivett Lathe & Grinder, Inc. 

6 ealer indling named Thorwald S. Ross, Jr., vice 

president in charge of manufactur- 

ing; Walter C. Woodworth, pro- 

a og y duction and procurement manager; 

a ee, ae and William R. Wright, purchasing 
namset . powder-actuated agent. 

Mr. Ross joins the Rivett Corp. 
ire-Set hammer-powered lis after 11 years with Saco-Lowell. 
tening t an set a variety ‘of Mr. Woodworth, an employee 

ma ial since 1956, has held the position of 
purchasing agent since 1952. 

Mr. Wright, with Rivett Corp. 
since 1950, held positions in cost 
accounting, production planning, 
and machine sales departments. 


9 





ni i Award Air Force Contracts 

siti wuihe” peaches ‘ta’ tha: | Worthington Corp. reported it 
2 ena mei . has been awarded Air Force con- 
tracts totalling $5,000,000 for air 

conditioning, diesel engines, gener- 

ators, compressors and a wide range 

of instrumentation equipment. This 

equipment will be used for the first 

operational Titan ICBM bases now 


Ramset’* Fastening System being built near Denver, Colorado. 
9 OLIN MATHIESON CHEMICAL CORP. - WINCHESTER-WESTERN DIV, +293-8 WINCHESTER AVE. - NEW HAVEN 4, COMM. 





Bostwick-Braun Installs New Shelving 


The Bostwick-Braun Co., 


Toledo, installed new shelving on the fourth floor installa- 


tion of their warehouse in order to permit better service to their customers. 





New York Distributor Takes On Wilkerson Line 


E. G. Schattmann (seated, right), 


zone manager for Wilkerson Corp., briefs per- 
sonnel of Machinery & Machine Supply Co., 


Wilkerson’s new distributor in metro- 


politan New York and Newark. Seated; left, is A. Cary, office manager. Standing 
are Don Russell, New York City salesman, and Joe Howard, staff engineer. 





Industrial Engineer 
Appointed By Norton 


Norman P. Johnson was ap- 
pointed assistant chief industrial en- 
gineer for Norton Co. He joined 
the company in 1951, as a time study 
engineer. 

Before joining Norton, Mr. John- 
son taught at Worcester Polytechnic 
Institute for one year. 


Name Two Field Engineers 


Robert V. George and Edwin R. 
Larson were named field engineers 
for Norton Co. 

Mr. George, who will be located 
in the Detroit district, joined Nor- 


ton as an instructor in the school of 
grinding in 1956. 

Also joining Norton in 1956 as a 
grinding school instructor, Mr. Lar- 
son was a wheel sales trainee this 
Fall. He will be in the San Fran- 
cisco Bay area of the West Coast 
district. 


Name Sales Engineer 


Roderick L. Smith was named a 
district sales engineer in the Indian- 
apolis, Ind., district for Norton Co. 
Mr. Smith, who started with Nor- 
ton Co. in 1951 was a field engi- 
neer in the Indianapolis district un- 





til now. 
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Sold thru distributors—Send for Catalog 


L. B. ALLEN CO. Inc. 


Bernice (Schiller Park) 


Motion soenibes i. me ka 


GROBAN offers 

greater profits to you 
with this new 
fast-moving tool 


airy 


WIRE 
CUTTER 


Cadmium plated extra rugged bolt and wire cutter 
manufactured in England, with exclusive extend- 
able handles for —_ leverage. Nothing like this 
available anywhere today . Center cut type cut- 
ter for soft or medium hard rods and bolts, alloy 
wire, and other metals. Folds to ~~. * fits 
—— into pocket or tool box. Safety iatch 
locks o! when not let use, 
Comudllon: medium hard bolts in thread 3¢"’ 
medium hard metals 5/16’ 
Cutting edge has equal bevel on each side 
for extra strength. 
Dimensions: Extended, 1534’; 
Easily worth $9.75 retail . . 
No. R-478, Bolt/Wire Cutter 
lots of 50 
Lots of 100... 








closed, 1034"’. 
. your price only — 


.. . $2.00 each 
.$1.75 each 
$1.50 each 
F.0.B. Chicago 
Sold in quantities only; sample cutter can be 
ordered at $2.50. 


ORDER TODAY FOR IMMEDIATE DELIVERY! 


FREE CATALOG . Tremen. 
dous Savings on Hydraulic 
Equipment, Diesel Parts, Elec- 
trie Generat 8. Electric 
Motors, Equipment, 
Hand Tools, ete.! New 1960 
edition containg over 50 value- 


vo Mae Ry for your F 
CATALOG Today 


GROBAN SUPPLY COMPANY 


213 











DISTRIBUTORS WANTED 
NEW 


MALLEABLE 
IRON 
MACHINIST VISE 


®@ Jaws open to 62 inches. 


“ 


An unconditional arantee 
against breakage backs up your 
statements about the iron-fisted 
ruggedness of these great 
new vises. And 80 years 
of manufacturing and 
fair dealing backs up the guarantee. But, 
get the details on this great new line . 
plus the distributor deal. 


oy Write today. 


M | MILWAUKEE! Ww: MILWAUKEE! MILWAUKEE TOOL & EQUIPMENT Co. 


@ Two types . . . stationary 
base model . . . 360° 
swivel model. 


@ Extra exclusive feature anteakabe a 


. tool steel pipe jaws 
prams 4 to make either 
model a combination vise. 


oe, PIPE roe vies 
with same he 4. 





SPEEDY 

AIR REGULATOR 
Regulates 0 Ibs. 
to 140 Ibs. from 
tank or air line 
up to 250 Ibs. 
No. 622 $7.25 


SPEEDY 

AIR FILTER 
Assures clean oil- 
free air. Large 
chamber with 
drain cock. Up to 


FOOT CONTROL 


HIGH SPEED - POWERFUL GRIP 


New, improved model speeds up all repeat 
operations— milling, drilling, tapping, punch- 
, ing, bending, riveting. Both hands left free to 
6 produce more! Light squeeze to 2250 pounds 
pressure! Extra thick jaws for attaching jigs. 
Jaws open to 3 inches; 6" to %” maximum 
travel. Complete with foot control, air hose 
and fittings 


SPEEDY AIRLINE UNIT 


Complete, low cost produc- 
tion spraying unit for fac- 
tory lines. Externe! Mix 
Spray Gun, 15 ft. hose. 
No. 705 $26.50 





Write for new Air Tool Catalog 
W. R. BROWN CORP., 2657 N. NORMANDY AVE., CHICAGO 335, ILL. 


INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1960 





L. B. Krumm 

Bristol Names Krumm 
Detroit District Manager 

L. B. Krumm was named Detroit 
District Manager for the Bristol Co. 

Mr. Krumm, since joining the 
company in 1953, has been a sales 
engineer in the New York district. 
Prior to that, he was with Federal 
Pacific Electric Company. 


Fisher Special Mfg. Co. 
Advances Two Executives 


Carl H. Gross was named market- 
ing manager, and Robert L. Payne 
was named sales manager of Fischer 
Special Mfg. Co. 

In his new capacity, Carl Gross 
will be responsible for corporate 
marketing programs and projects. 
Since he joined the company in 
1914, he has performed costing, sales 
and managerial functions. He began 
field sales work in 1920 and was pro- 
moted to sales manager in 1930. 

As sales manager, R. L. Payne will 
be responsible for planning and 
supervising corporate sales opera- 
tions. He also will perform customer 
contact and service duties, and will 
work with Mr. Gross in new prod- 
uct and market evaluation. Mr. 
Payne joined the firm in 1951 and 
was appointed assistant sales rian- 
ager in 1953. 


R. L. Payne 





ITS A 


FACT 


YOU CAN DO BETTER WITH 


SPACING PRODUCTS 


BECAUSE FAST DELIVERY 
from stock makes inventory control 
easy ... conserves valuable space. 


BECAUSE AN ESTABLISHED 
REPUTATION for quality products 
promotes prompt acceptance ... 
speeds sales. 


BECAUSE CONVENIENT _ 
PACKAGING simplifies handling 
... encourages use. 


BECAUSE ATTRACTIVE 
DISCOUNTS assure good profits. 


FY anwor spacers 
te SHIMS 
SHOULDER-SCREW 
SPACERS 


FEELER STOCK 
in Coils and Strips 


ACCURATE 
SHIM 
STOCK 


Complete range of extra- 
precision sizes and thicknesses 
made from selected materials 
. .. Clean and flawless. 


FOR MORE FACTS 


WRITE, WIRE, PHONE FOR 
LITERATURE AND PRICES 


YOU CAN 
DEPEND ON DE-STA-CO 


DETROIT STAMPING COMPANY 





R. J. Grace G. A. Gambee 
Thor Power Tool Promotes 
Grace and Gambee 

Robert J. Grace was promoted to 
Chicago district sales manager and 
George A. Gambee was promoted to 
Denver district sales manager for 
Thor Power Tool Co. 

Mr. Grace, Cleveland district 
manager since 1955, is returning to 
the territory where he began his 
Thor career in 1947. 

Mr. Gambee has an eight year 
sales background in the San Fran- 
cisco branch. 

L. J. Hepworth will move from 
Salt Lake City to San Francisco to 
succeed Mr. Gambee and R. J. 
Horrocks from Denver to Salt Lake 
City to succeed Mr. Hepworth as 
service engineers. M. A. Sorenson 
will transfer from Denver to the 
contractor tool division in Chicago. 


Moves Service Office 


The New York customer service 
branch and sales headquarters has 
been moved to 58-10 Broadway at 
Woodside 77, Long Island, New 
York. 

The new building is headquarters 
for domestic sales of all Thor prod- 
ucts throughout the eastern portion 
of New York State and in all of 
Connecticut and Vermont. 


M.I.T. To Select 45 
For Management Course 


The Massachussetts Institute of 
Technology will select 45 of the 
nation’s promising young business 
executives for a full year of educa- 
tion for management. 

These men will be awarded 
Alfred P. Sloan Fellowships in 
Executive Development and will be- 
gin their intensive year of study of 
management at M.I.T. in June of 
1960. 
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CUSTOMERS 
Why They 
SHOULD 
BUY 


stops, valves, 
fittings 
pom 
a SINGLE SOURCE... 
YOU, the local 


J cette 
HAYS 
— 
WHOLESALE DISTRIBUTOR 


@ Complete Quality line 

@ Full range of sizes 

@ Wide variety of types 
available for prompt delivery 


One of more than 3500 products 
in the HAYS line 


GENERAL PRODUCTS DIVISION 


HAYS MFG. CO. 


ERIE, PA. 








f* COIN PAK _ 


M-C Lock 
Washers, — 


Machine P Pack. 
and Count- 
in ahapee- 
end tubes. 
most conan 
ever de- 
vised for packag- 
ing lock washers. 
Saves valuable 
shelf space, elim- 
inates waste, pre- 
vents spilling and 
mixing of sizes. Tubes are packaged in 
colorful, 2-label Telescope Cartons for con- 
ventional or upside-down stacking. Sold 
only through recognized distributors. 


Pending 


éx Standard Packages 


1000, 500 or 
100 loose lock 
washers per 
carton 


M-C Lock Wash- 

ers in colorful, 2- 

label, telescope 

cartons with leg- 

ible, right-side- 

up end label 

whether stacked black bottom up for mod 

ern upside-down stacking or yellow top 
up for conventional stacking. 


cx JOB PAK 


— the Modern, Functional Bulk Package 
at No Extra Cost! The contents of a 
Keg in ONE Shipping Container . 
divided into 6 equal inner cartons which 
are the same as a distributor package. 


ce BULK 


Volume users who 

fer to buy lock washers 
in bulk may order M-C 
Lock Washers in keg 
size bulk shi 

tainers. A.S.A. plain 
steel, plated steel or 
non-ferrous. 


ing con- 


Packaged for the Distributor 


Mellowes offers you, the distributor, so 
washers in a wider choice of 
functional packaging than any other mune 

‘ ulacturer. 








James G. Moses 


Bay State Abrasive 
Appoints Moses 


James G. Moses joined the Cleve- 
land sales organization of Bay State 
Abrasive Products Co. 

Mr. Moses formerly was asso- 
ciated with Simonds Abrasive Com- 
pany. 


Chain Belt Appoints Two 
To Industrial Sales 


Thomas C. Jewell, Jr, and 
Richard W. Swanborg were ap- 
pointed sales engineers for Chain 
Belt Co. 

Mr. Jewell, who will be in the 
Pittsburgh office, joined Chain Belt 
Co. in 1952 as a student engineer. 
Since then he has been with the 
Milwaukee district office, and for 
the last three years has been at 
Chain Belt’s Appleton, Wisconsin 
area office. 

Mr. Swanborg also joined the 
company in 1952. He will be an 
engineer in the Milwaukee district 
office. He has served in various sales 
and engineering positions at the 
company’s Springfield and Worces- 
ter, Mass plants and, since 1957, 
has directed industrial sales train- 
ing in Milwaukee. 


‘be 


> 
T. C. Jewell, Jr. 





R. W. Swanborg 
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dervice Policies 


In addition to modern functional 
packaging Mellowes has established 
Customer-Service-Policies that save 
valuable time for users and distribu- 
tors. For example: 


MELLOWES 
prepays the 
freight on 

shipments of 


200 Ibs. or more 


You save money, too, on 
shipments of less than 200 
~ ibs. all 

“are made from the nearest 
Mellowes warehouse. 


MELLOWES 
accepts orders 


Long Distance 
COLLECT! 


MELLOWES 
simplifies 
your paper 
work 


MELLOWES SHIPS 
from 3 convenient 
warehouse 
locations 





WEST COAST * 
MID-WEST AND 
EAST COAST 


MELLOWES 
handles 
orders 
FAST 


Orders for Mellowes Lock 
Washers are usually 
shipped the same day re- 
ceived, via fast carrier, 
from the h you! 
Ample stocks of Mellowes L Lock Washers 
in all standard sizes assure prompt ship- 
ment of your orders. 








compare 


TORQUE - PERFORMANCE - DEPENDABILITY 









aoe 
e —" = 


— | | i 
# — — Wh visi 
oo eel , 


BUY AIR or ELECTRIC | 


A. IMPACT WRENCH | 








Superiority of their 

mechanical design 

is revealed in the 
unusual efficiency of Sioux Air Impact 
Wrenches. Wrench for wrench, model 
for model, size for size, Sioux can 
be counted upon to deliver an average 
of 15° more torque, while consum- 
ing 30% less air! Less power is 
absorbed by the wrench itself. More 
is applied to the drive. Three Sioux 


30% less air! 


wrenches can be operated on the 
existing air supply for every two of 
another kind. This correctness of 
engineering design has also produced 
a wrench of superior endurance, lon- 
gevity, and freedom from trouble. Low 
first cost, higher torque, lower air con- 
sumption and long trouble-free life add 
up to make Sioux THE Bic Buy IN 
Arr Impact WRENCHEs! 


REACTION BALANCED ¢o- 


Less Vibration Feed Back 


When it’s a Stoux, you know what it will do! S1toux 
tells you the torque your air or electric impact wrench 
will deliver. You don’t buy just a wrench. You buy 
certified Stoux power, reversible power, and on air 
wrenches controllable power through eight point 
power selector. 


All Stoux Impact Wrenches are ‘reaction balanced”’ 
for less vibration and torque feedback and for mini- 
mum operator fatigue. There’s less shock and twist 
when the wrench impacts. You can feel the difference! 





4A SIZE #0R 
ZVERY NEED! 


From the big No. 322 Sroux Air Impact Wrench 
upper left) capable of up to 1,000 foot pounds of 
torque at 90 pounds of air pressure, to {the little 
No. 313 (pictured at right) which weighs 2% 
and can deliver up to 80 foot pounds of torque, thtere’s 
a full range of Sioux impact wrench sizes and médels. 


pqunds 





SIOUX 


SIOUX Electric Impact Wrenches offer equal 
je! power in right or left hand rotation. The torque 
for each wrench is stated and certified. Their mechan- 


ical design offers exactly the same advantages as 


IMPACT 
WRENCHES 


that of the air wrenches. Their exclusive reverse cap switch lock 
prevents reversing with the current on, and eliminates burning 
commutator brushes and switch contacts. Their efficiency, per- 


formance, and freedom from trouble are unexcelled. 


Look under “TOOLS, ELECTRIC” in the Yellow Pages 


ALBERTSON & CO., INC. 


SIOUX CITY, |OWA « 


AIR IMPACT WRENCHES + AIR SCREWDRIVERS ~ ELECTRICIMPACT WRENCHES + ELECTRIC SCREWDRIVERS 
* PORTABLE SAWS 


* SANDERS + POLISHERS + FLEXIBLE SHAFTS 


U.S.A. 


* DRILLS + GRINDERS 
* VALVE GRINDING MACHINES + ABRASIVE DISCS 





Francis E. Hummel 


Bassick Names Hummel 
Marketing Manager 


Francis E. Hummel was named 
manager of distributor sales and 
marketing for Bassick Co., division 
of Stewart-Warner Corp. 

Mr. Hummel, formerly assistant 
professor of marketing at the Amos 
Tuck school of business administra 
tion joined the Bassick sales staff in 
1955. He will continue as head of 
the company’s promotional pro 
grams. 


AIA Resents Bad Criticism 
Of Advertising 


The Association of Industrial Ad- 
vertisers stated that it is opposed to 
any attempt to characterize all ad- 
vertising by the shabby and irre- 
sponsible standards of a few. 

Clear exposition of fact, honestly 
and convincingly presented, is pow- 
erful communication, the associa- 
tion directors stated. Each year, 
constructive and informative adver- 
tising to business and industry is 
moving vast quantities of industrial 
goods to the profit of both the 
maker and the user. 


World Cargo Traffic Rising 


World cargo traffic may swell to 
a total of 1,980,000,000 cargo tonne- 
kilometers in 1960, as compared 
with 1,660,000,000 in 1958, reports 
the International Air Transport As- 
sociation. 


AE Aw 


INDUSTRIAL 


BRUSHES and BROOMS 


This line is complete—there are brushes and brooms for every 
need—you can‘t miss a sale. Keep in mind that here is a 
source of supply that never fails—top quality always—we are 
on the job to serve you and we do it in every respect. Sell 
CAPITAL and sell to increase business and profit. 


Push Broom 


“Red Cap” Warehouse and 


Floor Brush 
Metal Base Broom Mill Broom 


af hokey 


onion AMO BROOM MA NU FACTU RING CO 











UNIVERSAL 
SPEEDS DELIVERIES 


On 4#4U-Wetal 
Flexible Hose Products 
to the 
Non-Stocking 
Distributor 
Ty Our 
Serwitee 


QUALITY .. 
Ail WM etat 


Hore Prodkets i ay) Se O}-) OP 


2163 South Kedzie Ave., Chicago 23, Illinois 
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DISTRIBUTOR SALES AIDS 


LixgipcerieeRy 
grec: 


merseo” 


i "Bakacs M. Giroux 
. . . advertised nationally Midland Ross 


to help you sell Appoints Giroux 


Lowell built its reputation on solid, re- Robert M. Giroux was named 
liable service to industry. For 90 years : ; 
Lowell Wrench Co. has supported the midwestern regional manager for the 
industrial distributor with national trade Owosso Division, Midland-Ross 
Seen that tells the story of its 2 
complete line of reversible ratchet socket Corp. 
wrenches, : ie an Pe eee 
ey a ae Mr. Giroux’s territory w ill include 
mative sales literature in the the states of Illinois, Wisconsin, 
avantities you need. Get al! - 
the profitable facts by writing Minnesota, lowa, Nebraska and 


aow to CEPT. L-130. North and South Dakota. 


LOWELL WRENCH CO. wokcestTer 4, MASSACHUSETTS 
Blackmer Pump Appoints 








Parker As District | r 
REELS roll arker As District Manage 
174 eB ae Jack Parker was appointed district 
OM Whit thing on reels manager in Kansas City for Black- 
a mer Pump Co. 
ROLL-A-REEL Mr. Parker, with Blackmer in 
Chicago for three years, was for- 
merly with Fairbanks-Morse Co. 
te einen’ basen (+o WN [ip In addition to Kansas City, Mr. 
- ++ M0 pushing... we Parker's district will include Bart- 
a and: guny ~ | lesville and Tulsa, Oklahoma; Little 
; Rock, Ark.; Memphis and Nashville. 
Essly portable Tenn.; and Wichita, Kansas. 
Handle any reei diameter 
Heavy steel 


framo 
Slanted 


Ball-bearing adjustable 
-bear 

rollers 

Positive roller leck for 
unloading 


ge B— » 4 Ibs. cap. i 
reel up to 48" wide; or for All are drilled for jonal 
.. come “e Ry 24” wide each. pa ge abbeglin’'s ide 
er ° 
ist By rollers, $5.00 per set extra. 
f.o.b. Cincinnati 


STYLE A — 2,000 Ibs. cap. for 
py up to 28” wide. Weight 


#. 
PRICE $46.50 
f.0.b. Cincinnati 


@ Special sizes on request. 


tela. a -) 440 okees ot a 











Jack Parker 
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THE COMPLETE LINE 


of Conveyor and Transmission 
BELT FASTENERS 


Earn extra profits from cost 
savings by buying al! your belt 
fastener needs from this one 
reliable source. 


PLATEGRIP 

Fasteners for convey- 
or belts of any width, 
from 4 to 114" thick. 


HINGED PLATEGRIP 
for separable convey- 
or belts of any width, 
from *% to %”" thick. 


STEELGRIP 

Flexible Belt Lacing. 
12 sizes for light con- 
veyor and power 
transmission belts. 


Safety 

Belt Hooks—patent- 
ed binder bars hold 
alignment and protect 
belt ends. 6 sizes. 


WIREGRIP 
Belt Hooks—Patent- 
ed alignment feature £7 


ARMSTRONG-BRAY & CO. 


we ae 4, 








Portabl 
Hat and Coat Racks 


These multi-purpose wardrobe racks go 
wherever needed or store away like folding 
chairs when not in use. They come in 3 ft. 
or 4 ft. lengths, have two hat shelves and 
1 or 2 full length hanger bars for coat 
hangers or coat hooks. ‘(Two sided hooks 
snap over and straddle the bar, see detail). 
Standard units come on glides or casters; 
stand rigidly under a full load. CHECKER- 
ETTES are also available in two sided units 
(double capacity); add-on units for making 
long continuous racks, and matching wall 
mount units. 


Write for Catalog. CT.700 


VOGEL-PETERSON CO. 


Rt. 83 and Madison St. © Elmhurst, Ill. 


Charles R. Spencer 


Gates Rubber Names Spencer 
Field Sales Manager 


Charles R. Spencer was named 
field sales manager of Gates Rubber 
Co. 

Mr. Spencer, who had been man- 
ager of distributor sales since 1957, 
will now be in charge of more than 
200 field representatives. 

Mr. Spencer started with Gates in 
1951 as a part time employee. Later 
he was employed as a researcher in 
materials handling, then research 
and market extension. 

He worked on the “Customer 
Profitability Concept” which _re- 
quired three years of study and re- 
search. He used this study as a 
basis for a talk before the National 
and Southern Associations at Dallas 
last year. 


Heckman Named V-P 


Ralph Heckman was named vice 
president in charge of advertising 
research and planning for Gates 
Rubber. 

The post was especially created for 
Mr. Heckman, a vice president since 
1934. 

Taking Mr. Heckman’s place as 
administrative director of the adver- 
tising department is Robert E. 
Howell, who has served in sales, 
engineering and research in the ten 
years he has been with Gates. 


Warren Tool Representative 

William Rumley, Jr. will repre- 
sent Warren Tool Corp. in Florida, 
Georgia, North Carolina, and South 
Carolina. 





MAKE YOUR OWN 
HERC ALLOY 


™ CHAIN ASSEMBLIES 


Hammerlok 


COUPLING LINK 


@ NO PEENING 
@ NO WELDING 


PLUS HERC-ALLOY 
CHAIN, OBLONG 
MASTER LINKS AND 
SLING HOOKS 

ALL AVAILABLE FROM 
YOUR CM CHAIN 
DISTRIBUTOR 


COLUMBUS McKINNON 


CHAIN CORPORATION 
Tenewonda, New York 
wee NEW YORK © CHICAGO @ CLEVELAND 
LOS ANGELES © SAN FRANCISCO 
h San Franci Los Angel 
Portiand, Salt Lake City and Dixon, III. 
In Canada: McKinnon Columbus Chain 
Limited, St. Cotharines, Ontario 
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4 ae en DOWEL PINS 


. PRECISION BRAND® +s 
IT’S THE | . al ——— by Machinists <> 


NATURAL | MM gM) Scr 
THING TO DO! % dowel pins ore mode from the 


finest steel obtainable for 

this purpose. They are 
hardened and ground to 

+ 0001” and are available 
from Ye" to 1” dia., %” to 6” 
lengths. Supplied in .0002” 
and .001” over basic sizes. 
Albert J. Kayser PRECISION BRAND dowel pins 


MARK | cot cla tonite tot arent 
Detroit Controls Appoints i 
YOUR Kayser To Dallas Territory 


L U M B E R Albert J. Kayser was appointed 


sales engineer in Texas, La. and 
Miss. for Detroit Controls Division 
of American-Standard. 

Mr. Kayser will work closely with 
OEM accounts especially in the 
automotive air conditioning indus 
trv. He succeeds Harold Smith 
who died recently. 


PRECTSIO 


WAREH 





Morse Reassigns Olson, THE TRADE CALLS 


torx 


Frank E. Olson will cover sales D 4 © bra] 


activity in the Baltimore-Virginia 


; , 
area for Morse Twist Drill & Ma- STEEL BLU E 
chine Co., a division of Van Nor- nN ws ae 
man Industries, Mr. Olson _previ- Stor sos GS 
KEM 


Adds Two New Salesmen 


ously served in the Carolinas. 

David L. Topp and Ralph A. = Lee dy: 
Wilkins were also appointed to the Dies aad sre Bu 
Morse Company sales force. yormpintes) 

Mr. Topp has had previous ex- = 
perience as a cutting tool sales engi- 
neer, while Mr. Wilkins was for- 
merly with the Ford Motor Co. 


Reynolds Metals Co. 
To Build Silicon Plant 


Extra strong — Extra durable, American aes . = ~ a Mo telling soft hate with 
Lumber Crayons ore made by Crayon ex- lo handle increasing production ter applying aoe i; metal sur- 
: i for the high- “y: . face ready for layout in a few minutes. 
porta,. . . They ore designed for the high of silicon aluminum allovs for the ‘The dark blue bac background makes the 
est legibility on all types of lumber. Ameri- , . ectibed ti x in es 
can Lumber crayons are available in a foundry industry, Reynolds Metals ts metal glare. Increases effi- 
cntge GF iiasaat qoutes ond ipes, Co. will build a silicon plant at its need ae 
Sold by leading hordware and mill sup- Listerhill Reduction Plant, near 


i verywhere. » ‘ 
oe Sheffield, Alabama. THE DYKEM COMPANY 
: This is the first silicon metal plant 2305A North 11th St. « St. Louis 6, Me. 
th American Crayon company ? 

N man | to be built by Reynolds. 
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A Personal Message 
from 


VINCENT K. 
ALEXANDER 


V.P. and Sales Mgr. 


Manheim Manufacturing 
and Belting Company 


y = men who have attended our 
distributor sales meetings and read 
our bulletins and advertising in in- 
dustrial publications know that we 
play up the fact that Veelos adjust- 
able v-belt reduces machine vibration. 
Here’s an experience from a Veelos 
user that backs-up that fact. 

A year and a half ago we received 
a request from a metalworking 
company for our catalog. The Veelos 
distributor in the territory followed- 
up the request and subsequently sold 
the company a small amount of 
Veelos for a single drive. Several 
months later he received a call from 
the same company. He learned that 
vibration was very critical on two 
grinders and was causing a great 
deal of trouble. Based on their ex- 
perience with the single drive installed 
earlier on another machine, the com- 
pany wanted to install Veelos on 
both grinders. Our distributor sold 
100 feet of oilproof Veelos for this 
job. The main drive on each grinder 
required seven belts, and two 
smaller drives on each machine were 
replaced with Veelos at the same 
time. Once again Veelos practi- 
cally eliminated vibration. 

If you don’t have the full story 
on how Veelos reduces machine 
vibration, drop me a line. I'll be 
glad to show you how you can prove 
it to your customers. 


tne Cbtpari) 


NEW! VEELOS TOOL Z 


Provides a fast, : 

safe way to a”, —= 
couple and un- ea 
couple link v- 

belt. It’s a real door-opener to 
more Veelos sales and also a prof- 
itable item to sell alone. Can be 
used for any link-type v-belt. 
Send for data sheet. 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 


Spring Mfg. Association 
Names Downs Director 


Frederick R. Downs, Jr., sales 
manager of Stanley-Humason, Inc., 
a subsidiary of Stanley Works, was 
elected to the board of directors of 
The Spring Manufacturers Associa- 
tion for a three-year period at their 
annual meeting, held in New York 
City. 

Also in attendance was Larned S. 
Whitney, Jr., vice president and gen- 
eral manager of Stanley-Humason. 


Aeroquip Promotes 
Jones And Emery 


M. Lloyd Jones, Jr., was advanced 
to general manager of Aeroquip’s 
genera! logistics division, and Victor 
Emery was promoted to general 
sales manager of the industrial di- 
vision. 

Mr. Jones was formerly manager 
of distributors’ sales for the indus- 
trial division, and has been associ- 
ated with Aeroquip since 1951. 

Mr. Emery was formerly manager 
of manufacturers’ sales for the in- 
dustrial division. 


Dodge Mfg. Co. Appoints 


Grace To Manhattan Area 


Grace was named 
sales representative, Manhattan 
area of New York City, for Dodge 
Mfg. Co. 

Mr. Grace formerly was a sales- 
man with Morse Chain Co., in the 
New York, New Jersey and 
Connecticut area. 


Thomas P. 


é BA 





Thomas P. Grace 


im 
$f, 
ay 


< 
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FLANGES 


Harrisburg Drop-Forged 
Steel Pipe Flanges are made 
to A.S.A. standards for oil 
companies, ship builders and 
pipe fabricators. They come 
in threaded, butt-welding, 
slip-on welding, Van Stone 
and blind types and are shot- 
blasted and dip-coat finished 
with a rust preventative 
black lacquer. Be sure you 
make it Harrisburg when you 


in Harrisburg 18, Po. 


HARRISBURG STEEL CO. 


Division of HARSCO CORPORATION 


‘ey 
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SANDVIK 


Loromant 
CARBIDE 
TOOLING 


G ves You 


¢ A Complete Line 


Proven Quality & Worldwide 
Prestige 


Competent Field Service Engi- 
neering Support 


Warehouse Inventories In 
Strategic Locations Coast To 
Coast ' 


National Trade Magazine And 
Direct Mail Advertising To 
Your Prospects 


Proven Sales Aids 
Write for the 
complete Coromant 
catalog. 


SANDVIK STEEL, INC. 


J ns Rd. «+ Fair 


Walter J. Eising 


Walter Eising Appointed 
By Chisholm-Moore Division 

Walter J. Eising was appointed 
sales representative by Chisholm- 
Moore Hoist Division of Columbus 
McKinnon Chain Corp. 

Mr. Eising will represent Chis- 
holm-Moore in the northern New 
Jersey and eastern New York State 
areas. 


Faultless Caster Corp. 
Appoints Sales Managers 


F. Gordon Doerr, formerly dis- 
trict sales manager at Indianapolis, 
has transferred to New York. Joe 
Barr will replace Mr. Doerr in the 
Indianapolis area. 

Mr. Doerr, replaces George 
Mettleman who is retiring after 41 
years’ service as eastern district sales 
manager. 

Before joining Faultless Caster, 
Mr. Barr, was a purchasing agent of 
E. I. DuPont de Nemours & Co., 
Charlestown, Ind., and a salesman 
for John Oster Mfg. Co., Milwau- 
kee. 


Tire Cracks Reduced 


A chemical was developed that 
is said to reduce cracks in sidewalls 
and treads of tires, reports, Fleet 
Owner, McGraw-Hill Publication. 
In tests, the chemical demonstrated 
it can increase tread-cracking resis- 
tance of truck tires over four times 
and hold passenger car tire-cracking 
to a point where damage is neg- 





ligible. 
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For Floats, 
Harris is your 
most dependable source 


over a half century, industrial 

wr have used Horris = 
prime source of supply for industr je 
metal floats. As specialists in their 
manufacture, Harris builds floats in 
a wide variety of shapes, sizes and 
of practically any workable metal. pH 
Standard ball floats of copper —_ 
stainless steel in diameters from 
to 12” are carried in stock for prompt 

ipment at all times. 
aus your customers need floats ” 
contact Harris for better quality on 
more dependable service. 

ARTHUR HARRIS & CO. 

208 No. Aberdeen St. 
Chicago 7, Mi. 


Write for 
Harris 
Float Catalog 














“Just between you and me, 
they've got it all over the 
other ones we've tried!” 

While there are other excellent 
brands, experienced operators 
consistently rate Jewel Brand 
Abrasive Belts best for grinding, 
smoothing and polishing. Worth 
trying! Order thru your Indus- 
trial Distributor today. 


AZ 


PUEWEL Ney] 


COATED ABRASIVES 


Belts + Rolls « Sheets * Discs «+ Specialties 








ABRASIVE PRODUCTS, INC. 





South Braintree 85, Massachusetts 





ONLY 
ETTCO 
TAPPERS 


ads like 
this in 
the 
industrial 
magazines 


are 
Joseph M. Evans 


telling 


Lufkin Rule Co. Appoints the Ettco Faster, more 

Sales Representative —— 

sea Si story to Smoother running 
Joseph M. Evans was appointed psi} Longer lasting 

an additional sales representative in your H Suh Ge enti 

the Philadelphia area for Lufkin 


1 Sealed in oil 
Rule Co. customers : J 





Fit any drill press 








Prior to joining the Lufkin Rule 
, ay re . There's a low cost Ettco Tapping Attachment for every small hole . Write 
ni as oe was a machinist nyt EE ge Cepatnn ee Oe OT ces Deter. 
with aA. 


ETTCO TOOL & MACHINE CoO., INC. 
569 Johnson Avenue, Brooklyn 37, N.Y. 
Chicago ¢ Detroit ¢ Los Angeles * Indianapolis *« Hartford 





Annual Sales Conference 








The annual sales conference of : 
the Lufkin Rule Co. was held Dec- 
ember 13-17 at the home offices in 
Saginaw, Michigan. = 
Reportedly the largest sales meet- => MANILA 
ing to-date, it was attended by 74 | 
men representing four sales di- ROPE RACK 
visions, three factories, top execu- a 
tives, advertising and research de- : ATTRACTS ATTENTION 
velopment. Foreign visitors included 
one from Mexico and five from 


Canada. 


This valuable sales aid may be 
obtained for a fraction of its 
manufacturing costs when  ac- 
companied by order for 300 Ibs. 
4 = of Fitler Rope . . . it pays for itself 
SKF Industries Appoints ._ in efficiency. 





Regional Market Analyst 


Steven L. Anderson was ap- FITLER “STABILIZED” 
pointed western region market NYLON and DACRON* ROPE 


analyst by SKF Industries, Inc. “Stabilized” makes the difference. 


In his new capacity, Mr. Ander- FITLER POLYETHYLENE and 
son will be responsible for gather- POLYPROPYLENE ROPES 


ing regional market research infor- eh een: Hatha aiid tect, 

mation and aiding in the analysis 

and development of sales programs ‘ 

at SKF’s western region sales office. The Edwin H. Fitler Co. 
Mr. Anderson joined SKF in EST. 1804 

1959, and served with the central ee eS ennlen eee See 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 
marketing department. * OuPent Petyester er 


Sold by Industrial Distributors everywhere 
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CHicaAaGoe 


MOUNTED WHEELS 


for fast low cost 


For effective deburring and every 
grinding operation, there’s a Chi- 
cago Mounted Wheel or point. Over 
200 special shapes, in all standard 
sizes, many exclusive items... al- 
ways available for out-of-stock de- 
liveries. Carry Chicago Wheels in 
your line .. . and, Specify CHICAGO 
MOUNTED WHEELS every time. 


Guaranteed to stay Positive density 
on mandrel... control for peak 
perfectly balanced. job pe 


etal removal 


eee eevee Su. | Stag Sy wh... 
Unlimited range of 


Chicago Mounted 
Wheels are precision- 
engineered, assuring 
uniformity. Send for 
Trial Chicago Wheels. 


Chicago Mounted 
Wheels are — 
dressed . 

their — 


dimensions, shapes, 
grains, sizes and 
bonds. ID-2 








ONE-SOURCE RESOURCE 
or STAINLESS STEEL 
FASTENERS 


means more 
profit for you 


* Cap Screws 
* Caps, 
Socket Head 
Cotter Pins 
Dowel Pins 
(less paper work!) 
© 7,000 types and sizes 
© immediate delivery, 
. * Set Sockets 
one. Serany Sheet Metal 
® Speedy Service on Screws 
Write, wire, phone NOW for copy of 
Star's new 1960 catalog. 
OCSTAR STAINLESS SCREW CO. 


Hinges 
Machine 
“specials”, Stud Bolts 
TITANIUM Taper Pins 
Game «4: 645: Union Bivd., Paterson 2, NJ. 
Phone: Clifferd 6-2300 


Screws 

Right Off the Shelf® : Wecsu's 
tome Direct N. Y. Phone: Wisconsin 7-6310 
Direct 5-3660 


Nuts 
Wood Screws 
Phila. Phone: WAlnut 
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Crucible Steel Cuts Prices 


Crucible Steel Company of Amer- 
ica cut the base price on all-beta 
titanium alloy billets and plates by 
$1.00 per pound, bars and strip $1.25 
per pound, and sheet and wire $1.50 
per pound. 


John D. Browne 


Fairbanks Assigns Browne 
To Cleveland Territory 


John D. Browne was named sales- 
man in the Cleveland and northern 
Ohio district for Fairbanks Co. 

Mr. Browne will join W. H. 
Peate in this territory. Mr. Browne 
will sell Fairbanks valves and dart 
unions. Mr. Peate, who formerly 
sold the complete line, will now de- 
vote his full time to trucks, casters 
and wheels. 


Welding Show Reaches High 


The American Welding Society 
announced that 85% of available 
space was already sold for it’s an- 
nual welding exposition, to be held 
April 26-28, in the Great Western 
Exhibit Center, Los Angeles. 





Philpott Co. Moves To Larger Quarters 





George M. Philpott Co., almost tripled it’s usable floor and yard space when it moved 
into a new 12,000 sq. ft. building near Bayshore Freeway in South San Francisco. 


Previously the offices, shops and storage facilities were housed separately. 


The new 


facility also has a 12,000 sq. ft. yard and parking area. 








New... Revolutionary 


BLIND FASTENER 
with THREADS 


JACK 


The ONLY Blind Fastener 
Which Grips ANY Material 
From 0” to 3/16” Thick 


MOLLY JACK NUT IS EASY TO INSTALL 


=| -&| -&| 


jack Mut Run in screw to Jack Mut now is 
hole. Needs collapse spider installed and 
\” expan- anchor backing reagy to receive 
space. by exerting pull attachment 
on threads. screw. 
SOLD BY WHOLESALE ManDwans, ELECTRICAL 
WHOLESALE (MOLLY i suPPiY 


=, MOLLY CORP. 


203Y WN. Sth St, Reading, Pa. 

















cold aelelete, 
PIPE NIPPLES 


Pressure Tube Nipples 


A.S.T.M. A-83 and A-106 
FROM STOCK: 
Ye” to 12” Standord ond Extra 
ee Weights, Block Grade 


ve tolY2"”Double Extra Strong 
Weight, Black, Grade “A.” 
TO ORDER: 
Grode*B” Galvanized, Cold 
Orawn in Larger Sizes. 
® Avoid errors. Nipples are 
marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


Fttsburgh xx NIPPLE WORKS, Inc 


TTSBUE 





Deming Company 
Names Four To Sales Force 


The Deming Company §an- 
nounced the appointment of Frank 
J. Canale, Paul D. Hill, Jr., Robert 
J. Milliken and Grant B. Roman to 
its sales force. 

Mr. Canale will travel Louisiana, 
southern Mississippi, Alabama and 
western Florida. 

Mr. Hill will be located in Syra- 
cuse, New York, and will travel New 
York State and western Vermont. 

Mr. Milliken comes from Seattle, 
Washington, where he will make 
his headquarters. He will travel 
Washington, Oregon, Idaho and 
Wyoming. 

Mr. Roman will call on distribu- 
tors in western Arkansas, Oklahoma, 
and the Texas Panhandle. His head- 
quarters will be in Oklahoma City. 


Carborundum Company 
Names Vice President 


John F. Claydon, general man- 
ager of the Coated Abrasives divi- 
sion of The Carborundum Co., was 
elected vice president of the com- 
pany. 

Mr. Claydon joined Carborun- 
dum in 1935 as an experimental en- 
gineer, became an industrial sales- 
man and then manager of the De- 
troit sales district. In 1954 he was 
promoted to sales manager and in 
1957 was named general sales man- 
ager. 


AEC Proposes To Amend 
Babcock & Wilcox License 


The Atomic Energy Commission 
gave notice that it proposes to 
amend a reactor license held by the 
Babcock & Wilcox Co. which will 
authorize installation by the com- 
pany of a new core in its Lynchburg, 
Va. Pool Reactor for conduct at 
low power, of experiments related to 
the proposed Lynchburg Test Re- 
actor. 

The company plans to install the 
new core and to operate the facility 
as a critical assembly at a power 
level not to exceed 1,000 watts. 
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YOU CAN GET 


FAST DELIVERY 


ON SPROUT-WALDRON 


BELT SAVER 
PULLEYS 

















With maintenance costs at an 
all-time high, it will pay you to 
add the famous Belt Saver Pulleys 
to your line. Revised Production 
scheduling at the plant has 
streamlined deliveries and made 
fast shipments possible. 

Industry is sold on Belt Savers. 
The exclusive cone and wing 
design prevents crushing of the 
material between the face of the 
pulley and the bottom of the 
side of the belt. Sharp lumps and 
abrasive materials slide away 
frem the pulley, adding years of 
service life to the belt. Belt life 
is increased 50% to 500%. 

Crushed stone, sand, asbestos, 
soda, limestone, cupola slag, salt, 
fertilizer, concrete, gravel, or any 
abrasive or difficult to handle 
material can be conveyed better 
by Belt Savers. 

Belt Savers as well as the 
standard line of Sprout-Waldron 
cast iron pulleys mean a steady 
stream of satisfied customers. For 
the facts, write for Bulletin 33 
today. 


SPROUT-WALDRON 
Manufacturing Exginters 
S Since B66 
MUNCY 


PENNSYLVANIA 
Bs/101 











227 





The COUNT must be accurate 
VISIBILITY is very IMPORTANT 
LONG LIFE is a requirement 
DEPENDABILITY is demanded 
DUST and MOISTURE condi- 
tions prevail 

YOUR NEEDS are for MANY 
COST per unit must be LOW 


® Developed particularly for de- 
sign engineers to incorporate in 
business machines, duplicators, 
card sorting equipment, hay balers, 
light press machines and similar 
equipment. 

Send for Bulletin 


DURANT MANUFACTURING COMPANY 


1901 N. Buffum St. 92 Thurbers Ave. 
Milwaukee 1, Wis. Providence 5, R. |. 


Representatives in Principal Cities 


vic pomtumteaaty ital 2 TERS 
; Count Everything 





Elwood H. Gibson 


Millers Falls Co. 
Transfers Elwood H. Gibson 


Elwood H. Gibson, sales repre- 
sentative for Millers Falls Co., was 
transferred to the territory of 
Toledo, Ohio and the state of 
Michigan with exception of the 
Upper Peninsula. 

Prior to joining Millers Falls, 
Mr. Gibson was associated with the 
Gibson Hardware Co. He will now 
work under C. J. Wandt of the 
Cleveland district sales office. 


R-P&C Valve Division 
Names Sales Manager 


Frederick M. Jackson was ap- 
pointed sales manager of the R-P&C 
Valve Division, American Chain & 
Cable Co (ACCO). 

Prior to joining ACCO, Mr. Jack- 
son was vice president in charge of 
sales for the Walworth Co. having 
been associated there since 1926. 


Frederick M. Jackson 
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“That's right, son... 1 
wouldn't change for all 
the tea in China!” 


Loyalty is a common trait among 
Jewel Brand Abrasive Belt users. 
Once you've tried them, it’s easy 
to see why. Job after job, year 
after year, they never let you 
down. Try ‘em and see! 


PJEWE = 


COATED ABRASIVES 


Belts + Rolls « Sheets * Discs + Specialties 








ABRASIVE PRODUCTS, INC. 


South Braintree 85, Massachusetts 





Now 
No. 1, 10 TON 


POWER PRESS 


has been added to 
the PRESS-RITE 2 Ton 
ond 5 Ton models 
to give you a com- 
plete line with more 
sales opportunities. 


Features include PRESS- 
RITE high tensile semi- 
steel frame, 4 point 
engagement clutch, auvto- 
matic broke, positive 
single stroke mechanism, 
adjustable ram way gibs 
with replaceable bronze 
wear strips, steel bolster 
plate and others. Addi- 
tional shut heights and 
longer strokes available, 


extra, 


Write TODAY for details, prices, liberal discounts 
on PRESS-RITE “Junior Line’ O.B.1. Power Presses. 
PRESS-RITE DiV. 

Mix fo. Co. 


St. Pavl 14G, Minn. 


Ss. sles Service 


2361 University Ave. 





Louis J. Limone 


S. W. Card Division 
Promotes Limone 

Louis J. Limone was promoted 
to district sales supervisor, New 
York City District, for S. W. Card 
Division of Union Twist Drill Co. 

Mr. Limone was a Card factory 
representative in Massachussets 
and Philadelphia areas. 


Pasco Depot Leased 

Portland Wire & Steel Ware- 
house, Inc. leased a 16,000 sq. ft. 
building with 60,000 feet of yard 
space in the former Pasco Army En- 
gineer Depot, Washington, for dis- 
tribution facilities to serve the Co 
lumbia basin area. 


Dayton Rogers Has New Plant 

Dayton Rogers Corp. has a new 
subsidiary plant in Brookfield, Conn. 
The primary activity is metal stamp- 
ings in small lots. 





Manufacturers’ 
APPOINTMENTS 





John L. Shortly, was appointed 
manager of the patent department 
of Hewitt-Robins, Inc. A. D. Lums- 
den was appointed manager of op- 
erations of the Wire Products De- 
partment, in King-of-Prussia, Pa. 
R. S. Hartman was promoted to 
manager, of planning and inventory 
control, by Keasbey & Mattison 
Company. 

John M. Fox was named director of 





ALLIS-CHALMERS TAKES 
A LACING - TO IMPROVE 
PRODUCT eect ented 


s ae 3 




















Selects CLIPPER Hooks and Lacers 
for durability, easy installation, and 
smooth operation on small rollers 


Allis-Chalmers Manufacturing Company of Mil- 

waukee, one of the nation’s leading manufac- 

turers of farm machinery and equipment receives THIS AD IS 
multiple benefits and improvement in product ‘ 

quality by their application of Clipper hooks and WORKING 
lacers on Forage Blower and Harvester feed table FOR YOU IN 
aprons and draper type pick-up belts. 


They find in the Forage Harvester and Blower 
that Clipper lacing makes possible use of pro- 
tective shields against the draper. On all appli- 
cations drapers are easier to install, run more 
smoothly on small rolls and are more durable. 
The material laced is two-ply rubberized material 
from 15¥2 to 35% inches wide and from .f * to 
.090 inches thick. 


For more information— Detailed prociue’ iiformation and 
case history examples of Clipper machins-\ac.ng benefits are 
contained in Bulletin No. 157. Send for your free copy today. 


Ask your Industrial Distributor for Clipper Products 


BELT LACER 
COMPANY 





992 Front Ave., N. W., Grand Rapids 2, Michigan 
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FOR LOW COST 


WRITE GRINDERS « BUFFERS 
FOR FULL MAKE YOUR MOVE TO 


INFORMATION 


TODAY 

ON THE 

NATION'S 

PROFIT 

LINE! 

A FEW 

CHOICE | 
DISTRIBUTOR oe Cae 


CFM Capacity - Mist Master 


AREAS 235 to 1025 Mist Collector 


Boll Bearing Speed Lothes 
H.D. Wet and Ory 
STIL L Drill ee mam Write for Catalog Teday Chuck and Collect Types 


The Cincinnati Electrical Tool Co. G, (N NATI 


312 MT. HOPE AVE, « CINCINNATI 4, OHIO 














GER All- Purpose 
TOOLS 


Adjust to required 
height and correct 
backrest posture 


Adjustable seat and backrest 
enable employes to position 
seating to their own individual 
requirements — provide the 
seating comfort necessary for 
| Aen benchwork efficiency. 
trongly constructed of elec- 
tronically seam-welded steel 
tubing, firmly braced for solid 
rigidity. Self-leveling feet as- 
sure full floor contact. Large die- 
formed seat has recessed Ma- 
sonite panel for added comfort. 


tubular stee! legs. 
© Heavy-Gauge 
tubular ring cross 
brace. 
© 14” Steel seat — 
FIVE MODELS —tochoose ff | recessed Masonite 
from with and without adjustable 7 panel. 
features. Write for descriptive 4 y © Fully curled safety 
folder and prices. 4 aie seat edge. 


=? 
= 


METAL PRODUCTS + GREEN BAY + WISCONSIN 
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manufacturing of the Black & 
Decker Co. Thomas M. Griffith was 
named director of quality control. 
John L. Bennett was promoted to 
product development manager. Rob- 
ert H. Riley, Jr..was named technical 
services manager in the engineering 
department, and Samuel H. Kohler 
was appointed product development 
supervisor in the engineering depart 
ment. William S. Brucker was ap- 
pointed engineering manager of the 
Master Power Corp. subsidiary of 
Black & Becker. 

J. F. Meifert and O. L. Allanson 
were promoted to factory manager 
for Ohio Brass Co. 


J. F. Meifert 0. L. Allanson 


Wilder E. Perkins was appointed 
factory manager of the Manhattan 
Rubber Division of Raybestos-Man- 
hattan. 

Robert S. Bollin was named chief 
engineer of Toledo Pipe Threading 
Machine Company. 

Edward W. Wenrich, Eugene A. 
Lewicki, and Charles D. Scott were 
promoted to office management 
posts by Rockwell Mfg. Co. 
Charles F. Feiser was named man- 
ager of field research and develop- 
ment for Campbell Chain Com- 
pany. 

John W. Hawley was named man- 
ager, product development depart- 
ment for Chemtrol. 

Glenn Carnine was promoted to the 
position of chief control chemist for 
Becco Chemical Division, Food 
Machinery and Chemical Corp. 
John E. Ripple was appointed super- 
intendent of the Blooming Mill and 
Plate Mill for Alan Wood Steel Co. 
Kenworthy J. Thompson was named 
works manager of Chain Belt Co. 
plants in Milwaukee county. 

Ted J. Carrell was appointed engi- 
neering manager of Parker Seal Co. 
Allen E. Apple is the new industrial 





relations director of Faultless Caster WOODINGS-VERONA 


Corp. 


Elmer J. Goetz was appointed office T oO oO LS 


manager of Thor Power Tool Co.'s 


Los Angeles customer sales and serv- salable items—widely used 


ice branch. 





NEW LINES 
taken on by 
distributors 








Atrax Co. appointed two distrib- 
utors: 
© Engineered Sales Co. 

Summit, New Jersey 
¢ Tri-Seco, Inc. 
Mt. Vernon, N. Y. 

Upton Bradeen & James Ltd., 
Toronto, Ontario, Canada, has 
been named exclusive Canadian 
sales representative for National 
Electric Welding Machines Co. 

Canmark Services, Ltd., Toronto, 
Ontario, Canada, was named na — 
tional distributor for motors and MATTOCKS j§ 
control in Canada by Allis Chalm- BR ek: ta a a 
mers Mfg. Co. > ie 

Gilbert-Tucker Associates, New 
York City, was appointed repre 
sentative for Products For In 
dustry, Inc. in the New York 
area. 

Minnesota Bearing Co., Minneap 
olis, has been appointed author 
ized distributor for Truarc Re 
taining Rings Division of Waldes 
Kohinoor, Inc. in the states of 
Minnesota, and North and South 
Dakota. 

Dagwell-Dixie Co., Oklahoma City, 
was named distributor for Parker 
Hannifin in the Oklahoma area. 

McConvry-Mudge Ltd., Toronto, 
Ontario, Canada, was named ex 
clusive distributors in the Domin- 


iain 


Sioa dal Cinaniaiie: tong Chtalaes: Rae Woodings-Verona tools in- other items that are in steady 
Radio Elec - Supply C ; CG i clude, in addition to the above, demand by industrial and rail- 
adio Electronic Supply Co., Granc sledges, adzes, hammers, chisels, road buyers. Highest quality— 
Rapids, Michigan, and its subsid- wrenches, mauls, punches and __ well designed and made. 
iary Rissi Electronic Supply Co., 
Detroit, were appointed distrib- 


utors by the Semiconductor Divi- WOODINGS-VERONA TOOL WORKS 


sion of Hoffman Electronics 
Corp. VERONA, PENNSYLVANIA 


Automatic Steam Sales Co., Chi- rea eee nO OO ee 
cago, was named sales representa- 
tive for Atlas Valve Co. 

Allmetal Screw & Supply Co., Inc., 


Dallas, was appointed full line cove are come of a mace Wit wat. Wendie: Verone Yosks 
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Now Your Most Complete 
Reference For 
Threaded & Headed Products! 


NEW 
1960 EDITION 


Y thas 


SCREW & SPECIALTY CO., INC. 


ATLAS 


SCREW & SPECIALTY CO., 


METAL FASTENERS 


CATALOG 


For more than 25 years Atlas 
Screw & Specialty Co., Inc. has 
been synonymous with quality 
and service. In keeping with our 
desire to serve you best, we 
have just completed printing our 
newest catalog. The list prices 
published therein are up to date 
and reflect the most current 
changes. 


yours... FREE! 


fice 
r New York of 
eae your copy ° 
catalog 59D 


Our Factories And Warehouses 


Are Centrally Located To Guarantee You, 


Fast And Efficient Service. 


ATLAS 


SCREW & SPECIALTY C9., INC, 


450 Broome St. 396 Jellif St. 
N.Y. 13, N.Y. Newark, N.J. 


3661 N.W. 48 St. 250 Mill St. 
Miami, Florida Waterbury, Conn, 
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stocking industrial distributor for 
the Atkins Saw line. 

Alvey-Hale Co., Dearborn, Mich., 
was named a representative for 
Solar Aircraft Co. 

Denton & Anderson, Chicago was 
named sales-service representative 
in Northern Illinois and North- 
ern Indiana, for Induction heating 


Corp. 





DATESto 
REMEMBER 





Jan. 31-Feb. 2—National Association 
of Purchasing Agents, Public Util- 
ity Buyers Group, Mid-Winter 
Meeting, Atlanta Biltmore Hotel, 
Atlanta, Ga. 

Jan. 31-Feb. 5—American Institute 
of Electrical Engineers, Winter 
Meeting, New York City. 


Feb. 14—Instrument Society of 
America, Ist ISA  Instrument- 
Automation Conference and Ex- 
hibit of 1960, Houston, Texas. 


Feb. 1-4—American Society of Heat- 
ing, Refrigerating and Air-Condi- 
tioning Engineers, semi-annual 
meeting and second Southwest 
Heating and Air-Conditioning Ex- 
position, Baker Hotel, Dallas. 

Feb. 1-5—American Society for Test- 
ing Materials, Committee Week, 
Hotel Sherman, Chicago, III. 

Feb. 24—Society of the Plastics In- 
dustry, Reinforced Plastics Div. 
Conference and Exhibit, Houston 
Coliseum, Houston, Texas. 


Feb. 34—Armour Research Founda- 
tion and American Welding So- 
ciety, Annual Midwest Welding 
Conference, Illinois Tech Chem- 
istry Bldg., Chicago, Iilinois. 

Feb. 4—American Society of Tool 
Engineers, Detroit, Michigan 
Seminar, Automation and Your 


Production Program, Sheraton- 
Cadillac Hotel. 

Feb. 4-6—American Society for Met- 
als, Golden Gate Metals Con- 
ference, Fairmont Hotel, San 
Francisco. 

Feb, 7-8—Area 6 (Oregon, Wasliing- 
ton, California) of the National 
Industrial Distributors Associa- 





“Once a customer tries 


Plastic Steel: 
= 


you have 
a friend 


for life’ 


according to George Haley 
Industrial Salesman for 


J. E. Haseltine & Co. 
Portland, Oregon 


When faced with a frantic plea of “What 
can I do now”, from one of his customers, 
George Haley says, “My reply very often 
is, use Plastic Steel.” 


“Plastic Steel is a must in almost every 
maintenance shop on which I call,” 3 
continues, “and its application for pro- 
duction is extremely wide and grows wider 
every month.” Frankly, no other product, 
either plastic or metal, does the job as 
well as Plastic Steel. I wonder sometimes, 
how we along in industry before the 
advent of Plastic Steel.” 


Summing up his experience, George Haley 
expresses it this way, 
“Plastic Steel initially is a sure-fire door 


opener, and once a customer tries it, you 
have a friend for life.” 


You can make friends for your company 
and yourself by making CERTAIN that 
every one of your customers knows about 
the literally thousand of uses for Plastic 
Steel in all types of plants. Are you getting 
your share of sales in your territory? 


THESE FEATURES HELP YOU SELL 
@ As easy to use as msdeling clay 
@ Hardens in two hours — even under water 


0S SEM 28, GE, GeTE, H. & 
itself or each 


o umes t unt cits, ttt, dah @ 
chemicals 


@ Won't shrink, expand or corrode 

@ Can be machined wits regular metalworking tools 

@ Makes 4 precision form of the original without 
shrinkage or distortion 

@ Available in 1 tb. 4 tb., and 25 Ib., packages 

New uses for PLASTIC STEEL are being 

found every day in factories, foundries, 

toolrooms, pattern shops, schools, labora- 


tories, etc.— uses that mean continuous 
repeat sales and profits for you. 


Other DEVCON Products for Industry 
DEVCON C — Heat Resistant 
DEVCON F — Aluminum Putty 
DEVCON WR — Wear Resistant 
PLASTIC STEEL Emergency Repair Kit 


Write for advance information on a new 
product to be announced soon. 


DEVCON CORPORATION 





tion, San Francisco. 

Feb. 10-13—International Automo- 
tive Service Industries Show, New 
York Coliseum, New York City. 

Feb. 14-18—American Institute of 
Mining, Metallurgical & Petro- 
leum Engineers, Annual Meeting, 
Statler and McAlpin Hotels, New 
York, N.Y. 

Feb. 17-19—American Public Power 
Association, Engineering & Oper- 
ations Workshop. 

Feb. 18-29—National Society of 
Professional Engineers, Winter 
Meeting, Broadway Hotel, Wich- 
ita, Kansas. 

Feb. 24-26—American 
Tool Engineers, St. Mis- 
souri Seminar, Cost Reductions 
Through Plastic Tooling, Chase 
Park Plaza Hotel. 

Feb. 29-Mar. 1—Pacific Coast Elec- 
tric Association, Business Devel- 
opment Meeting, Hotel Lafayette, 
Long Beach, Calif. 

Mar. 1—Hoist Manufacturers Asso- 
ciation, Annual Meeting, Shera- 
ton-Cleveland Hotel, Cleveland, 
Ohio. 

Mar. 1-2—American Society of Tool 
Engineers, Los Angeles, Calif. 
Seminar, Optical Tooling Meth- 
ods in Manufacturing, Ambas- 
sador Hotel. 

Mar. 3-4—ASTE, Los Angeles, Calif. 
Seminar, Metal Forming Methods 
for Tomorroy’s Manufacturing, 
Ambassador Hotel. 

Mar. 69—5th National Electrical 
Industries Show, of the American 
Electrical Industries Expositions, 
Inc., New York Coliseum. 

Mar. 8—Electric Overhead Crane In- 
stitute, The Drake, Chicago, Illi 
nois. 

Mar. 89—ASTE, 
Seminar, 


Society of 
Louis, 


San Francisco 

Some Problems of Ma 
chining Space Age Metals, Shera- 
ton-Palace Hotel. 

Mar. 23-24—ASTE, Hartford, Con- 
necticut Seminar, Metal Forming 
Methods for Tomorrow's Manu- 
facturing, Bond Hotel. 

Mar. 23-26—Tenth Biennial Elec- 
trical Industry Show and the 
Lighting Exposition Conference, 
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REDUCER... 


Gives you new concepts in 
practicability, flexibility and availability 


PRACTICABILITY: 


The “C" Faced Speed Reducer features an independent, hollow 
shaft, gear reduction unit used with a standard separate N.E.M.A. 
“C" Face Mounting Motor. 

Here’s real practicability—the original motor can be replaced re- 
gardiess of reason; whether motor failure or to replace with a 
motor having different specifications in voltage, torque, etc., with- 
out disturbing gear unit or removing unit from the installation. 


LEXIBILITY: 


Janette N.E.M.A. “C"” Faced Reducers may be supplied with a 
Janette motor or without a motor. 

This means you always have the motor of your choice. 

Motor H. P. rating from 4% to 5 H. P. and Gear Ratios from 4 to 1 
up to 90 to 1 in standard models. A.G.M.A. Class II and Class II! 
gears also available. 


VAILABILITY : 


“C" Reducers are supplied from a nationwide distributor and serv- 
ice organization—105 distributors, 87 service stations, and Janette's 
32 warehouses. This nationwide distribution means prompt effi- 
cient service to all gear-motor users regardless of where they are 
located. 


Janette N.E.M.A. “C" Faced Speed Reducers are guaranteed by the Janette 
Electric Mfg. Co., designers and manufacturers of Speed Reducers and 
Gear-Motors for 50 Years. 


Get the complete story. Cail your Janette Distributor, Salesman, or 
write for Bulletin No. 5-250. 


GEAR MOTORS 
MOTORS 
SPEED REDUCERS 


Hit} ii! 
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SOCKET SCREW PRODUCTS 
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Cincinnati 2, Ohio 


DEALERS WANTED 


1827 Reading Road 





sponsored by The Electrical Main- 
tenance Engineers Association of 
Southern California. 


Mar. 24-26—American Brush Manu- 
facturers Association, Annual 
Meeting, Boca Raton Club, Boca 
Raton, Florida 

Mar. 28-30—MHI, ALTAPEM, 
ITA, and Monorail, Spring Meet- 
ings, Pittsburgh-Hilton Hotel, 
Pittsburgh. 

Mar. 29—The Material Handling In- 
stitute, Spring Meeting, Pitts- 
burgh-Hilton Hotel, Pittsburgh, 
Pa. 

May 23-25—Triple Industrial Supply 
Convention, Conrad Hilton Ho- 
tel, Chicago. 

Nov. 20-21—Central States Indus- 
trial Distributors Association, 28th 
Annual Convention, Edgewater 
Beach Hotel, Chicago. 





OBITUARIES 





Hyman Y. Kessler, 
Hamilton Industrial Supply 


Hyman Y. Kessler, 49, owner of 
Hamilton Industrial Supply, Hamil- 
ton, Ontario, Canada, died Decem- 
ber 19. 

Mr. Kessler came to Hamilton in 
1939, and was prominent in local 
circles. 

He is survived by his wife and two 
sons. 


Harold A. Lockhart, 
Bell & Gossett Co. 


Harold A. Lockhart, 53, vice 
president in charge of engineering 
and chief engineer for Bell & Gos- 
sett Co., died recently. 

Mr. Lockhart joined Bell & Gos- 
sett in 1934 as chief engineer and 
was elected vice president in charge 
of engineering in 1954. He was also 
a member of the board of directors. 

Born in Nashville, Tenn., Mr. 
Lockhart started working for the In- 
sulite Co., in 1929, and later he 
became a design engineer and pro- 
duction manager for Scott Stoker 
Co., both in St. Paul, Minnesota. 

Mr. Lockhart was a director of the 
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WANTED 


LOCAL DEALERS 
in ultrasonic 
cleaning equipment 
and chemicals 


My name is Paul M. Piatzman, 

| pioneered the ultrasonic industry. 

Two well known ultrasonic companies 

were founded by me. Now, my new 

organization, Ultrasonic Industries, 
Inc. is mass producing and seiling ultrasonic 
equipment. Ultrasonic cleaners are now within 
the range of everybody's budget. My products 
stand out because of their unbelievably low 
money-back-guaranteed prices, free. five year 
service contract, and consistent trouble-free 
performance under the most grueling condi- 
tions. This is possible because my generators 
and transducers incorporate the latest advances 
in ultrasonic technology. 


SELL 
THE 
FABULOUS NEW 


Ye gal. capacity 


SON TEGRATOR 


ULTRASONIC CLEANER 


THE LOWEST PRICED UNITS EVER SOLD 
A complete line ranging from ¥% gal. to 75 gal. 
and eo cleaning tanks. Get in on the ground 
floor of this nationally advertised, fast-moving 
highly profitable line of ultrasonic cleaners. 
Available in 6 beautiful decorator colors to match 
office, lab and plant decor. 

FREE 5 YEAR SERVICE CONTRACT 

THIS IS A TERRIFIC DEAL 


Generous discounts, advertising allowances 


Protected territories throughout the U.S. and 
abroad. Unlimited sales potential in the follow- 
ing fields: Electronic, Optical, Glass, ay 
Oil, Paper, Dental, Chemical, Plastic, Drug, 
Rubber, Wood, Geological, Agronomical, Metal- 
lurgical, Anthropological, Paleontological, 
Petrochemical, Beverage, Confectionery, Labora- 
tories, Photographic, Paint, Pharmaceutical, 
Metal Working, Metal Finishing, Die-Casting, 
Foundry, Plating, Metal Treating, Automotive, 
Aircraft, Horological, Jewelry, Medical, Marine, 
Mining, Utilities. 


FOR FURTHER INFORMATION: 
Contact Mr. Herbert Frankel, 


DEPT. 9-1D-2 Vice President, Sales 


@ 


141 Albertson Ave., Albertson, W. Y. © Pioneer 1-4333 


ultrasonic 


imndustries 





American Society of Heating, Re- 
frigeration and Air Conditioning 
Engineers, and was a member of the 
American Society of Mechanical 
Engineers and two fraternities, 
Theta Tau and Pi Tau Sigma. 

He is survived by his wife and a 
daughter Elizabeth. 


Lee Sumrall, 
American Supply Co. 


Lee Sumrall, 66, co-founder and 
vice president of American Supply 
Co., died recently. 

Mr. Sumrall began his career in 
the wholesale business with Weak’s 
Supply Co., Ltd. Monroe, La., 
where he met John Swanson. To 
gether they founded 
Supply Co. 

Mr. Sumrall was bom in Mis 
sisippi in 1893. During the 1930's 
he was with the Southern Hardware 
Co., and later with C. T 
Co. 

Mr. Sumrall attended the Agricul- 
tural and Mechanical college at 
Ellisville, Louisiana, is a lay leader of 
the Baptist church of Ellisville and 
a past president of the Ellisville 
Lions Club. 

He is survived by his wife Mary, 
and two children, J. T. Sumrall, and 
Mrs. Ed Endom. 


American 


. Patterson 


Donald A. Kranz, 
Kranz Equipment Co. 


Donald A Kranz, 61, president 
and treasurer of Kranz Equipment 
Co., Dayton, died December 17. 

Mr. Kranz, who founded Kranz 
Equipment Co., about fifteen years 
ago, had previously been with Dills 
Supply Co and Klinger-Dills Co. He 
is survived by his wife Helen, and 
three brothers. 


Joseph E. Kewley, 
General Electric Co. 


Joseph E. Kewley, 76, a former 
General Electric Co. vice president, 
and general manager of the Lamp 
Division, died January 4. 

In 1920, Mr Kewley was made 
assistant general manager at Nela 
Park. Five years later he was ad- 
vanced to general sales manager of 





AIR COMPRESSORS 


JET 


HAM PION 


PNEUMATIC MACHINERY CO. 
Princeton, Ulinois 


RIG WASHERS 


: RANGE OF USES for air and 
water under pressure is increasing 
year by year. Assure yourself your 
share of this industrial growth by 
being a Champion distributor. 

Champion manufactures two lines 
of air compressors; Champion, from 
4 to 20 hp., single and two stage, 
many of which are equipped with the 
exclusive Oil Monitor which pre- 
vents cycling without enough oil in 
the crankcase, and Challenger, a fine 
compressor made to a price. 

Hi-Pressure Jet Rig Washers de- 

liver up to 50 gpm. at 500 psi. 

They are widely used in canner- 

ies and food processing plants, 

and in oil extractive and automo- 
tive industries. 

Below is a list of Champion rep- 
resentatives. There is one near you. 
Ask him about the advantages of 
being a Champion Distributor! 


Champion Representatives at our Distributors’ service: 


Me., MN. H., Vt., Mass., R. 1. ind., 


W. Tenn. 
Paul D. 


Stubblefield, 
2250 Alameda, Memphis 


Ed Haltman, 
1833 Indiana Hill Road, B’ham 9 


Cat.Tenn., W.Ky., Ark. 
w. A. Todd, 514 Court St... 


Jackson 5, Miss.; 


Tracy 6459 N. Sheridan, 
Chicago 26; AM 2-4474 


P. R. Girard & Son, 
327 S. LaSalle, Chgo.; HA 7-2718 


A.W. Fager, 221 N. Chestnut, 
Princeton, Il!.; tel. 2-0581 


Lippincott, P. 0. Se. tl., E. Me. 
Decatur; DR 3-5897 


.» S. Ga. 
1. C. Dimmick, 2148—8th. SW, 
Largo, Fla.; JU 4-1149 


Ohio, N. E. Ky. 
C. E. Weaver, R. R. 
Hamilton, 0.; RE ©5681 


Clevel’d, Akron, Y’town, Canton lowa 
Emil Pawuk, 7923 Dalebrook, Ww. E. 
, 0.; LA 4-6229 


Wis., Upper Mi 
R. E. 


Box 108, 


Lower Michigan 
Milt T. Obee, 860 Arlington Bivd., 
Ann Arbor: WE 3-4801 


George W. Gille & Sons, 
16 N. East, Ind’polis; ME 4-9044 


George M. Gille, 7116 Oakland, 
St. Louis 17; Mi 7-1960 


jichigan 

3813 N. 35th, 
Milwaukee 16; HI 4-1000 
Minn., N. W. Wis., N. D F. A. Koester 


, S. D. 
E. Andersen, 2520 Nicollet, 
M’apolis 4; TA 5- 6802 


Walker, 544 
Des Moines; AT 8-7744 


P. H. Peterson, 5718 Fontenelle, 
Omaha 11; Prospect 0244 


Kansas, W. Ife. 
Charles L. Sparks, 4718 W. 65th, 
Mission, Kansas; HE 2-1464 


L. T. Solomon, 2914 S. 74th E., 

Tulsa 14; TE 5-4208 

AvG” Supa, 113 Payne 

Dalle 7 Rt 2.3128 f 
gy 4507 Silverwood, 

ame 5 5; JA 8-0601 

FL 3-3665 Lubbock; SW 9-0930 

Mountain Stn, NW New Mex., 

NE Nev., 


E. P. Mite, 1306 E. 17th Ave., 
Denver 18; 5-8054 


La., Miss. 


Ariz. 
» S. Wis. Earl Boland, 316 E. Van Buren, 


Phoenix; AL 8-0406 


Wash., N. Ida. 
W. J. Pratto, 926—12th Ave., 
Seattle; EA 2-6655 


Ore. 

Pratto Sales Co., 423 NW Bdwy., 
Portland 9; CA 8-9701 

Calif., W. New. 

(Dawn Associates) 
3263 Independence, S. Gate, Cal. 
LO 7-1451 


Area 
Geo. Hewitt, 5818 E. Van Buren, 
Oakland 8; LO 8-3542 


i 1000 E. Mermaid. 
Phila. 18, Pa.; CH 7-3577 


4 SW 20th, 


Warehouse stock is located at strategic points in the Continental U. S. 
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TREPEAT | 


| REPEAT 
| REPEAT 


BUSINESS COMES YOUR WAY... 
i when you handle the Desmond 
line, backed by selling ads like 
: this in a dozen trade papers. 
336,000 circulation . . . to your 
prospects and customers. 
ee ee 


RAISE 
GRINDING 
PRODUCTION 


FOR $2.70 


A typical Desmond Huntington 
grinding wheel dresser costs 
about $2.70 from your distributor, 
yet it substantially increases 
grinding production, makes 
wheels cut better, and lowers 
grinding costs. By dressing all 
your grinding wheels regularly 
you remove inefficient dull par- 
ticles and loaded metal, expose 
a fresh new grinding surface. Your 
Desmond distributor can furnish 
the exact model you require. Ask 
his advice. 


The only complete line of 
grinding wheel dressers and cutters 





The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 


the former National Lamp Works. 
In 1931, he was made general man- 
ager of the new Incandescent Lamp 
Department, now known as the 
Lamp Division. He was appointed 
vice president in 1934. 

Since his retirement in 1945, Mr. 
Kewley and his wife, Florence, had 
been dividing their time beween 
Cleveland and Florida. 

In addition to his wife, Mr. Kew- 
ley is survived by three children: 
Mrs. Henry F. Donahower, Thomas 
H. Kewley, Norman E. Kewley; a 
sister, Miss Jessie Kewley, and a 
brother James Kewley, and nine 
grandchildren. 


Harry Cohen, 
Standard Machinery 


Harry Cohen, vice president of 
Standard Machinery and Supply 
Co., Boston, died January 1. 

Born in East Boston, Mr. Cohen 
lived in Winthrop for 30 years. He 
was a member of the Chelsea Elks, 
East Boston Ionas and the old Fit- 
ton Athletic Club. 

Mr. Cohen leaves four sisters. 
Mrs. Ida Webber, Mrs. Gertrude 
Cohen, Mrs. Sally Schwartz, Mrs. 
Ethel Wallace, and one _ brother 
Benjamin Cohen. 


Hugh MeNeil Stone, 
Peden Iron & Steel Co. 


Hugh McNeil Stone, 73, former 
vice president of the Peden Iron & 
Steel Co., Houston, and a retired 
branch manager of the Gustin-Bacon 
Mfg. Co. died January 2. 

Mr. Stone was born in Easonville, 
Ala.. and moved to Houston in 1914. 

He is survived by two daughters, 
Mrs. John McCallough and Mrs. 
David Walsh; three sisters, Mrs. 
Annie Patillo, Mrs. T. K. Roberts, 
and Miss Margaret Stone and seven 
grandchildren. 


Ludwig C. Boos, 
United States Rubber Co. 


Ludwig Charles Boos, 56, vice 
president of U. S. Rubber Co., and 
general manager of its international 
division, died December 7. 

Mr. Boos began his career in the 
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“I'm disappointed in you . . . 
you promised you'd give them 
@ try the last time | called!” 
Why put off a good move? Call 
your Distributor or 
have one of our abrasive Engi- 
neers arrange a trial run of Jewel 
Brand Abrasive Belts today. 


Industrial 


AZZ 


TSEwer-~] 


COATED ABRASIVES 


Belts + Rolls « Sheets * Dises * Specialties 








ABRASIVE PRODUCTS, INC. 


South Braintree 85, Massachusetts 








FEELER 





Precision Brand 


STOCK 


@ Tool and die makers — machinists 
— automobile technicians, and skilled 
men in other professions approve 
the quality of this handy thickness 
gouge. 

Easy to use and precision made for 
lasting accuracy. Cellophane wrapped 
for moisture protection. All popular 
sizes and etchad with thickness. 


Wore Quality Products 


@ Shim Stock—packaged in dispenser 
cartons for ease in handling. Available in 
brass, steel and stainless. 


@ Music Wire — comes in tangle-free dispenser 
cartons marked with size, gauge, and weight. 


fA PRECISION STEEL 


POW) WAREHOUSE, INC 





rubber industry in 1923 when he 
joined U.S. Rubber as an apprentice 
in one of the company’s tire plants. 
In 1926, he became tire sales assist 
ant in the export company, and two 
years later he was sent as special 
representative to Puerto Rico and 
later to Central America. In 1941, 
he became head of the U. S. Rubber 
Export Co. Ltd., and continued in 
that capacity until 1952, when the 
export company was dissolved and 
he became vice president and gen- 
eral manager of the international 
division. 

Mr. Boos is survived by his wife, 
Mary Catherine Boyle Boos; a 
daughter, Mrs. Bruce Recker; a 
brother, Herman E. Boos; a sister, 
Mrs. John Mavrogordato and two 
grandchildren. 


Harold M. Shonberg, 
Alpha Metals, Inc. 


Harold M. Shonberg, 49, presi 
dent of Alpha Metals, Inc., Jersey 
City, N. J., died in a plane crash on 
December 5. 

Mr. Shonberg started his firm in 
1930. He had previously taken over 
I. Shonberg, Inc. a company 
founded by his grandfather in 1871 
as a metal refinery, then reorganized 
by his father, in 1912, as Standard 
Rolling Mills, Inc. 

Surviving Mr. Shonberg are his 
widow, Rena, his daughters, Judy 
and Irene, his mother, Corrine Shon- 
berg, a brother Joseph Shonberg and 
a sister Helen Isaacson. 


Harold M. Shonberg 


The world’s finest cordage fibers and 
careful, experienced workmanship result 
in unsurpassed highest quality rope 


MANILA—Ocean Brand 


SYNTHETICS—Super-Tuff 
(nylon, dacron, polyethylene, polypropylene) 


Dependable Service - Highest Quality 


Manufacturers >—< ee a 


The Thomas Jackson & Son Co., 


Reading, Pa., U.S.A. 





FOR THE FINEST InN 
STANDARD 
BRIGHT ano 
» HEAT TREATED 
‘ CAP 


> 


“MILLED-FROM 
THE BAR” 
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Brush Div... 


118-119 


Blue chip lines are the surest way to get 
your name on more of these cards. Your name 
here can bring in up to 50% more business 
on certain items. It establishes a direct 
line from purchaser to you and your sales- 
men. In files, NICHOLSON and BLACK DIAMOND 
are the bluest BLUE CHIP LINES. Push them 
and they'll push other products you sell. 


NICHOLSON “= <= 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 


Files - Rotary Burs - Hacksaw and Band Saw Blades - Ground Flat Steck ~ Indastrial Hammers 














H- 
K PULLS NO PUNCHES 


... fells custom 
. ers exact : 
of industrial Nie: Mba what it thinks 


@ Since the company was founded in 
1929, Holo-Krome Forged Socket 
Screw Products have been sold only 
through authorized, stock-carry'ng in- 


INDUSTRIAL dustrial distributors. We believe this 
onis both econom- 

DISTRIBUTORS nt. Distribu- 
ARE PART OF 


THE H-K TEAM 


e on-the-spot en- 
ir knowledge 


products yo 
them, In the 
and important members 
@ H-K's distributor team is as impor- 
of your team, t00 tant as any department of our com 
one pany. To back up our distributors, We 
are continuing to improve our product 
ty as well as our packaging, la- 
beling. shipping. telegraph q 

service—and our unmatched SAME- 

DAY SERVICE on standard items 


@ Know your Holo-Krome industrial dis- 
tributor, call on him for assistance, 
rely on him for prompt service and 
technical help... 


le 


HE'S A RESPECTED MEMBER 
oF THE H-K TEAM! 


HOLO-KROME 


SOCKET ews 


THE WOLO KROME SCREW CORPORATION . 


SOLD ONLY THROUGH AUTHORIZED DISTRIBUTORS 
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